


ecorder 


DEC2 0194 
WA TUNE VOICE OF THE TRADE 


G 


NITED STATES RUBBER -POUMPANY 


S2RYING PHAOUSH Solzwse 


The Keds Shockproof Arch Cushion is one of the reasons 


* all your customers prefer The Shoe of Champions US. j : d 
Only Keds have these features: Scientific Last - Two-piece tops @® * 


Smooth inside construction - Balanced toughness throughout 


Traction soles - Pull-proof eyelets - Washable with soap and water The Hoe Or Champions 











if you're zoing to keep them in your brand all the time they're growing up. 


You just have to use the best materials in children’s shoes 


Colonial Patent is flexible, easy to work, and gives your shoes appearance and wearing 


qualities that bring the youngsters and their mothers back for more. 


COLONIAL TANNING COMPANY. Ine., Boston Ii, 


Massachusetts 
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DISPLAYS 


Traffic stopping — Professionaily designed 
— Complete window displays, Timely 
background ponels with motching sets of 
window cerds and price tickets —Express|y 
designed to self YOUR shoes to YOUR 
customers. Get complete details from your 
Holland-Racine representative. 


| Color rode 


Post, Collier's, Esquire, True and Pic 
—An impressive and powerful list 


Something NEW in a mot service which 
makes advertising effective and flex- 
iblet interchangeable shoe cuts so that 
you con advertise the Holland-Racine 
styles YOU corry. It's Freel 


Revive your mailing lists with these new Hollond- 
Ratine post cards and folders. There ore sales and 


profits in those customer lists—Write us or get the 


detoils from your Holland-Racine representative. 


“Two Feet in Front of Every Crowd" was never more 
aptly placed than on the Holland-Racine lines for Spring. 
“McCoy” shoes styled fast, built solid and based to re- 
tail profitably at $10.00. ‘‘Pace-Setters'’ — way out front 
with all that's new, a complete line of styles and staples 
to retail profitably from $11.50 to $12.95. ‘‘Nu-Matics"’ 
— Full cushioned, arch-brace construction, complete in 
styles and sizes and you can retail them profitably at 
$13.50. ‘Doctor Shoes'’ — For those who can afford and 
want the finest in fit and leathers. Nationally advertised 
at $15.50 to $17.50. 


2 


Independent Retailers can find no finer nor more complete 
franchise. Nationally advertised, competitively priced and 
made expressly to supply and not compete with YOUR 
business. Here's profit and a future for YOU. Contact your 


Holland-Racine representative or write us to have him call. 


HOLLAND-Aaccue SHOES 


INCORPORATED 
HOLLAND ° MICHIGAN 
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“THE WHITE COLLAR” 


with necktie or jabot ‘ 


made from spare cut-offs 
of wearer's dress material, 
or from other colorful trims, 
secured by curved bar pin. 
In this version: open-shank 

on one side D'orsay with 

loose collar, perforated for 

pin closure. 


Collars of LEVOR'S 
washable white kid 
are stand-ovts on 
dark based shoes, too. 
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G. LEVOR & CO., INC. GLOVERSVILLE, N. Y. 
Tanners Since 1876 
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For a short-cut to wisely balanced stocks in your vital children’s and misses’.departments, 
look into this established, applauded brand. In Pollyanna you have a single resource from tots 
to teens . . . shoes with strong promotion features and finer fit . . . made with dependable 


Pennsylvania craftsmanship. That's why Pollyanna is the spotlighted name in so many top stores! 


A.$. KREIDBDER SHOE CO. 


NEW YORK CITY SHOWROOM 


ANNVILLE, PA 
Marbridge Bidg., 47 W. 34 St. 
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What shoe slump? = 


@ High prices are blamed for a falling off in shoe sales. Yet 
our Keith Highlanders (retailing around $20) are selling 
faster than ever before! 












We think it’s a matter of value. 


Every Keith Highlander has the backing of 189 years of 
shoemaking “know-how”—is made to an unswerving stand- 
ard of quality. 

So, orders pour into our plant for more Highlanders: 


A retailer in tiny Wallingford, Conn. sends in a fast follow-up 
order for 18 more pairs of our top-priced Cordovans. 


And Godchaux’s, a super-smart store of New 
Orleans, runs full page advertisements pro- 
moting and selling their “high-priced” Keith 
Highlanders. 

There is still a profitable market for quality 
footwear. Keith Highlanders are proving it 
every day! 


Geo. E, Keith Company, Brockton 63, Mass. 
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I got an ‘'A”’ for selling 
from my old schoolteacher! fstets 


The moment she walked into the store, I figured 
that she'd be a difficult customer. 

As I hurried over, assuming my most pleasant 
manner, I had a vague sensation that I should 
know her. “May I help you, ma’am?” I smiled. 

“I certainly hope so,” she snapped. 

Her voice did it. Mrs. Arnold—my sixth-grade 
schoolteacher! Suddenly I was sitting in that little 
classroom again. “M—Mrs. Arnold,” I stammered, 
“don't you know me? I'm Jimmy . . . Jimmy 
Jeffers.” 

She squinted, lowered her glasses to the tip 
of her nose, and peered at me intently for a mo- 
ment. “Of course, Jimmy! My goodness, you've 
grown. Yes, well, of course, you should have, 
shouldn't you?” Then the involuntary smile froze 
and she rasped, “But don’t think you can sell me 
just any shoe simply because I know you.” 

I flushed slightly. “Any special type of shoe, 
Mrs. Arnold?” 

She pointed to her feet. “Something dressier 
than these old stand-bys. But don’t try to talk me 
into something less comfortable. 'm not going to 
retire them until I find something just as good.” 

There was my cue for Armstrong’s Cushion 
Cork. I slipped a trim, well-built little shoe on her 
foot. “Try that, won't you?” 

She frowned, stood up, and stepped gingerly 
on them. “Humph, you don’t expect to sell me the 
first shoe you offer, do you? Nobody ever has. 
Can't afford mistakes on my salary, you know.” 
Then she took a few steps and the frown started to 
disappear. 

“Feel good?” I asked. 

“They do seem comfortable,” she hesitated. 

I saw her interest mounting. “That's because 
of the springy midsole of Armstrong's Cushion 
Cork. The cork gives you extra resilience. And its 
greater flexibility allows fast breaking-in.” 

She kept walking, but the frown was gone. “Now 
don’t overdo it, Jimmy. You have a customer.” 
She paused. “I even think I'll wear them now.” 


ADDS COMFORT TO EVERY STEP 
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\|@ 
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trace of a twinkle in her eyes. “You always were a 
bright boy, Jimmy. You get an A for this.” he 
© + 7 


And as she walked out, she turned with just the B 


YOU'LL TEACH customers a new way to walking comfort when you 
tell them about Armstrong’s Cushion Cork. Be sure to specify Cush- 
ion Cork in your next shoe order. Available in men’s, women’s, and 
children’s shoes. Armstrong Cork Company, Shoe Products De- 
partment, 9611 Arch Street, Lancaster, Pennsylvania. 





ARMSTRONG’S SHOE PRODUCTS 


FLEXICORK* 


BOX TOE MATERIALS 





* REG. U. S. PAT. OFF. 


FILLERS 


CUSHION. CORK CORK COMPOQSITION 
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A Straight Line 


to Better Business Csu0es7 





Drew Shoes are In Stock NOW. This is what 
you've been waiting for and indicates that we're 
going to keep you ahead in this aggressive busi- 


ness of selling shoes. 


Shoes by Drew are designed and adapted to fit 
problem feet. Advanced design and construction 
techniques by Drew have enhanced this scientific 
footwear with beauty and style. 


Drew Shoes are always built up to a standard, 
and not down to a price. We feel that competi- 
tion doesn't start with price—it starts with qual- 
ity. Ever alert to changing trends and diligent in 


Send for— 
DREW'S IN-STOCK 
STYLE BOOK 


Our initial in-stock department completely 
covers basic types and smart Walk -o - bout 
classics. Stock these shoes for quick turnover and 
repeat business. Solve your missing size problem 


SCULPTURED-TO-THE-FOOT . . . Fine Welt Shoes for over 75 years . . 





New York: 


ty 
SD hit’ 


SCULPTURED-TO-THE-FOOT 


research for that which is better, Drew offers re- 
tailers that secure feeling for the future. 


The real test of the popularity of Shoes by Drew 
is the high record of repeat sales to many thou- 
sands of women. Shoes by Drew are "America's 
Best Fitting Line of Light, Flexible Welts." They 
are your "Straight Line to Better Business." 





and again know the pleasure of doing business on 
a balanced inventory, weekly size-up basis. 


. MODERATELY PRICED 


Write for your In-Stock Book Today! 
The Irving DREW Corporation 


LANCASTER, OHIO 
746 Marbridge Bldg. 
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THE PATTY 


THE PATTY 
THE DUTY SHOE 
THAT IS A BEAUTY SHOE 


BE SURE TO HAVE THESE 
PATTY STYLES ON YOUR 
SHELVES 


No. 4882-5 . . . All White 
No. 4882 . . . Town Brown 
No. 4882-8 . . Cherokee Red 
No. 4882-0 . . . Rancho Tan 
No. 4882-4 

No. 4882-9 . 

No. 4882-2 Claytone Smoke 


MORE NATIONAL MAGA- 
ZINES have been added to 
KICKERINO’S great national 
advertising program... 
now more than 13,725,000 
KICKERINO messages wili be 
pulling customers into stores 
featuring KICKERINOS. Cash 
in on this powerful profit-pro- 
ducing program NOW! 


WORK OR PLAY 
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UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 











Greetings of the Season 
and Best Tlishes 
for a Bappy and Prosperous 


New Vear to all 


in the Shoe Industry... 























SUPERGRIP 


Activated with Hot Vapor Laden Air! 


The full effectiveness of Supergrip is obtained with the new Universal Heat 


Activator. This method of activating sole attaching cement provides a stronger 
initial bond by evaporating the solvents within the cement. It eliminates the 
need of applying solvents! 

This is another case where Supergrip will help you to achieve and maintain 


better sole attaching. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Who sold the shoes 
today’s customers were wearing ? 


How MANY Pamrs of shoes that walked into your store today 


Other Features 
were sold by somebody else? That Bring Customers Back 


Probably a fair percentage, you'll agree — and every pair 


meant that some other store lost out on repeat business. TUFSTA, the original unwoven, non-fray cotton base reinforcing 

m ie. . material, gives extra strength to shoes wherever there are 

That’s what happens when shoes don’t give proper service. straps or cutout sections. 

The customer buys her next pair some place else. 
. y P P 7 TUFSTA DOUBLER, the original unwoven, non-fray cotton base 


You can be a lot surer you won’t miss out when the shoes plumper and backer for lightweight leathers. 


you carry are made with the new Resproid #1000 heel pads RESPROID, the viny! plastic cooted vamp and quarter lining that 


and sock linings. 


Resproid #1000 is made from a base of the well known 
Tufsta reinforcing material, then coated with a heavy film of 
Resproid vinyl plastic, unusually resistant to perspiration, 
scuffing and abrasion. Resproid #1000 is a new, tougher ma- 
terial that will outlast anything we've ever made. It means 
high quality for low and medium priced shoes. It means 
longer wear for the shoes — greater satisfaction for your 
customers. 


It can mean customers who will think of you first 
next time they need a new pair of shoes. Try shoes 
made with Resproid #1000 next time you buy shoes, 
and see for yourself. 


CRANSTON 10, ” 





resists scuffing, abrasion and perspiration. 


DURAKAILF, a highly efficient leather replacement for shoe 
linings. 


DURAKALF NON-SLIP, designed specifically as a non-slip 
counter pocket in shoes. 


RESKRAF, a high quality, pyroxylin-coated, fabric sock lining and 
heel pad material. 


ALL MADE BY 
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how many are influenced by Poll-Parrot advertising? 


S| 


More than 73 million Poll-Parrot ads were seen by your customers 
.-. during the past Fall alone! That’s the kind of support Poll-Parrot 
gives its dealers. And most i:nportant was the concentrated impact 
it had in your own local market! We told our convincing Pre- 
Tested story to the nation’s mothers in smash, full-color ads in 7 
national magazines... Life, Ladies’ Home Journal, Look, Good 
Housekeeping, Parents, Country Gentleman, Progressive Farmer. 
Simultaneously, we spent a huge chunk of our advertising dollar 
right where it would help our dealers most ...in their own local 
Sunday newspapers! We SOLD Poll-Parrots for them with national 
advertising at the local level, in every important market, coast-to- 
coast. In addition, thousands of dollars of dealer-paid newspaper, 
radio, streetcar and bus, and telephone directory advertising pounds 
the Poll-Parrot story! Advertising like this increases sales and 
turnover... makes competition really feel the difference! 


( 





in this past Fall season alone... 


18,741,549 READERS IN 
SEVEN NATIONAL MAGAZINES 


Coler ads -Life, Ladies’ Home Journal, Good 
Housekee pi Parents, Look, Country Gentleman, 


Pins, 
Progressive Farmer 


8,200,000 MORE IN “THIS WEEK” 
IN 24 MAJOR CITY TRADING AREAS 


This popular Sunday newspaper magazine 
supplement brought the story in full color to 
millions of mothers. 


4,500,000 IN ROTO SECTIONS 
OF 18 MAJOR CITY MARKETS 


Many of these roto sections were in full-color. Large 
size space was used throughout this program. 


PLUS CIRCULATION OF 15 OTHER 
SUNDAY PAPERS, COAST-TO-COAST 


PRE TESTEC 
, - 
\w as 


AND STAR BRAND oe 


.s . ’ 
Merks ohnson Rand 


NOT JUST NATIONALLY ADVERTISED 


December 15, 1947 


FOR BOYS AND GIRLS 


... BUT IN NATIONAL DEMAND! 
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Breaking 
Our Own Record... 


The past 66 years of American Oak's history constitute a 
record of service to the sole leather industry of which we 
are justly and justifiably proud. But, woven into these years 


of service is another record of which we are even more 
proud. 


American Oak has not been content to stand on that record. 
Instead, while setting the pace for the leather of today, 
American Oak has kept its scientists and researchers hard 
at work on developing the leather of tomorrow. 


As a result of this ceaseless research, each piece of American 
Oak leather is American through and through. From the 
green salted hides through to the finished product from 
which the famous ROCK OAK, AM-O-FLEX, ROCKROME, 
and AM-O-KROME taps, strips and bends are cut, the tan- 
nage and processing are created and supervised solely by 
American Oak craftsmen. 


Remember, there is no satisfactory substitute for genuine, 
breathe-able sole leather — tanned the American way! 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO 
ST. LOUIS BOSTON 
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Think of it! 17,000,000 potential 
customers regularly exposed to the 
FOOT PALS story ... a sales 
story of quality a grade above 
their price! 

Many already know about F¢ JOT 
PALS ... their extra comfort, 
smart styling, and rugged con- 
struction. Every week, every day, 
more and more are learning about 


FOOT PALS ... and buying them! 


To you, this means more custom- Ow maser sherman 

ers, more sales, more profits . . . 

and more repeat business 

because 8 out of 10 purchasers of 

FOOT PALS come back for more! 

Wall-Streeter Shoe Company, 
WALL srcnge 9 


North Adams, Mass. 
SHOES FOR MEN 


——— 
December 15, 1947 










@ shoe that will bring 
8 combort. The Wall 


Foo 
tag 






















THAT MAKES THE BETTER SHOE< 
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FOR SPRING. . . cur tine is paces 


. styles backed by 





with smart, streamlined styles . . 


















quality, fine workmanship, value . . . styles 






that have gained an ever increasing consumer 


acceptance. Backed by an aggressive 
































national advertising program, 


STYLE 
No. F3057 


AIR-O-MAGIC Shoes constitute a 
powerful answer to today’s tough 
merchandising problems. 
For sounder selling today 
and far, far into the future, 
concentrate on 


AIR-O-MAGIC Shoes. 


MODERATELY PRICED NATIONALLY ADVERTISED 


Life Sport 

Saturday Evening Post Outdoor Life 
Esquire American Legion 
Collier's Varsity 

Look Sports Afield 
Holiday Elks 

Liberty Hunting and Fishing 
True Kiawanis 

Pic Rotarian 

Field and Stream Lion 


A great national campaign pjus a great newspaper campaign plus 
@ great campaign in college publications plus every conceivable 
point-of-sale promotional help. Put all this to work for you! 











BEAUTIES! Yes indeed! But the 
miracle ingredient that makes women love 
shoes like these is Lastex Yarn. Invisibly 
bonded to leather or fabric, it gives free- 
walking support with remarkable ease and 
comfort. Now that linings woven with 
Lastex are again in volume production, ask 
your suppliers to fill your orders with shoes 
elasticized with Lastex. 








For models, samples and prices of those types of shoe materials made with 
Lastex yarn which are now available, apply to ALFRED VAMOS, 406 
Marbridge Building, New York City. Alfred Vamos is the inventor and 
patentee* of Vamos stretchable shoes and is the selected consultant for shoe 
manufacturers using materials made with Lastex yarn. 

* Patents assigned to 


United States Rubber Co. 





ees THE MIRACLE YARN THAT MAKES THINGS FIT 


An elastic yarn manufactured exclusively by 


UNITED STATES RUBBER COMPANY 


1230 A of the Ameri * Rockefeller Center + New York 20, N. Y. 


iis) Serving Through Science 
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Alln 


(in stock) 

Goodyear welt construction 
Flexible leather insoles 
Styled for youths of all ages 
For on-the-go feet 
Challenge competition for 


fit, service, price 
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THE H. C. GODMAN CO, COLUMBUS 16, OHIO 
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BEST-KNOWN SOLES IN 


Recognized by men and boys 
(a > who give shoes tough wear as 
SOLE NO. Ney pa the sole that lasts longer. The 
3425 famous Gro-Cord MULTI-ANGLE- 
Bahu heeneal CORD construction gives a wider 
margin of safety, with miles of 
extra wear. RAW-CORD soles 
and heels are built for action... 

on foot, in sales. 


14 iron arch forward with 12 
Auk ? Nae iron shank. This sole used on 
lle WARD HA Navy Field Shoes during the 


struction for all- 


around longer NM ae 2 
§ : Peery war... millions of pairs in use. 
wear. ~ 7 

















SOLES &@ HEELS ! 
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Gaci Year this Holy Christmas Season 
Makes a Fitting Time for All of Us Who Toil 

To Put Aside Material Thoughts and Things 

For Those of a More Spiritual and Enduring Nature. 
Christmas Is a Season of Reflection and Evaluation. 

A. Time to Take Stock of Errors as well as Things Well Done. 
And a Time for Their Correction and for Reaffirmation 

In Our Faith as It Has Been Given to Us. 

Christmas Is a Day for Children, for Home and Family 

And for Thanksgiving for All the Good Things Granted Us. 
Christmas too, Is a Day of Hope, ; 
The First Faint Blush of A New and Brighter Year 

To Which We Turn Expectant, and in Confidence. 


GERBERICH- 
PAYNE SHOE COMPANY 
MOUNT JOY + PENNSYLVANIA 





Here is Fiddle Shank No. 12 designed to provide greater 


stability. Notice — the toe end of the shank is as wide as the 


THE 


heel end, and the waist of the shank is only sheared slightly. 


\ iil [ y These design features provide more steel where needed 
to protect shoes of medium to extreme heel heights from 


lateral strain. 
Fiddle Shank Look to United for the proper shank to provide_structural 
strength and improve the wear in every shoe. 


VITA-TEMPERED STEEL SHANKS 


are tough, hard, uniform. Fit like master models. 
Clean, ready to use. Preserve Balanced Tread. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Accurately hitting the 
vast market of young- 
sters, AMERICAN 
BOY is knocking out 
repeat sales year after 
year .. . featuring a bal- 
anced line, with a strong 
continuation run in 
basic stylesin the young 
men’s 6} to 9 size range. 


also makers of Sir Walter and LION Shoes 


NATIONAL SHOE COMPANY Division of Craddock-Terry Shoe Corp., Lynchburg, Va. 
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SHOES FOR MEN 
* 
STYLE 4146 
CUSTOM GRADE 








ae 





am 
ie a WINEGLO, Color No. 3, in 
enone 
. Rueping’s TOMAHAWK is 
<a winning wide acclaim 
¥ among leading shoe man- 
ufacturers everywhere. 
Ca 
— 
ey fa ER rear ehiad 
re FRED RUEPING LEATHER CO. FOND DU LAC, WISCONSIN, U.S.A. 
| 
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in Quality. Color, Finish and Dura- 


bility... measures up to all the requirements of 


stylists, manufacturers, retailers and consumers. 
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Fox Shoe Manufacturing Corp. 
New York 
A scalloped throat D’Orsay, tear - drop 


' 

” ee ’ 

cutout, stitched and perforated, closed toe and ae ' 
4 ¥ ey 

back, 23/8 heel. TANORITE CALF, Color No. 594. 


tae, 
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(hoe the Power of a, Pretty Cace 





S. 'CCESSFUL merchants all over the 


country have proved that the shoe store 


that has a pleasing face—that is modern 
and inviting, both outside and inside—in- 


variably attracts the most customers, makes’ 


the most sales, shows the greatest profit. 
Capitalize on the “power of a pretty 
face.” Remodel your shoe store now with 
Pittsburgh Glass and Pittco Store Front 
Metal. These products are the recognized 
leaders among materials for store moderni- 
zation. Your architect is familiar with Pitts- 
burgh Products, so consult him for a well- 
planned, economical design. We'll co- 
operate in every way possible. And, if you 


to build up your business 





wish, vou can arrange for convenient terms 
through the Pittsburgh Time Payment 
Plan. 

Right now, send for our Free booklet 
which illustrates and describes many Pitts- 
burgh Glass and Pittco Store Front Metal 
modernization jobs. The coupon below is 
for your convenience. 


YOU GET THE JUMP on com- 
petition when you modernize 
your store—inside and ovt— 
with Pittsburgh Gloss and 
Pittco Store Front Metal. This 
shoe store in Memphis, Tenn., 
used Pittsburgh Products to 
give it real eye-oppeal and 
profit-pull. Architect: R. B 


Spencer. 


Pittsburgh Plate Glass Company 


ww uM { 
D i TTS A U RG rt 2386-7 Grant Building, Pittsburgh 19, Pa 


Without obligation on my part, please send me a Free copy of your 


STORE FRONTS 
AND INTERIORS 


PAINTS + GLASS - 


anes? O's ace, 
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CHEMICALS - 


Pines 


brochure, “How Eye-Appeal—tInside and Out —Increases Retail Sales 


Address 


! 
| 
| 
| Name 
l 
l 
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GLASS COMPANY 
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THE OHIO LEATHER COMPANY. airarpd, ouHio 
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CAN THE TRAFFIC BEAR? 


There's some serious thinking being done in the 


shoe business. The question is not how high 


will prices go up, but at what point will women 


stop buying. There is a pretty good indication 
now that customers are beginning to revolt at 
the constant climb. Buying has become more 
selective. Good shoes will 


continue to sell, but only at 
moderate prices. The in- 
creasing volume that is be- 
ing done by Air-Tred in the 
face of cautious buying by 
retailers is significant. Air- 
Tred shoes are priced right 
for today’s woman. In value, in quality, style 
and craftsmanship — Air-Tred is the shoe for 
volume selling. AIR-TRED SHOE CORP., 
AUBURN, MAINE. 









Send for Spring catalog, 
over 40 styles in stock. 





GOOD HOUSEKEEPING 
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close to 40,000,000 women see AIR-TRED advertising 

















Urbanites by James Kean 





the smartest shoes 
in the smartest places 
are elasticized with 


Firestone Conlio’ 


the quality elastic backing 

Be smart. Use Contro. It’s a name your customers know and 
trust. It’s an elastic that holds stronger, holds longer, 
because it’s vitalized with Vitalin, the magic rubber vitamin. 
For a merchandising plus that has strong 


sales appeal specify Contro backing. 
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: 
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Birds of a Feather 








Tn nature they “look alike”. In precision manufacturing United eyelets “are alike” 
to the point of exact duplication. Such accuracy assures smooth flow of work at, 
the eyeleting operation, and uniform appearance in the finished shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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NOW IN STOCK 





la 
MURPHY 
SHOE 


Our in-stock department gives prompt service 
to Johnston & Murphy Dealers who wish to 
keep their shoe stocks in balance at all times. 






JOHN Sit & 






There are a few J&M Dealerships 
open in a limited number of cities. 
One of these points may be in 
your locality. 


The J&M Franchise backed by our 
in-stock department and strong na- 






STYLE 200 TAN 
STYLE 101 BLACK 


tional advertising program can play 
an important part in developing 
your shoe business. 











We carry in stock for 


’ immediate delivery fifteen 
We will be glad to send you upon shoe styles ranging in size 


request our new in-stock catalog— from AAA 9-13 to E 5-12. 
just off the press. In it you will find 


illustrated the familiar styles upon 
which the J&M reputation has been 
built—all placed in stock by popu- 
lar demand. 











JOHNSTON & MURPHY 
40 LINCOLN ST., NEWARK 3, N. J. 






STYLE 319 TAN 





STYLE 419 BLACK 
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Background Your Shoes with 


that wears... 











rugs and carpets 


Handsome shoes look handsomer on a rich background... 
comfortable shoes feel more comfortable on a cushiony 
resilient foundation. Mohawk Traffic-Tred carpets, built to take 
the hardest heel-grinding traffic, are not a mere overhead 
expense, they're an investment in sales promotion ...and 

a long-term one at that. See your contract dealer now 


for patterns, prices, and probable delivery dates. 


' Mohawk Carpet Mills, Inc. - 295 Fifth Ave., New York City 
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' FROM THE FINEST 
i CULTURED PLANTATION 
RUBBER. NATURALLY, 


"BEST BY ANY TEST!” 





® 
ELASTICIZED SHOE FABRICS 


DARLINGTON FABRICS CORPORATION, 350 FIFTH AVENUE, NEW YORK 1, N. Y. 
Rep. J. M. Perkins & Co., 47 West 34th St., New York 1, N.Y. * St. Lowis: Fred A. Lyons « Milwaukee: Frank J. Kelly + Boston: Kelly & Sweeney 
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John Bright Set Me Right 
With a Simple Lesson in the 


Econom ry) 


Ses 
























a ALWAYS been interested in shoes, and the great job Uncle Sam did in making us G.I.s the best 
shod army on earth sold me on shoes as a career. I made the step from the separation center directly 
to a fitting stool in John Bright’s store. I was ‘rarin’ to go’ to sell shoes . . . lots of them. But John Bright, 
practical old timer that he is, soon set. me right. ' 


“ ‘Son,’ he said, ‘you're just starting in the shoe business, but set your sights right now on QUALITY. 
You'll find it’s the quickest road to success in the shoe business.’ 


“John Bright has been in the shoe business a long time and he’s made a lot of friends in this 
town rendering real service in shoes. ‘Quality,’ says John Bright, ‘is the first principle of “real service” 
in shoes. Sell your customer one good pair at a fitting and you can bet your bottom dollar she’ll come 
back for more. That is the smart way to run the biggest sale book in your store.’ 


“And let me tell you he’s right. I started in concentrating on quality and—you guessed it, the 
result is ‘quantity’...and a staunch, loyal following of satisfied customers that is making me top 
salesman in John Bright’s store. 


“I used to be interested in shoes... but now I’m making QUALITY SHOES my career.’’ 


%& Ask your store or department manager, or write to Shoe Manufacturer’s Board of Trade or any ol 
the members listed at the right for details of the “How To Sell Quality Shoes” letter contest. See} 
Boot and Shoe Recorder, Oct. 15th issue for the whole story on this Shoeman’s contest, in which YOU 
can win cash prizes totaling $1000.00. Get busy on your letter. Get it off today with your official entry 
blank. Remember, contest closes midnight, January 15, 1948. 





Shoe Manufacturers’ 

















_ 117-125 Gratton St., Brooklyn, N. Y. 
103 Greene St., New York City 
360 Furman St., Brooklyn, N. Y. 
BEKER & FRIEDMAN SHOE CO. Inc..561 Grand Ave.. — N.Y. 
BELEGANTI Inc.. 

BENCH MAID Ltd 
BON TELL FOOTWEAR CORP.. 
CARDONE & BAKER Inc. 
CARLTON SHOE CORP... 

CAUGHEY FOOTWEAR ine. 
M. COHEN & SONS SHOE C 


JULIUS ALTSCHUL Inc. 
ARC LEATHER CO.. 
AVON SHOE CO. les. 


12 West 21st St., New York on 
740 Broadway, New York City 
Myrtle Ave., Brooklyn, N. Y. 


.. 133 Wooster St. New York City 

O. Inc..4315 Queen St., L. |. City, N. Y- 
; 81 Pearl St., Brooklyn, N. Y. 

131 West 17th St., 

31 East 28th St., New York City 
_345 Hudson St., New York City 
800 Union St., Brooklyn, N. Y. 
133 Wooster St., New York City 
489 Broome St., New York City 
40 West 20th St., New York City 
29 West 17th St., New York City 


CRIK-ETTES ies... ; ; 
DEBUTANTE FOOTWEAR | fee. .- 


SHOES BY ELIAS Inc........----- 
EVERITE FOOTWEAR Inc..:.....-. 
EXCEL FOOTWEAR Inc 
FALECK & LAMKAY CO 
HENRY FLATOW 


d of Trade of New York 


NEW YORK 





rs’| Boar 


STREET, 








































FOX SHOE MFG. CORP. 826 Broadway, New York City 
GELBURN SHOE MFG. CO. Inc. ..147 W. 22nd St., New York City 
ANDREW GELLER Inc...........--735 Lorimer St., Brooklyn, N. Y. 

GLORIA SHOE CO. Inc.. 18 East 18th St., New York City 
GRAMERCY FOOTWEAR tac. hens 35! Jay St., Brooklyn, N. Y. 

GROSSMAN'S SHOES Inc. .....-- 231 Grand Ave., Brooklyn, N. Y. 

JERRO BROS... .. 2... . eee eee eee 40 West 27th St., New York City 
M. LAUER ....... eens 56 West 22nd St., New York City 
LaVALLE Une... ... =... ee cerecccees 632 Broodway, New York City 
MACKEY STARR Inc. .....----- 151 West 26th St., New York City 
D. MANGIARDI CO. Inc........--+-+> 351 Jay St., Brooklyn, N. Y. 

JOHN MARINO Inc............-- 308 E 63rd St., New York City 
MEL PRESTON SHOE corp. |... .. 240 Broadway, Brooklyn, N. Y. 
MILLER & BERGMANN........-- 105 East 16th St.. New York City 
MODISTE SHOES Inc........------- 113—4th Ave., New York City 
MONBURT SHOE MFG. Inc... .641 Lexington Ave., Brooklyn, N. Y. 
PALIZZIO Inc. ......--- cece ceecees 80! Broadway, New York City 
PALTER DE LISO Inc. ........-++++- 740 Broadway, New York City 
PINCUS & TOBIAS Inc.......------- 721 Broodway, New York City 
PREMIER SHOE MFG. CO. Inc... .449 Troutman Ave., B’klyn, N. Y. 
M. RADESCHI Inc......----- 650555: 476 Broadway, New York City 
RAO BROS. FOOTWEAR CORP... .75 Roebling St., Brooklyn, N. Y. 


ROBERN SHOE MFG. CORP....... .826 Broadway, New York City 
ROGERS FOOTWEAR CO....... 168 Walworth St., Brooklyn, N. Y. 
ROYAL FOOTWEAR CO. Inc.....--. 800 Union St., Brooklyn, N. Y. 
SCHWARTZ & BENJAMIN, Inc... .. .842 Broodway, New York City 


SETROY Inc......- 201 East 18th St., New York City 
TAILORCRAFT SHOE CO. lnc. _.4 Washington Pl., New York City 
TUPPER SHOES Inc. ..........----- 632 Broadway, New York City 
UNIQUE SHOES Inc. , 2384 Atlantic Ave., Brooklyn, N. Y. 
VAN ARDEN Inc... 38-01—35th Ave., Long Island City, N. Y. 
WAVERLY SHOES Inc. _,.127 West 17th St., New York City 


M. WOLF'S SONS Inc. _. .273 State St., Brooklyn, N. Y. 
ZUCKERMAN & FOX Inc. 65 Bleecker St., New York City 


INC 
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voune Women FANCY 


The “Go” in Golo is youth-appeal, sophisti- 
cated casuals designed by creative stylists, and 
exacting craftsmanship in the Dunmore 
tradition! The “lo” of Golo is price-appeal, 
a feature that makes these “New Look” classic 
welt casuals irresistible to young shoppers 
who demand the ultra-smart at an attractively 
moderate price. To the profit-conscious dealer, 
GOLO means quick turnover, multiple sales 
and steady “repeats” season after season! 
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GOLO OF DUNMORE CREATIONS 


Genuine Goodyear Welts—Every Inch of the Way 
LOOK twice their cost... WEAR as well as they look! 











Famous “Built-In” quality 
featured in 11 sellable 
styles, all superb Goodyear 
welts with channelled 

prime flexible insoles. 
. 
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Gold or DUNMGRE «¢ Division of Golo Footwear Corp. 


FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE: 129 Duane St., N.Y. 13, N.Y. | 
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La CROSSE 













Inside this “LaCrosse Package” for 1948, 
along with our best wishes to you 
for a prosperous new year, are Ly 


New, up-to-the-minute styles and lasts— ‘ 
for Broadway as well as Main Screet. 
Finest quality — even improved 
over former years. \ 
A fair price —a price that wow’t eliminate you 
from competition with the mass distributor. 
And equally important good ‘house 
with which to do business, 


Yes, thar’s the package you'll get in 1948 whea 
you Go LaCrosse 





Quality Comes. First oe pS ae: - = 
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HAPPY HOLIDAY says: 


_ 


Pics ist isAAt 
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E. T. Wright & Co., makers of Arch Preserver Shoes for men, 
kicked off their fall advertising campaign with a color spread in the 
October issue of Holiday. Their dealers tied in with a special mer- 
chandising promotion of Arch Preserver Shoes, using Holiday window 
display material and counter cards in addition to their own adver- 
tising. Results of the promotion were immediate, exciting, conclusive. 
They are still another example of the remarkably effective selling job 
that Holiday advertising and Holiday merchandising can do for a 
product ...for your product. 


HOLIDAY —A Curtis Publication Independence Square, Phila. 5, Pa. 





Tongues are wagging in the shoe trade 


66 The Holiday display came in today...and the ad 
in Holiday has pulled more customers than any 
advertising we or E. T. Wright has ever done. ” 
Lou Kirsh, Owner, Arch Preserver Men's Shoe Shop, New York City ° 


Sales have spiraled ahead 60% on Arch Preserver 
Line since the installation of the Holiday unit 
and the shoes set around it. %” 

Ralph Levey, M. Pokorny & Sons, Lid., New Orleans, La 


@ The Wright Arch Preserver double spread in the October 
issue of Holiday, together with the window display, proved 
to be a very nice promotion for our men's department. ? 

Virginia Clee, Adv. Mgr., R. H. Fyfe & Co., Detroit, Mich. 


Unquestionably the Holiday display inspired interest in 
Arch Preserver Shoes. Old and new customers spoke about the 
Arch Preserver advertisement which appeared in Holiday. ” 

O. W. Metzger, Wetherhold & Metzger, Allentown, Pa. 


This promotion marks the first time that we have devoted 
so much display space to Arch Preserver Shoes. It was a 
pleasure to work with you on this Arch Preserver promotion. ” 

George B. Hess, N. Hess’ Sons, Baltimore, Md. 
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ALL OVER AMERICA* CUSTOMERS COME IN WHEN THE JOURNAL COMES OUT 


In Boston, Mass., 60% of the women shoppers interviewed at 
Thayer, McNeil Co. read Ladies’ Home Journal 


In your town . . . in your store... 


MOST OF YOUR GOOD CUSTOMERS READ ee wie Z 
ee 


* 61,809 interviews—159 cities—14 categories of stores confirm this fact. Results upon request—lodies’ Home Journal, independence Square, Phila. 5, Pa. 
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.. and with it comes another opportunity to 


greet our friends with the time-honored greeting 


MERRY CHRISTMAS 


and to wish you all a 


HAPPY PROSPEROUS NEW YEAR Wy 


AMERICAN HIDE 


and LEATHER COMPANY POSTON 


December 15, 1947 





24-KARAT GOLD 


FOR WEAR 24 HOURS AROUND THE CLOCK! 


Time was when gold kid was a one-occasion shoe, for dancing 
away the hours at a party gathering. Now the same gold kid, 
in a genuine 24-karat finish, is prepared to step its way around 
the 24 hours of the day, perfectly at home anywhere and 


everywhere: 


For lounging at home : 
For a gala brunch 
For lunch at the club 
For beach, boardwalk or cabana 
For afternoon bridge 
For tea or cocktails 
For informal dining 
For ballroom dancing 


For the boudoir 


Accessorize 24-karat gold kid shoes with 24-karat gold kid 


belts, bags, flowers, compacts. 





STERLING DIVISION 


ALLIED KID COMPANY 


2651 N. Fairhill St....... Philadelphia 
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LAIN WHO FEED THE WORLD? 
Who clothe the world? 4 
Who house the world? 


sf 
/ 


y 


Na YOU COMPLAIN WHO E WORLD, 
Of what the world pfay do? 
As from this ho 


You stse your power, 





J y. 
r WORLD/MUS? FOLLOW YOU! 
oF a. 


CHARLOTTE GILMAN 


es LS 


Fsom/the richness of her good earth 
‘And abundance of her spiritual heritage 
_ America gives to a hungry, disillusioned world 
nthe fullest meaning of Christmas. 


E. BEAUDIN SHOE COMPANY 


GENERAL OFFICE - HANOVER, PENNSYLVANIA 


December 15, 1947 “6 














japanned finish as the best grades of patent leather. 


Four thicknesses can be cut at once, no fold- 


ing is needed, as the edges won’t fray, which 
means quality with economy. 


for samples of the full color line today 
r 


Send 





In matching or contrasting colors, heel 
pads, toe pieces or full sock linings of 
Patent-Glo give your shoes that important 
finishing touch of quality. 





PATENT FABRIC COMPANY 
Boston II, Massachusetts 


Boot and Shoe Recorder 

















) 
VA LL VA 


t) 


Me 


h ecole qi 





EXECUTIVE OFFICERS 
EVERIT 8. TERHUNE, President 


VICE PRESIDENTS 
Bernard C. Bowen Hugh M. Bowen 
Gordon Scott 
Everit B. Terhune, Jr.. Advertising Manager 
EDITORIAL STAFF 
Raymond L. Fitzgerald, Editor 
John J. Reilly, Art Editor 
Owen A. Thomas, Research Editor 
Eleanor Maud Rutty, Fashion Editor 
Anne R. David, Managing Editor 
E. G. Anderson, Associate Editor 
Herbert B. Goodridge, Moke-up Editor 
Loren D. Keys, Jr., News Sditor 
Betty Turcott, Fashion Assistant 


WASHINGTON STAFF 


Eugene J. Hordy Karl Rannels 
George H. Baker 


LOS ANGELES STAFF 


Harry R. Terhune Juanita Sayer 


ADVERTISING STAFF 


Robert Lewis Stephenson 
100 East 42nd St., New York 17, N. Y. 
Telephone: Murray Hill 5-8600 
8. C. Bowen 
Terence McDonald 
20? S$. State St., Chicago 4, Ill. 
Telephone: Wabash 8059 
Hugh M. Bowen 
1221 Locust St., St. Louis 3, Mo. 
Telephone: Central 9698 


Gordon Scott, Jr. 
10 High St., Boston 10, Mass. 
Telephone: Liberty 2-4460 
Clarence R. Heyde 
Chestnut & Séth Sts.. Philadelphia 39, Pa. 
Telephone: Sherwood 7-1424 


Harry R. Terhune 
S410 Wilshire Bivd.. Los Angeles 346, Cal. 
Room 307 Telephone: Webster 32718 


Vol. CXXXIll, No. 2 
December 15, 1947 


hail 


Washington Newsreel : pee 
Talk of the Trade Suite aleqemte 5! 
Editorial Outlook * "3 53 
Price Remains Big Unsolved Problem 54 
Shoe and Leather Tariff Cuts Involve $54 Million... 56 
Year of Indecision . ' > 
Retail Outlook for 1948 _— 
Shoe Styles Are Shaping Up for Spring Didi Ee 
Versatility Marks Kid Style Show . ried gratis kon 
ee a ere 
Reasonable Prices Tanners’ Goal ovine” ae 
West Coast Show a Buying Event Aimy 88 
Review of the Retail Trade _. ae 95 
Manufacturing and Markets ia 
Shoes in the News ... .. 101 
Shoe News Rp ogee pinnae pe | Ry Se ttt 
Dates to Remember ae G Ghee ie jase n wie it 
News of the Salesmen and Suppliers ............. 133 


Owned, Published and Copyrighted, 1947, by 


® CHILTON COMPANY (INC.) @ 
Executive Offices 
Chestnut and 5éth Streets, Philadelphia 39, Pa., U.S.A. 
Editorial and Advertising Offices 
100 East 42nd St., New York 17, N. Y. 
Officers and Directors 
JOSEPH S. HILDRETH, President 


VICE-PRESIDENTS 
EVERIT 8. TERHUNE P. M. FAHRENDORF JULIAN CHASE 
THOMAS L. KANE 6. C. BUZBY CHARLES J. HEALE 


JOHN BLAIR MOFFETT, Secretary 
FRED V. COLE 


WILLIAM H. VALLAR, Treasurer 
HARRY V. DUFFY T. W. LIPPERT 


GEORGE MAISWINKLE, Assistant Treasurer 
PAUL WOOTON, Washington Member of the Editorial Board 


Member Audit Bureau of Circulations Associated Business Papers. —g wy -~~—-0 1 -eheee 
cents. 


Mexico ond Cuba, $3.00; Canada, $3.50; Foreign, $10.00 


Single copy, 25 








by EUGENE J. HARDY 





Secretary of Commerce Harriman's statement to Congress indicating that 
priority and allocation powers might have to be extended over hides and leather 
did not surprise Washington officials who have been studying the situation. 

In regard to hides and leather, Mr. Harriman stated that it "looks as 
if the situation is becoming tighter here." Commerce emphasizes that restric-— 
tions on hides and leather are not necessary at the present time, but that the 
situation may require such action early next year. 

For example, exports of cattlehides during the current year will 
probably total about 500,000 hides. However, as pointed out on this page two 
weeks ago, a sizable decline in the cattle population is expected next year, 
probably showing up during the second quarter. Present estimatés indicate that 
this decline will require the importation of 2,000,000 cattlehides to meet 
domestic demand for this important raw material. Fortunately, the prospects for 
increased imports appear to be somewhat improved. 

Added to this is the possibility that the United States may be called 
upon to export as many as 1,000,000 cattlehides to European countries next year 


under the European Recovery Program. 
Commerce officials say that if the import needs of 2,000,000 or more 


hides are not met it will be necessary to invoke domestic hide allocations even 


if foreign aid needs are disregarded. If the United States must ship large 
quantities of hides to Europe the need for controls will be accentuated, it is 


claimed. 





















































Should this situation develop, Commerce feels that it should have the 
power to allocates hides according to the types and end-use of the leather to be 
produced. In this way, the shoe industry would be protected since leather would 
not be made available for so-called non-essential uses. 

It is also felt that such controls would enable the government to 
stave off price increases that would inevitably result from the increasing 
scarcity of hides and leather. 


Accordingly, Mr. Harriman asked Congress for a broad grant of general 
power to allocate commodities, to limit inventories, and to issue limitation 


and conservation orders. Under such powers, Commerce would determine the com— 
modities to be controlled. 

The fact that the Administration has asked for general rather than 
specific powers while claiming that such powers would be used sparingly has led 
Congress to look upon the request with a suspicious eye. Once these powers are 
granted the only assurance Congress would have that they would not be extended 


to the entire economy is the judgment and discretion of Administration offi- 
cials. At the time of this writing, it did not appear that Congress would grant 


any such sweeping powers, either as an inflationary control measure or to 
accelerate foreign aid. 
Should the Administration spell out in detail what commodities it 
plans to control and back up its request with supporting data, Congress might 
rant some authority to control scarce items. But any return to the days of 
OPA and WPB, even as stand-by propositions as indicated by Mr. Harriman, is not 


in the cards at this time. 
* &£© & & 


A serviceable synthetic leather was produced by the Germans from 
cotton and flax waste, hemp, and ramie bases, according to a report now avail- 
able at the Office of Technical Services, Department of Commerce. It appar-— 
ently was used most satisfactorily for bags, shoe linings and trunks. The utili- 
zation of all types of waste products as a base for this synthetic leather 
should be of interest from the economical point of view, the Commerce report 


states. 
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J ACK I. STRAUS, president of R. 
H. Macy & Co. Inc., New York, 
says: 

“All business has a responsibility 
to its customers. This responsibil- 
ity extends beyond the formal re- 
quirements of the law and beyond 
the practical considerations of keep- 
ing a customer happy once his 
patronage is in hand. Business must 
serve the material requirements of 
the community by discharging the 
responsibilities for production and 
distribution which business assumes 
in asserting its privileges. 

“The retailer shares the general 
responsibility of business. But in 
addition, the retailer has specific re- 
sponsibilities to the community that 
pertain directly to the business of 
retailing. These specific responsi- 








bilities are of two classes. The first 
may be described as ‘making mer- 
chandise available’ and the second 
as ‘the placing of a price on mer- 
chandise.’ 

“The retailer’s responsibilities in 
making merchandise available in- 
clude the procurement of wanted 
merchandise from markets all over 
the world, the maintenance of ade- 


December 15, 1947 


quate stocks to meet public demand 
when it occurs, the promotion of 
merchandise by advertising and by 
letting the public know in various 
ways the many types and qualities 
of merchandise that the markets af- 


ford ... 








“The second responsibility of the 
retailer comes in the pricing of 
merchandise for sale. In the plac- 
ing of a price on merchandise at the 
retail counter, the retailer makes 
for the community the final claim 
on the consumer’s dollar for all the 
costs and profits of the factors of 
production and distribution 
It is the retailer’s responsibility to 
the community to make sure that 
the value of the merchandise when 
it reaches the consumer is as great 
as possible—or, to put it another 
way—to make sure that merchan- 
dise is made available for final use 


at the lowest possible price.” 
- = * 


WILLIAM BOGAN, shoe buyer at 
the Scranton Dry Goods Co.. Scran- 
ton, Pa., says: 

“Shoe inventories of most depart- 
ment stores are now at a satisfac- 
tory level in spite of the slackening 


in sales which has increased shoe 
stocks in most stores. Some buyers, 
accustomed to the skeleton stocks of 
wartime, are worried about the in- 
créase in inventory. But, in order to 
do business under competitive con- 
ditions, stores must maintain stocks 
broad enough to satisfy the ma- 
jority of customers. 

“Department stores average three 
stock turns a year and merchandise 
men insist that shoe inventories be 
in line with such a turnover. This 
precaution places such stores in a 
sounder position than small inde- 
pendent stores, where careful stock 
control is not the most important 
factor. It is not surprising that a 
number of small retailers are in 
financial difficulties because inven- 





tories have gotten out of control in 
recent months. They find them- 
selves with plenty of shoes of the 
wrong kind and size. 

“But these cases are exceptional. 
I think the average shoe retailer 
realizes the dangers of the present 
situation and is operating cautious- 
ly. There is danger in both ex- 
tremes. It is unprofitable to have 
too few or too many shoes.” 
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—The following little fable ap- 

peared in the Boot and Shoe Re- 

some years ago. It's just 

as appropriate now as it was 
n: 









"There was a man who lived by the 
side of the road, and he sold hot 
dogs. He was hard of hearing, so 
he had no radio. He had trouble 
with his eyes, so he read no news- 


popers. 

But he sold good hot dogs. He put 
signs up on the highway telling how 
good they were. He stood by the 
side of the road and cried: ‘Buy a hot 
dog, Mister?' And people bought. 

He increased his meat and bun order. 
He bought a bigger stove, to take 
care of his trade. He finally got his 
son home from college to help him. 
But then something happened. His 
son said: ‘Father, haven't you been 
listening to the radio? Haven't you 
been reading newspapers? There's a 
big depression on. The European 


situation is terrible. The domestic 
situation is terrible. Everything's 
going to pot.’ 


Whereupon the father thought: "Well, 
my son's been to college; he reads 
the papers and listens to the radio, 
“and he ought to know!’ 

50 the father cut down on kis meat 
and bun orders, took down his adver- 
tising signs, and no longer bothered 
to stand out on the highway and sell 
his hot dogs. And his sales fell off 
almost overnight. 

"You're right, son,’ the father said to 
his boy. "We certainly are in the mid- 
dle of a great depression.’ " 


Fe Tb 


President 





$ AM SULLIVAN of Laredo, Texas, 
says: 

“Your informative articles on 
fitting, selling, etc., are indeed a 
boon when preparing material for 
sales meetings. (We have them 
every week.) Has it ever occurred 
to you how few shoe salespeople 
have actually seen a shoe factory? 
I recently got together. a make-shift 
series of photographs taken at vari- 
ous factories and used them in dis- 
cussing the intricacies of shoemak- 
ing. Honestly, the boys—and thev 
represent about 120 years of shoe 
experience — were flabbergasted. 
They had no idea shoes were so 


52 


complicated. From now on, I be- 
lieve they can do a much more ef- 
fective job of selling the public on 
the worth of footwear in general, 
and that is something we all agree 


needs to be done.” 
* * - 


MORRIS FREEDMAN of the 
Freedman Shoe Company, Phila- 
delphia, and first president of the 
Philadelphia Shoe Wholesalers’ As- 
sociation, says: 

“Price is one of the most impor- 
tant items in the shoe field today. I 
don’t think there is another subject 
or angle that needs more considera- 
tion. Prices are all wrong. They 
are completely out of line and when 
we try to gloss over the fact and 





say that isn’t the reason why shoes 
are not selling as they should, we 
are wrong. Of course, the retailers 
tell their public that they are get- 
ting increased quality for increased 
prices; but that isn’t so. They have 
to keep their prices up and they 
have to offer their customers some- 
thing plus—to bridge the gap be- 
tween what the shoes should cost 
and what they do cost. The retailer 
is not to blame for this; there is 
very little he can do about it—if he 








wants to have shoes on his shelves. 
As for the wholesaler, he really has 
the biggest headache of them all. 
in many instances he has been 
forced to stop buying, to a degree, 
thinking this would help moderate 
the price level. 

“The wholesaler is more inclined 
to look at things from the retailer’s 
point of view than anyone else in 
the shoe industry, for he is closest 
to his problem in trying to sell shoes 
to the men, women and children 


who have to wear them.” 
ca = = 


A. H. BOGUTZ of Newton Elkin 
Shoe Company, Philadelphia, Pa., 
says: 

“I look for a good resort busi- 
ness and a good early Spring, as 
people are still spending money. 
The inventory condition of most 
stores is a healthy one. Although 
I don’t believe business will be ter- 
rific, I think there are sufficient 
quality -and-brand-minded women 
who will want as many shoes as we 





can produce. I know the retailers 
will have problems and we will do 
all we can with national publicity 
and coordinated productions to 
help him get his volume.” 


“Let me see what else you have, unless the rain has let up.” 
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(ioral outlook 


It’s a SELLING Job for “48 


WITH this issue the Recorver marks the close of a very 
eventful shoe year. Following our year-end custom, we 
take occasion to review, in the articles that follow, the 
important happenings of 1947, to appraise their signifi- 
cance and, as far as possible, to look into the future and 
see what lies ahead. 

In general, the 1947 developments that stand out, so 
far as the shoe business is concerned, have been the con- 
tinued rise in prices, accompanied by a decline in pro- 
duction and a trend toward diminishing pair sales 
volume, both at the factory level and in the retail store. 
In terms of dollars it has been, for most merchants and 
manufacturers, a reasonably satisfactory year. Profits, 
however, have in many cases tended to reflect the in- 
creased value of inventories which resulted from rising 
prices rather than actual gains in business. Since the 
sharp October cost-of-living increase, signs of mounting 
sales resistance at the consumer level have appeared in 
many areas. At the same time the most recent factory 
price increases have caused some merchants to delay 
the placing of Spring shoe orders in their customary 
volume. ’ 

This hesitancy can scarcely be attributed to any ex- 
pectation of lower shoe prices in the immediate future, 
since all indications seem to point in the opposite direc- 
tion. In fact there are some observers who are con- 
vinced that the trend of prices for most commodities will 
continue upward for an indeterminate period. This as- 
sumption is presently based upon a number of factors 
likely to influence strongly the shape of economic events 
in early 1948. Of such factors the most important are 
(1) the likely adoption in some form of the Marshall 
plan, which must certainly increase the present strong 
demand for American goods of many kinds, including 
hides; (2) the sustained demand for consumer goods, 
including soft goods, household equipment and automo- 
hiles, in the domestic market; (3) the demand for ma- 
chinery and building materials for housing, plant mod- 
ernization and replacement of worn out capital equip- 
ment; (4) increased demand for goods by the govern- 
ment as a result of the recently stepped-up program of 
military stockpiling. The combined result of these fac- 
tors will keep demand at a high point for some time to 
come, and some economists believe that unless produc- 
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tion can be materially increased, the inflationary cycle 
is likely to continue well into 1948. 

Eventually some sort of equilibrium must be reached, 
after which it can reasonably be expected that prices 
will turn downward. It is the realization of this fact, 
plus anxiety as to how their business may be affected 
when this happens, that is causing concern to many shoe 
people and inducing them to assume the cautious atti- 
tude that has been so much in evidence these past few 
months. As shoe prices have advanced, inventories, dol- 
larwise, have increased, and while the actual stocks of 
shoes on hand may be sound and well balanced, the mer- 
chant shivers when he thinks of the losses he may some- 
time be called upon to take. Also he dislikes the thought 
of what the reaction may be next Spring when he offers 
his customers new shoes at still higher prices. 

Meanwhile the show must go on. To stay in the shoe 
business you must sell shoes and to sell shoes you must 
have them. And so what do you do? Certainly you 
don’t pin your hopes on making a profit by selling fewer 
pairs at higher prices. You try harder and harder to 
sell more and more pairs. You price them as attractively 
as you can on today’s market, taking into account the 
necessity of an adequate profit on operations and the 
necessity of conserving your capital investment. And 
then you resort to the power and possibilities of modern 
sales promotion which, when rightly used, can accom- 
plish remarkable results. 

Reviewing these various aspects of the shoe situation 
as it exists on the eve of a New Year, we are again forced 
to the conclusion, expressed on a number of occasions 
heretofore, that the industry as a whole should give seri- 
ous thought to ways and means of developing a new 
appreciation of the inherent worth of shoes in the minds 
of the American people and a broader recognition of the 
importance of the role shoes play in modern American 
life. 

Manufacturers should strive to develop and retailers 
to promote attractive new styles and types of shoes 
keyed to activities that engage the interest of the cus- 
tomers they serve, thereby stimulating sales and per 
capita consumption. 

Manufacturers and merchants should endeavor to the 
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1947 has been a year of chaotic and confused condi- 
tions in the shoe business. The year started with a ris- 
ing price movement, set off by the lifting of OPA ceil- 
ings late in 1946, and it ends on a similar note of ris- 
ing prices. Hide, leather and shoe prices held generally 
strong throughout the year; the price recession that 
many had been anticipated failed to appear. The year 
ends with the U. S. Bureau of Labor Statistics index 
figure for wholesale shoe prices at the highest point in 
history, having topped in 1947 the previous peak at- 
tained in 1920, at the peak of the boom that followed 
World War I. 

The sharp increase in shoe prices at both wholesale 
and retail levels in 1947 was accompanied by a drop in 
shoe production, also in footwear consumption. There 
was a noticeable decline in retail shoe sales in most 
areas in the Summer, followed by a strong recovery in 
the early Fall and another decline in October. Shoe 
production dropped from the all-time peak of 525 mil- 
lion pairs in 1946 to an estimated 461 million for this 
year. 

Analysis of these figures leads to a somewhat more 
optimistic interpretation than might be derived from a 
cursory view of the cold statistics. Despite the decline 
in pair sales at retail, dollar volume has held up and in 
many cases increased, due to the higher prices. Profits 
also have been generally satisfactory, both at the retail 


and manufacturing levels. Financial statements of some 
of the chain groups have shown increased profits, al- 
though in the case of others profits have been less. Most 
of the shoe manufacturers that issue financial statements 
have shown substantial increases. 

The decline in shoe production this year has been 
largely centered in lower grade footwear and in spe- 
cialized types. Conventional shoes of recognized quality 
have been able to maintain production at better levels, 
reflecting the widespread recognition of the advantages 
of quality footwear. In the latter part of the year some 
of the manufacturers of top grade footwear experienced 
a decline in demand which is generally attributed to the 
narrowing of the market for those grades as prices rose 
higher and higher. The current trend seems to indicate 
some shifting of demand, both on the part of consumers 
and distributors, to the medium and lower medium 
brackets, prices of which, on today’s market, have ad- 
vanced to levels that put them in or near the price classes 
formerly associated with higher grade shoes. 

The latest advance in shoe prices, which became ef- 
fective at the time of the National Shoe Fair, has not yet 
reached the consumer level and as the year approaches 
its end, retailers are considerably concerned as to how 


Photo background shows cattle being graded according to 
size and condition at Chicago’s Union stockyards. 





the buying public will react. They are hopeful that 
prices will be stabilized somewhere near present levels, 
for it is freely acknowledged in all branches of the in- 
dustry that they have reached a point of diminishing 
sales and that some lines would find themselves to a 
greater or less degree priced out of the market if fur- 
ther advances should occur. 

Future trend of footwear prices will naturally depend 
on whether leather and materials prices show @ further 
advance and whether there is another round of wage in- 
creases. It is often said that present prices of footwear 
do not fully reflect today’s leather prices, but finished 
products rarely advance as far or as fast as raw mate- 
rials prices. Neither do they show such a precipitate 


drop in price when the market turns downward. New 
prices recently announced at the factory level will tend 


to take up some of the slack and retail shoe prices will 
be due for another advance. In fact higher retail prices 
have already begun to appear; a significant indication 
of what lies ahead for the popular price grades was the 
advance of 50 cents a pair announced a few weeks ago 
on many of Thom McAn’s men’s shoes. 

Whether this will be the last important rise in the 
postwar inflationary price movement depends upon a 
number of factors, most of them obscure at the present 
time. The opinion has been expressed by well informed 
trade authorities that leather prices are now close to 





the point of stabilization, and recent behaviour of meat 


and hide prices would tend to confirm this view. It has 
been predicted that marketing of the Argentine hide 
surplus can hardly be postponed much longer, and that 
the increased supply once these are made available can 
hardly have any other effect than to ease prices. More 
calfskins from New Zealand and other sources may have 
a similar effect on calf leather quotations. But it should 
be borne in mind the demand supply situation today is 
subject to so many influences that these calculations 
could easily be upset. 

The Harriman Committee reports that 1948 hide re- 
quirements under the Marshall Plan may be in the 
neighborhood of a million cattle hides and it is esti- 
mated that the cattle and calf slaughter may be two mil- 
lion less than the 1947 estimate. 

Even if shoe prices are stabilized in the first quarter 
of 1948 there seems little present likelihood that they 
will show any substantial decline when the Fall lines are 
open in April. Costs of production will continue rela- 
tively high, and nothing short of a sharp recession, of 
which there are no indications at this time, could bring 
them down materially during that period. With a sus- 
tained high level of prices and mounting consumer re- 
sistance, sales promotion takes on an added importance 
and every form of promotional and selling activity will 
undoubtedly receive increased attention during 1948. 








EDITOR'S NOTE 


The following account is only a brief summary of 
major items of interest to the footwear and leather 
industries. The entire agreement covers some 45,000 
items, and of these the United States granted or re- 
ceived concessions on about 3,500 to 4,000. The State 
Department summary on which this account was based 
covered only commodities in which the United States 
had a primary interest. The complete agreement in 
four volumes entitled General Agreement on Tariffs and 
Trade is being sold for $5 by the International Docu- 
ment Service, Columbia University Press, 2960 Broad- 
way, New York, and by the United Nations Sales Sec- 
tion, Lake Success, Long Island. 





SUBSTANTIAL concessions on certain classifications 
of footwear and leather were made by American nego- 
tiators at the Geneva trade conference, effective Janu- 
ary 1, according to a State Department summary of the 
23-nation agreement entitléd General Agreement on 
Tariffs and Trade. 

While exchange shortages and import controls will 
delay the full effect of the 23-nation agreement con- 
cluded at Geneva on October 30, the State Department 
believes that the rules of international trade conduct 
and reduction of duties agreed to by the participating 





countries eventually will result in lower prices for im- 
ported commodities and freer access to world markets 
for American firms. 

Concessions in tariff rates involving $54 million in 
shoe and leather imports (on 1946 basis) were made by 
the United States to ten participating countries attend- 
ing the Geneva meeting. On the other hand, concessions 
were won by this nation on exports to other countries 
which last year amounted to approximately $65 million. 

Shoe and leather trade with these countries last year 
showed a sharp increase over prewar figures. United 
States footwear imports under previous rate agreements 
rose six-fold—from $2.7 million in 1939 to $17 million 
in 1946; 
times, from $5.8 million to $41 million. 
ports last year aggregated $37 million compared with 
$9.6 million in 1939; exports totaled $13 million in 
1939 as against $24 million in 1946. 

Concessions granted by the United States follow: 

Under the new agreement, the rate of duty on McKay 
sewed leather footwear was reduced from 30 per cent 
to 20 per cent: the 20 per cent rate on leather footwear 
made by the cement process was bound; and the 35 per 
cent rate on footwear with upper in chief value of fabric 
with leather soles was reduced to 20 per cent. 

The rates on welt leather footwear were reduced from 
50c. a pair, but not less than 10 per cent nor more than 
20 per cent ad valorem, to 40c. a pair, but not less than 
5 per cent nor more than 20 per cent ad valorem. 


for the same years, exports increased seven 
Leather im- 
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unvotve $94 MILLION 


But Concessions Won by This Country on Exports to 

Other Nations Would Amount to $65 Million, Estimates 

in Both Cases Being Figured on 1946 Trade Volume. 
Natural Rubber Bound in Duty-Free Status. 


by EUGENE J. HARDY 
Washington Editor, 
Boot AND SHOE RECORDER 


Under the reduced duty on welt leather footwear, the 
20 per cent rate applies to leather footwear valued at 
$2 or less per pair; the 40c. per pair rate on imports 
valued at more than $2, but not over $8 per pair; and, 
the 5 per cent rate applies to imports valued at more 
than $8 a pair. 

As to leather, the new agreement binds the 10 per cent 
rate on most shoe leathers except calf and kip upper 
and calf lining. On calf and kip upper leather, the 15 
per cent rate was reduced to 12% per cent, while the 
12% per cent rate on calf and kip lining was lowered 
to 10 per cent. 

On most types of leather used for purposes other than 
shoe manufacture, except fancy leather, the existing 
rates ranging from 15 per cent to 25 per cent were re- 
duced by 5 per cent ad valorem. On all fancy leather 
except bovine, the rates were reduced from 30 per cent 
to 15 per cent; on bovine fancy, the reduction was from 
20 per cent to 15 per cent. 

The duty-free status of natural rubber, imports of 
which were down to 380,000 long tons in 1946 as com- 
pared with 500,000 in 1939, has been bound. Rates on 
synthetic rubber, of which the United States is produc- 
ing about 740,000 long tons and presently importing 
only about 8000 tons, has been reduced from the exist- 
ing 20 per cent to 10 per cent. 

This country, however, reserved the right to with- 
draw its concession on synthetic rubber and varied 
manufactures made wholly or in part of rubber should 
such action be deemed necessary to safeguard the syn- 
thetic rubber program of the United States. 

Concessions won by the United States: 

In the field of concessions, the United Kingdom low- 
ered the ad valorem rate on women’s footwear, includ- 
ing boots, shoes, slippers and sandals from the previous 
rate of two shillings or 15 per cent. whichever was 
greater, on footwear valued at more than 10 shillings to 
the new rate of three shillings or 10 per cent. About 21 
per cent of Britain’s 1939 imports in this category came 
from the United States. The margin of British prefer- 


ence was reduced on sole leather and on rough, split 
and undressed leathers. At the same time, Canada re- 
duced the duty on shoes by 8 1/3 per cent and on leather 
luggage and instrument cases by 16 2/3 per cent. The 
new Canadian rates are 2742 per cent of value instead 
of the former 30 per cent. 

Newfoundland reduced its previous rate on women’s 
and children’s footwear from 35 per cent to 30 per 
cent, some 14 per cent lower; at the same time it re- 
duced the rate on sole leather by 67 per cent, and leather 
clothing by 27 per cent. Rubber boots were bound free. 

The Union of South Africa bound the existing rate on 
women’s shoes at 30 per cent while New Zealand bound 
the existing rate of 3 per cent on dressed goat and 
kidskins. 

Czechoslovakia granted reductions amounting to 44 
per cent on kid and patent leather and bound present 
rates on leather scrap. 

Gilt, silvered, bronzed and patent leathers were bound 
by Lebanon at the existing rate of 25 per cent; Cuba 
reduced rates slightly, from 35c. to 30c. per kilogram, 
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INDUSTRY'S YEAR OF 


; 


THE AMERICAN 


UNCERTAINTY and perennial confusion have always 
been attributes of the shoe. business, but 1947 reached a 
high water mark in these respects. It is difficult to recall 
another year when manufacturers as well as retailers 
were plagued by as many doubts, when apparent facts 
were as contradictory and imponderables so numerous. 
In many respects 1947 can be marked as the year of 
indecision for the shoe industry because the cross cur- 
rents of supply and demand produced no basic trend to 





INDECISION 
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? Pairs 
SHOE MARKET 





determine the policy and operations of the industry as 
a whole. 

When the record is finally written in the perspective 
of history, 1947 may well go down as the year of lost 
opportunity. This was the first full year after the end 
of the economic controls and price regulations directly 
and indirectly affecting production and sale of footwear. 
It was the first year in which the postwar status of the 
shoe industry was subject to the test of consumer de- 
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mand, without the distorting and misleading influence 
of production controls or price regulations. An objec- 
tive appraisal of 1947 events points to the regrettable 
conclusion that the lustre of postwar promise for the 
shoe industry has begun to dim, that the opportunity 
spelled by events in several previous years has not gal- 
vanized the industry to retain for shoes an enviable 
position in consumer scale of values. 

It is true that business has been relatively good, that 
volume has been achieved and the over-all results of 
producers and distributors may be fairly favorable. 
However, these accomplishments are not so much at- 
tributable to the shoe industry as to the general eco- 
nomic situation. The proper test for the industry should 
measure accomplishments and results against poten- 
tialities, and in that vital respect, the industry has fal- 
len short. 

Statistically the facts are that consumption has not 
kept pace with population, that per capita demand has 
lagged, that shoes made no greater claim upon the na- 
tional income than in prewar years. The statistical 
consequences are less iraportant than the dominating 
causes to be found in the consumer psychology of shoes. 
Extraordinary events took footwear out of the common- 
place and taken-for-granted category after 1941; during 
the past year shoes have begun reverting to their prewar 
That need not have been, and still is not in- 

An opportunity still remains to be exploited, 


status. 
evitable. 
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WILL °46 SUPPLY THE ANSWERS ? 


but time is running out because consumer reactions are 
slowly hardening into a mold which resembles the pre- 
war pattern. 

THE ECONOMIC BACKGROUND—Any attempt to 
analyze the trends of production and consumption in the 
shoe industry are almost meaningless without taking ac- 
count of the general economic background. At the be- 
ginning of the year, a note of apprehension was wide- 
spread, particularly in the nondurable goods industries. 
It was recognized that in many products the pipelines 
were being filled rapidly and that excesses were develop- 
ing which might spell readjustment and recession. With 
the recollection of 1919-1920 serving as an object les- 
son, producers as well as distributors sought to avoid the 
pitfalls of overproduction and needless inventories. 
Nevertheless, a modest degree of adjustment was wit- 
nessed in the Spring of the year, undesirable merchan- 
dise was cleared and output fell off in many cases. In 
the shoe industry, for example, production sank to a 
low in the Spring and early Summer, and retailers 
steadily cleared away the nonstaple footwear acquired 
during the previous year under the stress of supply 
shortages. 

Why did the moderate business readjustment carry no 
further so that the generally expected recession never 
materialized? Three major reasons car. be cited: First, 
previous caution prevented acute dislocations; second, 
export volume reached new peaks thereby sustaining de- 
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mand for goods; third, a shorter grain crop gave an- 
other twist to the spiral of food cost inflation, sustain- 
ing farm income and agricultural prices. In September, 
another wave of buying started in wholesale and primary 
markets, leading to a repetition of the climb in business 
inventories and possible overextension of commitments. 
The sequel to the advance in markets and the stimulation 
of output during the closing months of the year remains 
to be seen. 

Many aspects of the general economic background in 
1947 may be described as a typical postwar inflationary 
boom such as occurred after the First World War. While 
certain differences are significant, they may or may not 
prove vital to the ultimate outcome. For consuming 
goods industries, such as shoes, the important and rele- 
vant facts are the lag in physical volume of consumption, 
the progressive elimination of shortages and the unbal- 
ance between consumer income and potential or actual 
output. An inflation spiral is checked when, as a result 
of high prices, supply becomes greater than effective 
demand. Whether or not this is accompanied by loudly 
proclaimed consumer resistance is not material; produc- 
tion must sooner or later be adjusted to the level of de- 
mand. In a free economy, supply and demand cannot 
be denied indefinitely. 

THE MARKET FOR SHOES—The basic factor in the 
shoe market has changed far more during the past seven 
years than is generally realized. In that period the 
population of the United States, the number of con- 
sumers, recorded the largest gain in the nation’s history 
with an increase of 14 million people. Prophets of 
doom in the 1930’s who forecast a lower birth rate and 
a shrinking population have been confuted by the actual 
facts. Within the memory of most firms now in busi- 
ness, United States markets have shown a striking ex- 
pansion. 





United States 
Population % Increase 
Bureau of Census From 1920 
1920 105,710,620 
1930 122,775,046 16.1 
1940 131,669,275 24.5 
1947 (July 1 Estimate) 144 002,000 36.2 


For the shoe industry, the facts of population are all- 
important. In the past seven years, for example, the 
possible market for footwear has actually increased by 


9 per cent, assuming an unchanged rate of per capita 
demand. Disregarding the fanciful estimates made sev- 
eral years ago of national shoe demand, it remains true 
that basic market growth has taken place and that fur- 
ther growth is almost certain. 

Population increase such as the phenomenal gain of 
recent years is important also for its effect on the com- 
position and character of the market. A high birth 
rate means heavy demand for infants’ shoes, followed by 
commensurately greater needs for children’s, for boys’ 
and misses’ footwear. Youth is still the dominant fea- 
ture of the United States mass market, contrary to the 
gloomy predictions of the last decade that America was 
becoming a nation of the middle-aged and elderly. 

Even more important than population in measuring 
the market for shoes is the ratio of per capita demand. 
Unless the added number of consumers in the United 
States increases or, at least, maintains the per capita 
consumption of shoes, the potentialities of the market 
cannot be realized. If the average consumer accounted 
for three pairs annually, the consumption of shoes in 
the United States during 1947 would compare with sev- 
eral previous years as follows: 

1945431100, 000 
1940—415,619, 000 
1935— 376, 283,000 

PRODUCTION IN 1947—Two factors are particu- 
larly important in examining the record of shoe produc- 
tion in 1947. First, the change from prior years has 
been far from uniform for all types and classes of shoes. 
Second, seasonality reappeared with a vengeance. 

Total production of all classes of shoes in 1947 is esti- 
mated at 461,224,000 pairs. This represents a decline 
of 12.8 per cent from 1946, and with the exception of 
the latter year as well as 1941, is the largest output on 
record for civilian shoes. It is noteworthy that the drop 
from 1946 was due entirely to curtailed manufacture of 
nonstaple types while production of leather shoes was 
slightly greater than in 1946, Sustained production of 
leather shoes and the decline in fabrics, casuals, play- 
shoes, and slippers marks a reaction from the conditions 
enforced by supply shortages and military demand for 
leather in previous years. It reflects another factor as 
well, that is, the rising demand for greater inherent value 


1930— 336 , 126,000 
1925— 313,810,000 
1919 —308 , 122,000 
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and the industry’s desire to avoid holding large inven- 
tories of shoes which might be difficult to merchandise 
in the event of any sharp change in the rate of con- 
sumer demand. 

Study of the comparative output in the several major 
classes of shoes discloses a number of significant facts. 
In the following table, the five year prewar average in 
each major type of shoe is compared with 1946 and 
1947 production in order to show where the gains have 


been realized. 


1936-1940 
Average 
100,751 
154,948 

79,484 
72,254 


407,437 


(1,000 Pairs 1946 
103,141 2 
180,319 16 
105,822 33 
136 491 88 
23 


525,773" + 
f. ’, misses’, children’s, and infancs’. 
# Slippers, athletics, etc. 
** Excludes 3,190,000 for Government account, mainly men’s leather shoes. 


Ge Change 
From Prewar 


4 
4 
1 
9 
0 


Since 1946 involved certain immediate postwar in- 


fluences, it is more accurate to dwell upon the 1947 
figures in the above comparison. The principal gain in 
output evidently took place in children’s shoes since the 
combined ‘figure for boys’, misses’, children’s and in- 
fants’ footwear totals 102,733,000 pairs in 1947 against 
the prewar average of 79,424,000. 
men’s shoes also increased substantially, but output of 
men’s footwear was practically unchanged in spite of 
population growth. 


Production of wo- 


When output totals are translated into per capita fig- 


ures, the relative changes from a prewar standard are 
underscored: 1936 1940 


Per Capita 
Average 1946 


Per Capita 
1947 

M 2. 

w 4. 

A J 3. 

All 0 

Tor 3. 





01 04 
51 83 
00 68 
53 30 
72° 20 
* Youths’, boys’, misses’, children’s, and infants’. 
# Slippers, athletics, etc. 
** Excludes shoes far Government accwun’. 
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CERTAIN MUSTS 


To try to predict the possibilities for 
pairage sales in the first part of 1948, 
is a task that should be assigned to 





a soothsayer or crystal-gazer and not 
to a humble retailer. The over-all 
price situation is so involved and its 
effect on the buying habits of people 
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is so unpredictable, that the best we 
can do is to make a careful estimate of 
our own situations and then devise 
plans accordingly. In making this 
estimate, there are certain suggestions 
that might be helpful—in my opinion. 
they become certain musts. 

1—We must put our houses in 
order. The transition from a sellers’ 
to a buyers’ market has been a com- 
paratively quick one and many of 
us are still living and acting in a pe- 
riod that has already ended. Be cer- 
tain that you are equipped to give 
your customers even better service 
and more attention than they received 
in 1939 and 1940. Our shops must 
be spic and span, our windows must 
be more attractive, more compelling 
than ever before. Our selling person- 
nel must be geared to a buyers’ mar- 
ket psychology. 

2—We must test the merchandise 
that we have on hand. Review your 
on-hand stock and find out exactly 
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SPECIALIZE IN SELLING 


UNTIL prices stabilize, shoe retailers 
will have to specialize more on sell- 
ing. Each must concentrate on the 
types of shoe he is known for and in 
which he has his biggest business. 





Retailers will contimue to buy fewer 
pairs of shoes so long as the prices 
continue upward, and as a result will 
be much more selective, going over 
orders and switching them around to 
achieve a good balance. There will 
continue to be a swing toward mak- 
ing 75 per cent of the styles on the 
market do the work of 100 per cent, 
in order to keep enough sizes in 
stock. This will work a particular 
hardship on dealers trying to keep up 
with the variety of colors now in 
style. 

You will be dealing with a public 
that will vary its buying habits ac- 
cording to its purpose in buying 
shoes. In the main, those who buy 
for style will stick to the lower-priced 
models, even if it means changing 
brands. Those buying for comfort 
will stick with the brand, but will 
probably try to make shoes last longer 
and will buy less frequently. This 
should prove especially true with pur- 
chasers of children’s shoes. The office 
girl will have little choice but to con- 
tinue paying the limited price she can 
afford, because her income will not 
allow increased spending. The re- 
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MERCHANTS EAST ann WEST 


A Cross Section of Trade Opinion on Current Shoe Problems 


tailer must consider these factors as 
he goes into the 1948 season. 
Edward C, Orr 

Potter Shoe Co., Cincinnati. O. 


a * * 


NO BOOM, NO BUST 
SOMETHING new has been added 


to the picture by the President’s re- 
quest for emergency powers to fight 
inflation and the consequent uncer- 
tainty as to the effect on retail volume 
of possible legislation—or lack of 
legislation. If we disregard this: how- 





ever, it seems to me that early Spring 
and pre-Easter selling should be some- 
what better than that which retail 
shoe stores experienced preceding 
and following Labor Day of last Fall. 
We have based our buying for Spring 
on that assumption, planning an in- 
ventory ample to meet our business 
expectations and concentrating in 
large measure on those new patterns 
and colors which we feel will appeal 
to the discriminating customers we 
serve. We expect neither a boom nor 
a bust; rather, an even flow of busi- 
ness which will be enjoyed in largest 
measure in those stores which have 
correctly gauged the public taste. Se- 
lective buying, now more than ever. 
is the key to profits. 


December 15, 1947 


and How to Meet Them 


Henry H. Dahli 
Thayer, McNeil Co., Boston. Mass. 


* = 
NOTHING DEPRESSING AHEAD 
THE high prices which are current 


today will definitely affect unit sales, 





both now and in the early part of 
1948. My guess is that the “pair” 
sales will be off about 25 per cent in 
the average store. Some will do bet- 
ter, some worse, like anything else. 
Dollar volume, however, should run 
about the same as it is now. 

Over-all business looks good. I see 
nothing depressing ahead on future 
business. 

Russell Werner 
Frank Werner Co. 
San Francisco, Cal. 


TAKE LOWER MARK-UP 


THE Spring outlook at this time ap- 
pears to be very bright. Business 
should be about the same as it was 
last Spring. Although fewer pairs of 
shoes will be sold than last Spring 
because of the advance in prices, dol- 
lar volume can be expected to be 
about the same or a little above last 
Spring's. 

It is a fairly safe guess to say at 


this time that leather and better qual- 
ity shoes are going to be harder to 


get. 





It is the policy of our store—and | 
believe of most shoe stores—to keep 
vyrices as low as possible. That is why 
our mark-ups will average around six 
per cent less than during OPA. 
Joseph Dacy 
Dacy’s Shoe Store. Austin, Tex. 


. a * 


A TIME FOR CAUTION 
Topay is a time when very few of 





us know what the future holds. Every 
day presents a new picture to us. 
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The approaching year as well as the 
current period is definitely a time for 
caution. 

Meade M. McCain 

Swope Shoe Co., St. Louis, Mo. 


* te * 


BE A BEAR IN A BULL MARKET 
RECENTLY in New York, I heard 


revealing news: a fortune teller, after 
looking at my handwriting, confiden- 
tially told me that 1948 was going to 
be a great year. I am inclined to be- 
lieve her, especially since it will be 





MAX H. SOMMER 


election year. If it were not an elec- 
tion year, the process of inflation 
would probably continue upward 
until April Fool’s Day; but I think 
that the forces of the election year 
will see that some semblance of good 
times is maintained for strategic pur- 
poses. 

It will be a very treacherous year 
for the merchant. With unit sales 
declining and shoe costs advancing, 
the danger of inventories that are in- 
flated in size and value is an ever- 
present threat to profitable merchan- 
dising. Anything can happen when 


the public is resisting price advances _ 


which are almost inevitable under 
escalator clauses—but remember that 
escalators go down as well as up. 

Certainly 1948 should prove a 
good year for the merchant who 
fights aggressively for business while 
maintaining his stocks in a fluid and 
flexible condition. This is a bullish 
market and good merchants should 
play it in a bearish way. 

When one consults a fortune teller 
who forecasts from his scribbling, 
the big question is whether one 
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should write in red or in black. 
Max H. Sommer 

Sommer & Kaufmann 

San Francisco, Cal. 


* . * 


EXCITING SEASON AHEAD 
NEXT Spring should be the most ex- 


citing Spring season we have had for 
a long time—chock full of color and 
color combinations, and two good 
fashion stories, open or closed. 

We feel that we will come closer 
to meeting the demands of our cus- 
tomers insofar as lines, color and 
treatment are concerned. 

P. E. Dorsey 


Burdine’s, Miami, Fla. 


* x” 7” 


ANTICIPATE ACTIVE 
SELLING SEASON 


IN these last weeks of a closing year, 
many a shoe merchant finds himself 





ALBERT JOSEPH 


uncertain and timid, reluctant to try 
aggressive methods in his merchan- 
dising policies. Although it may be 
contrary to the current opinion of 
many another retailer, we at Joseph’s 
anticipate and are making our plans 
for a very active selling season 
throughout the early part of 1948. 
We confidently believe we will in- 
crease our volume of sales over those 
of a year ago. 

Women have for some months past 
manifested a lively curiosity and in- 
terest in radically new shoe designs. 
They are seeking a change in foot- 
wear styling. We plan to do our ut- 
most to present the new mode, new 
colors and color combinations, new 
uses of leathers, the development of 


interesting materials. It is our opin- 
ion that the retailer who boldly of- 
fers his clientele shoes which com- 
bine individuality with good taste 
and chic, at prices commensurate 
with the quality offered, cannot fail 
to get a profitable response from his 
public. 

I do not wish to imply that every 
merchant should plunge headlong 
into the purchase of extensive stocks 
of radical high styles. Every shop or 
store should know its particular clas- 
sification of trade, its customers’ 
tastes. However, I maintain that for 
the pre-Easter season of 1948 the 
public will be definitely “open-to- 
buy.” In my opinion the shop which 
makes a good show of desirable foot- 
wear, properly priced, will make a 
good showing in its profit column. 
Albert Joseph 
Joseph’s, Chicago, Ill. 


* 7 


KEEP INVENTORY 
UNDER CONTROL 


THE outlook for the Spring season is 
one of caution. With the entire shoe 
industry facing further rises in leath- 
er costs and the buying public show- 
ing resistance to today’s prices, it be- 
hooves the retailer by all means to 
keep his inventory under control at 
all times. 

There is no doubt that this new 
Spring season will be one of color. 





FRANK D. HARDY 


And the manufacturer has done a 
nice job in designing his line around 
this fact. This Spring, Admiral blue 
will be even bigger than the peren- 
nial blue of other Springs. Balen- 
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ciaga suede will be very important 
with grey suede, green and red rep- 
tiles and calf following in just that 
order. In popular price lines, red 
and green reptiles and calf will be 
good, with Balenciaga and grey suede 
following. Cobra shoes with match- 
ing bags will still be big. The all- 
closed shoe will lose some of its im- 
portance. It is expected that after 
March Ist less than 12 per cent will 
be sold in the closed shoe. Platforms 
are still very good. 

This Spring season brings us more 
to think about than any Spring sea- 
son in the past seven years. And it is 
a season to be weighed carefully if 
one expects to meet last year’s fig- 
ures. 

Frank D. Hardy 
R. H. Fyfe & Co., Detroit, Mich. 


* - * 


SPRING OUTLOOK GOOD 


IN spite of high prices, we look for- 
ward with confidence to the early 
part of 1948 and the Spring season. 
We base this on the fact that this area 
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WILLIAM E. ZITON 





has a high employment rate with 
equally high wages. Shoes are count- 
ed among the necessities and will 
continue to be purchased. 

Also, for the fashion-minded, high- 
style shoes in new colors and design 
are of continuing importance in 
carrying out the costume ensemble. 
Nationally known brands will con- 
tinue to be high in demand, due to 
quality in material and authenticity 
in styling. 

William E. Ziton 
Ziton Shoe Company, St. Paul, Minn. 
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BUY SMALLER 
AMOUNTS OFTEN 


IN the final analysis every retailer 
must resolve his problems in terms of 
his own individual situation. To try 
and build a solid structure of sound 
business procedure today he must use 





WALTER T. GABLE 


generous layers of common sense as 
the mortar and cement between his 
bricks of operation. In view of the 
uncertainties of market conditions 
which will doubtless continue for 
some months at least, my suggestion 
is that retailers buy smaller amounts 
at more frequent intervals, keeping 
staple and wanted lines well bal- 
anced. By so doing they are taking 
no risks of becoming overstocked 
on ‘goods which may change radi- 
cally in price. As they sell these 
smaller stocks, they get the pulse of 
business which indicates the state of 
the economic health of their clientele. 

Men’s shoes are in the main of a 
staple nature. The fashion angle is 
far less apparent than in the women’s 
field. Therefore it may seem diffi- 
cult to explain to a customer why 
the identical shoe which he may have 
bought for the past five years or 
more is today 30 per cent to 45 per 
cent higher than it was a year or so 
ago. However, when the consumer 
is confronted with the information 
that the shoe industry operated until 
October 1946 without any effective 
price relief whatsoever, while most 
other commodities were allowed pe- 
riodic price rises under OPA, he un- 
derstands the basic reason for to- 
day’s higher shoe prices. Thus it is 


important for the shoe merchant and 
his staff to be articulate and exact in 
their explanations. With a common 
sense approach, price resistance can 
be minimized and the customer's 
faith in his dealer’s integrity main- 
tained. 

Walter T. Gable 

Marshall Field & Co., Chicago, Ill. 


BUY WHAT YOU NEED TO 
STAY IN BUSINESS 


AcQuUIRING inventories at current 
prices is a tremendous problem for 
retailers. A retailer's mentality be- 
comes numbed when it comes to fur- 
ther price boosts. The retailer will 
have to hold the ball until prices go 
down, but there is nothing to indi- 
cate when they will go down. Retail 
shoe prices in 1940 equal cost price 
today, and the figure is still climbing. 

Who's getting the money? First of 





PAUL A. JESBERG 


all, there is too much speculation in 
basic commodities. I believe that 
Congress should stabilize basic prices. 
It would be a simple thing to control 
basic industries, such as wheat, steel, 
and hides, but not leather buyers. 
However, it is doubtful whether Con- 
gress will take action. 

Individuals in control of our eco- 
nomic system are too greedy. When 
industry was in the saddle, it did not 
give labor a fair deal. Now that labor 
is in the saddle, it is not giving in- 
dustry a fair deal. I am talking about 
a comparatively small number of in- 
dividuals who are in control of these 
organizations. 

[TURN TO PAGE 90, PLEASE] 









SHOE STYLES 
Are SHAPING 


And Here Are Some 
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“W OMEN do not immediately seize upon a new style; 
they need a little time to learn about it and to grow to 
like it,” says one creator and manufacturer of high style 
shoes. “We are getting back too fast to the time when 
retailers are constantly looking for a new shoe,” is the 
opinion of another. Two men, noted style leaders, are 
seeing the danger that lies in replacing good patterns 
too frequently. They see the economic waste in not 
keeping successes in their lines long enough to get real 
returns on the time, labor, materials and money that 












Black and white pincheck suit with blouse and bolero 
trim of handkerchief linen. The long, full daytime skirt, 
trim little waistline and bolero jacket with white coliar 


and cuffs, good fashions for Spring. From Suzanne 

Augustine. Photograph courtesy The New York Times. BEST 
SELLER 
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UP FOR SPRING 


Shapes They Are Taking 


have been invested in them. In the same vein, a well- 
known woman designer said recently, “Pairage can be 
increased in the factories, especially the quality houses, 
if styles are introduced less frequently.” 

All three designers are taking a long range view of 
the shoe business. They know that what stores want and 
women want are shoes that are salable and wearable in 
sizes and at prices to meet the consumers’ needs. Right 
now retailers find themselves puzzled as to what to buy 
for the coming season. So right now is a good time to 
take an overall view of the style picture. 



















Circular swing coat over two-piece suit all in 
dove gray woolen for Spring 1948. Pleated pocket 
flaps at chest and hips of suit add style interest. 
Louise Barnes Gallagher. Hat by Lily Dache. 
Photograph courtesy of The New York Times. 


NEW BEST SELLERS 

















BEST 
SELLERS 








TESTED 


NEW 


OUTLINES 























gie 


new brown-beige Spring tones 


with longer, fuller skirt focuses 
less Nylon Nudes in one of the 


Print dress by Hattie Carne 
eyes on ankles and feet. 








by Hanes. 











Waar are some of the leading styles being 
carried over as repeated or new best sellers? 
What are some of the new styles that have been 
coming up the past season that show promise of 
becoming best sellers of the future? 

Under three groupings we show here shoes 
representing types and trends. Many other in- 
terpretations will, of course, be found in the 
market. Depending on the kind of store you 
operate and the kind of customer you serve, 
you will venture more or less boldly into the 
third group of Tested New Outlines. As to the 
other two, you yourself have been learning for 
the past several seasons which are the best seller 
types that may be expected to repeat their suc- 
cesses. If women bought them this Fall and last 
Spring and probably the previous Fall and 
Spring, ask yourself why they bought them. If 
your answer to this question still seems to make 
[TURN TO PAGE 107, PLEASE] 























VERSATILITY 
MARKS {K]}) STYLE SHOW 


Shoes for Every Use, Boudoir to Office, Boardwalk 
to Ballroom, Featured by Kidskin Tanners’ Guild 
in Recent Presentation. 


Smart closed pump in navy glazed 

kid, Avon. Grey suede kid trimmed 

with black kid, attractive combina- 
tion, Miller & Bergmann. 


DESIGNED to dramatize the adapt- 
ability and fashion rightness of kid- 
skin, a recent showing by the Kid- 
skin Tanners’ Guild made use of 
both models and static displays to 
demonstrate the wide range of 
finishes, colors, types and styles in 
kidskin shoes available right now 
in manufacturers’ lines. The shoes, 
with accessories, were shown in The 
Garden of the Ambassador Hotel 
in New York at a cocktail party 
given by members of the Guild for 
its large circle of friends in all 
branches of the shoe industry, mem- 
bers of the accessory and ready-to- 
wear industries and the press. 
Models in frequent changes of 
shoes and accessories and dresses 
moved among the guests displaying 
style-right coordinations. Appro- 
priately grouped on tables against 
the walls, kidskin in every variety 
of finish and color was represented 
in shoes covering every type. Gold 
kid in evening and casual sandals 
and glamorous house and hostess 
slippers. Silver and bronze in dressy 
patterns. Glazed and suede kid in 
dressy daytime shoes. Glazed kid 


7¢ 


also used smartly in tailored pat 
terns. Crushed and shrunken kid 
and goat especially featured in 
more sturdy and informal types of 
shoes. And, everywhere. color and 
more color showing the adaptabil- 
ity of this leather to a wide range 
of rich glowing colors and pale 
delicate pastels, as well as to peren- 
nially popular black, brown. navy 


Youthful flat wedge ankle strap in 
purple glazed kid, Joy Shoemakers. 
Roman sandal in candy pink suede 
kid with matching bag, San Loo. 


and white. Strong emphasis was 
laid on the importance of kidskin 
in this variety of colors in building 
the shoe wardrobe which is again 
replacing the idea of all-purpose 
shoes. 

Important part of this inclusive 
fashion presentation by the Kid- 
skin Tanners’ Guild were the skil- 
fully coordinated accessories in kid 
leathers, exactly matched in finishes 
and colors to the shoes. Handbags 
for all types of shoes, including 
casual and evening; gloves; belts; 
wristlets; boxes, compacts and 
flowers; a shoe wardrobe 
were shown in appropriate finishes. 
Models also appeared in a gold kid 
coat and a suede kid stole, coordi- 
nated with shoes. Many shoe manu- 
facturers in medium and high price 
brackets from all parts of the 
United States contributed to the 
show. 

Great credit for the success of 
the presentation and of the party is 
due to Miss Rhea Nichols of Allied 
Kid Company and to Miss Helene 
O'Hara. 


case; 
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she'll buy style once 
but not the shoe twice... 
unless the insole sells the 
shoe, too... 


fashion begins with 





oundation 


ahd sell her the best 


DEWEY ano ALMY CHEMICAL COMPANY 


CAMBRIDGE 40, MASSACHUSETTS MONTREAL 32, CANADA 


specify 
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MR. JOSEPH 
SHOE SPECIALIST 





Patients feel confidence in a medical specialist because he has concentrated his 

study and research in a particular branch of his profession. Customers like to buy 

from the shoe merchant who specializes because they have the same kind of faith 
in his ability to solve their footwear voroblems. 


Second Article in a Series on Fundamentals of 
Retail Footwear Distribution 


“ALL RIGHT,” Mr. Hultz began. “What kind of a 
store are we going to open?” 

Joseph was amazed at the question. 
store. You know I’m going to open a shoe store.” He 
sighed. “That is, when I get my nerve back again and 
feel that I have enough money.” 


“Why, a shoe 


Mr. Hultz smiled. “I must apologize for having 
stolen your nerve, but I believe that by the time we are 
through you will have more than recovered it. And 
as to the money,” he smiled even more mysteriously, 
“that might come out all right too. Now then, let’s get 
on with our lessons in practical retailing. What kind of 
a shoe store will you open?” 

“A store like this one.” Joseph swept his hand 
around to take the whole store in. “What kind did you 
think I was going to open?” he asked in disgust. 

“Ah, Joseph, Joseph, I had expected another answer 
from you.” Mr. Hultz shook his head sadly. “I thought 
you would answer me like a movie hero.” 

“A movie hero!” Joseph waited for the joke. 

“You know what movie heroes are, Joe. A movie 
hero is a great man. He figures out that he wants to 
do something and he does it, come hell or highwater, 
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by EDWARD ROSE 


if you will pardon the expression. If he wants to be 
a bridge builder, he is a bridge builder. He throws 
away his girl, he fights snakes, he fights savages, he 
fights everybody, he gives up everything in life, but he 
builds his bridge. And in the end he is happy because 
he has done what he wanted to do. 

“But there’s one trouble with movie heroes, Joseph. 
They are all in the movies. We people who live ordi- 
nary lives are not movie heroes. We don’t think about 
the thing and decide what we want to do and go ahead 
and do it, come hell or highwater, pardon the expres- 
sion again, please. No, we’re drifters, most of us. Yes, 
we're drifters.” 

Joseph waited. He knew that there was more to 
come in this vein. 

“How come you're in the shoe business, Joseph?” 

“Well, I needed a job, and somebody told me you 
were looking for a helper and I came here and got the 
job.” 

“Just as I thought. You're a drifter. Do you know 
how I got into the shoe business? My father owned 
a shoe store and I worked for him after school and the 
first thing I knew I was a shoe retailer.” Mr. Hultz 

[TURN TO PAGE, 92, PLEASE] 
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Reasonable Prices Tanners Goal 


Leather Industry Not Responsible for Prevailing High 
Prices of Hides, Skins, Leather and Shoes, Harold 
Connett Tells Council in Opening Chicago Session 


ADDRESSING the members of the Tanners Council of 
America at their annual meeting in Chicago December 
4 and 5, Harold Connett, retiring president of the Coun- 
cil, declared that tanners do not want and are not re- 
sponsible for the high prices of hides, skins, leather and 
shoes. He stated that this position, moreover, “is not 
a mere disavowal of responsibility; it is based upon posi- 
tive knowledge that we are highly vulnerable to the risks 
of inflation and subsequent deflation, and that our in- 
terest in wanting a reasonable price level is identical 
with the interests of our customers and of the public.” 
At the same time he pleaded for adherence to the prin- 
ciples of a free economy unhampered by controls. 

Tanners, Mr. Connett declared, have not only in- 
creased production to the maximum limit of available 
raw material, but they have drawn still further upon 
record low inventories to meet requirements of shoe and 
leather goods manufacturers. 

Mr. Connett expressed his gratification that the Harri- 
man Report recognized the import position of the U. S. 
in hides and skins. The tanners, he said, are willing and 
anxious to spend millions of dollars abroad for raw 
material, but were balked by foreign restrictions and 
controls, by currency instability, and by outright foreign 
government interference. The present maze of restric- 
tions existing in other countries, and the absence of 
stable, properly valued foreign currency, will prove 
deadly to any expansion of foreign trade, Mr. Connett 
declared, and the necessity for correcting these condi- 
tions should be positively affirmed in U. S. foreign 
policy. 

E. L. Drew, chairman of the round table discussion 
on raw material supplies, summarized the views of the 
round table speakers on prospective raw material supply 
and reached two significant conclusions. In the first 
place, he pointed out, a moderate decline in domestic 
cattle and calf slaughter might well be offset by elimi- 
nation of the exports which, contrary to the normal 
situation, flowed out of the United States in 1947. 
Equally important, the speaker stressed, was the likeli- 
hood of greater arrivals of the principal raw materials 
from abroad. For these reasons he thought it was pos- 
sible to conclude that the general supply outlook for 
_ mext year would probably be as favorable as in 1947. 


J. Roger Wallace, Director of Economic Research, 
Commodity Research Bureau estimated that total 1948 
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production of cattle, calf and kip hides ax.d skins will 
be 35 to 36 million, roughly 10 per cent under the 39 
million produced in 1947. This production, he stated, 
will be divided between 20 to 21 million cattlehides and 
15 million calf and kip skins. 

Julius G. Schnitzer, chief, Leather and Textile Di- 
vision, Department of Commerce analyzed prospects for 
raw material imports during the coming year and pre- 
sented favorable conclusions. He pointed out that in 
the closing months of 1947 the import trend has slowly 
been improving with more raw material flowing to the 
United States. Mr. Schnitzer expressed the belief that 
greater imports of cattlehides will be witnessed during 
the coming year. Although the outlook for calfskin 
arrivals is less certain, he believes prospects are better 
than the conditions during 1947. In dealing with the 
import outlook on goatskins and sheepskins, the speaker 
indicated that the United States would be able to secure 
greater quantities of these raw materials than during the 
past year. 

Lawrence B. Sheppard, president, National Shoe Man- 
ufacturers Association, dealt with the intricacies of the 
price situation, and the difficulty of predicting at what 
point hide, leather and shoe prices will pass the peak. 
Mr. Sheppard pointed out that hide prices had doubled 
im a six-month period even though consumer demand 
during that time was “uncertain.” 

Such a phenomenon, Mr. Sheppard said, emphasized 
the need for more accurate, more prompt, and more 
detailed knowledge of stocks and of purchases, both of 
materials and the finished goods. There is a growing 
awareness, he said, of the relationship between the prices 
of raw material and the prices of finished goods. “The 
proper level of hide prices can only be determined in 
reference to what the public is willing and able to pay 
fer shoes,” Mr. Sheppard said. 

Harvey Runner, business news editor, New York 
Herald-Tribune, said the life span of the present infla- 
tionary boom period depends upon three developments 
which can not be predicted with certainty, namely: the 
extent of U. S. aid to Europe; war-preparedness plans: 
and the rise of consumer resistance to high prices. 

Clifford Roberts, vice-president and director of re- 
search, United Shoe Machinery Corporation, expounded 
the need for the tanning industry to set up a central 
research and development organization covering the 

[TURN TO PAGE 92, PLEASE] 
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Neoprene crepe soles . . . in both natural and brilliant 
fast colors . . . give shoe designers a broad palette for 
highlighting men’s and women’s casual styles. What- 
ever your color preference, this new kind of sole of- 
fers an opportunity for creating top-quality informal! 
footwear. Neoprene crepe soles are outstanding for 
cushioned comfort . . . unsurpassed for wear. Look 
at these advantages: 


* PERMANENT SHAPE—sole retains shape and smart 
appearance. 


*® BRILLIANT COLORS—can be produced in almost any 
hue. 


*% LONG SERVICE LIFE — resists oil, zrease, softening, 
abrasion. 


*% FREEDOM FROM TACKINESS —cuts down tracking and 
grit pick-up. 


*® EXCELLENT UNIFORMITY — your assurance of depend- 
able quality. 
















For more information about Du Pont neoprene crepe, 
see your sole manufacturer or send in coupon below. 








Tune in to Du Pont "Covelcode of America,"’ Monday nights — 8 p. m. EST, NBC 
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It will be seen that on a per capita basis much of the 
increase in juvenile shoe production disappears and 
that the per capita rate has increased from prewar to 
1947 by less than 314 per cent. The somewhat smaller 
gain noted in women’s shoe production, however, trans- 
lates itself into a 10 per cent per capita gain. This situa- 
tion also was true for the record 1946 production. Here, 
too, the per capita gain in women’s shoe production was 
substantially larger than that which took place in the 
output of juvenile footwear. While the stork has given 
a substantial lift to the children’s shoe business, style 
has more than held its own in the women’s shoe field— 
meanwhile the male of the species remains a poor shoe 
customer with his meager two pairs per annum. 

In former years the largest difference between the 
monthly seasonal low and high of production during 
the year was as much as 50 per cent. The past year 
saw the return of the same acute seasonality with the 
peaks and valleys following in the footsteps of years 
gone by. Visions of balanced production have gone 
glimmering as fundamental seasonal pressures again be- 
come manifest. Once more the seasons are rushed, the 
date of Easter becomes a consideration, and the annual 
curve of shoe production assumes the familiar shape of 
an early spring and fall peak with sharp valleys lying 
between. 

WHAT DETERMINES SHOE CONSUMPTION ?— 
Before noting the specific facts of shoe consumption in 
1947, it seems desirable to review the fundamental re- 
lationship between shoe volume and national income. In 
these annual reviews, the Recorder has on several oc- 
casions emphasized the basic character of the consump- 
tion-national income relationship — the importance of 
price in that connection. At this time, in view of the 
attention given to the question in various industry quar- 
ters, it may be worth-while to repeat that expenditure of 
1 per cent of the national income upon shoes (at whole- 
sale prices) is not a natural law. It has been the figure 
recorded year after year under normal conditions; there 
is no inherent reason why it cannot be changed. The 
evidence to date, however, does not yet indicate that the 
relationship has been changed. 

Restating the pertinent facts briefly—at every level of 
national income, a fairly constant percentage is ex- 
pended on footwear. At low levels of income the per- 
centage rises slightly, reflecting the essentiality of shoes, 
while a slightly lower percentage is expended at high 
income levels. Since the dollar volume of shoe output 
and consumption is constant, for a given level of na- 
tional income, pairage is directly influenced by price. 
Higher prices mean fewer pairs and vice versa. Using 
the average factory price of all shoes provides a reason- 
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ably accurate means of converting dollar shoe volume 
into probable pairage. Both the reasoning and its appli- 
cation are illustrated in the following table which has 
been calculated to show the probable number of pairs 
which can be absorbed at several different average shoe 
price levels. The national income assumed for this pur- 
pose is the annual rate during the third quarter of 1947. 








Norma! 
Disposabie $ Volume “Normal” Pairage at Various Prices 
hay Shoe (miltion pairs) 
ncome —_-———— — 
(Dillions) (millions) $3.01* $3.60 $3.70 $3.78°°$3.80 $3.90 $4.00 $4.10 
$158.4° $1,565 520 435 423 4144 412 «401 391 382 
160. 1,580 625 439 427 #4418 #416 «46405 «639506385 
165.0 1,627 541 452 460 430 42% 417 #47? 397 
170.0 1,674 556 465——i42 AC 4230«C 4418s 08 
173.18 1,703 566 «6«473«CO 460s 451 4806 437—_—i 42 (iti«éG 
175.0 1,721 572 478 465 455 453 441 430 «6420 
180.0 1,768 5870 491 478) «— 468s: 4685 “440 O31 
* Actual price and income data for 1946. 
# Annual rate—June 1947 


** Actual average price, first 8 months 1947. 


PRICE TREND IN 1947—In view of the foregoing 
analysis, the question logically arising is—What is the 
present and prospective average factory value of foot- 
wear? By the end of the year it is estimated that the 
average factory value reached $4.00 or more per pair. 
In June 1946, before the first break in price controls, 
the comparable average was $2.84, and in 1940 the total 
shoe production averaged $1.80 per pair. Of course, this 
does not mean that all footwear has increased in price 
by the same percentage or even that any single type 
of shoe has moved up as much as the average factory 
price. The average cannot be used to measure price 
change because output of more shoes in a higher price 
bracket will push the average higher even though prices 
of specific shoes remain unchanged. 

For the purpose of evaluating prospective pairage, 
the data given above and shown graphically on an 
accompanying chart are sufficient to cause serious re- 
flection. If past relationships are at all indicative, the 
outlook for pairage at current price levels is not encour- 
aging. Estimated consumption of shoes in 1947, as mea- 
sured by unit retail sales, would appear to support trade 
misgivings. 

It is unnecessary to range far afield for the causes 
underlying the sharp appreciation in average factory 
values. Prices are determined by costs, and the cost 
structure of shoe, leather and all other materials has 
appreciated sharply in 1947. Wage rates are roughly 
twice the prewar basis without any significant gain in 
productivity. A contributing factor in the higher costs 
of the shoe industry was the trend toward greater pro- 
duction of shoes in better grades. Reference has already 
been made to the maintenance of leather shoe output 
[TURN TO PAGE 81, PLEASE] 
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In 1948 as in the past Northwestern Leathers will be eagerly 
sought, carefully tanned and definitely finer. Buyers agree 
quality must be pre-evident. 

Northwestern welcomes the opportunity to give assurance 
that there will be no compromise with quality in 
any of their famous tannages. Provide with confi- 
dence the year-around versatility shoe buyers de- 
mand .. . keep the name Northwestern in mind 
and Northwestern leathers in your shoes... yes, 
you'll agree 








are off to a good start for GS 9 ™ 


NORTHWESTERN LEATHER COMPANY _ BOSTON 11, MASSACHUSE 














CHUSE = 


‘ie Fees ct i 
& 


-..- BUT CELASTIC REMAINS UNAFFECTED! 


You’re looking at an actual photograph of a shoe 

during its fifth hour of total immersion in water. The 

toe built with Celastic is notably unaffected by this severe 
test... further evidence of the support and durability 
which Celastic gives the toe of the shoe during wear. 


Celastic means lasting toe style and toe comfort. 


MATCHED PAIRS... trim on the foot — true to the last. 
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Uniteo SHoe Machinery CorPoRaTiION - BOSTON, MASSACHUSETTS 
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in 1947 contrasted with the sharp decline in output of 
other types. 

Leather is the principal cost of shoe manufacturing, 
and hides and skins in turn are the principal cost of 
making leather. For that reason the comparison of raw 
material prices given here provides an obvious and clear- 
cut explanation of price trends in the shoe industry. 


HIDE AND SKIN PRICES 
(Cents per Pound) 


Oct. 31,1946 Jan. 1, 1947 
1544 25 
20 33'4 
234 55 1 
27 


June 1, 1947 = Nov. 1, 1947 


37 
52% 





Ligh’ Native Cows 
s 


Kip: 
Calfskins 
Heavy Caltekine 


10 
62! 80 


In the face of these increases in raw material cost, 
notwithstanding general caytion and reluctance to ad- 
vance shoe prices, a sharp rise in the price level of the 
final product was inevitable. 

Reasons for the tremendous rise in raw material 
prices are complex and far-reaching. Normally, for ex- 
ample, the United States is a large importer of cattle- 
hides and calfskins, as well as goat and sheep skins. In 
1947, however, this country had an export balance in 
both cattlehides and calfskins. Removal of export re- 
strictions by the United States in June was not paralleled 
by similar action on the part of other countries. 

In the absence of a flow of raw material into the 
United States, domestic supplies were not sufficient to 
meet the insistent pressure of demand, particularly for 
lightweight, quality upper leather. Almost from the 
beginning of the year, demand for lightweight upper 
leather created the widest differential on record between 
calkskins and cattlehides. A substantial part of the 
industry’s light calfskins was formerly imported from 
the Baltic area, from Scandinavia, and New Zealand. 
Lack of supplies from these areas has been primarily 
responsible for the high levels to which calfskins have 
advanced. Unless supplies increase or demand slackens, 
it is difficult to foresee any important change in the 
dificult problem confronting shoe manufacturers and 
their suppliers. 

SHOE CONSUMPTION IN 1947 — The estimated 
consumption of shoes in 1947 fell below a year ago 
to a much greater extent than did production. Accord- 
ing to the available evidence, it is estimated that only 
approximately 420 million pairs of shoes moved into 
consumption channels compared with a total of 510 
million in 1946. Unit sales, in other words, were down 
. by some 17% per cent this year although dollar volume 
was equal to or slightly higher than last year. 

It was evident from the beginning of 1947 that unit 
volume was not keeping pace with dollar sales. Explana- 
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tions were sought in various factors—in the lack of 
size ranges and new models as well as in consumer 
resistance to price levels made necessary by higher 
costs. It cannot be doubted that the crux of the explana- 
tion must be sought in the price-dollar volume-national 
income relation developed and explained again on a 
preceding page. 

Consumption of women’s shoes has been more favor- 
able than the demand in other categories. Children’s 
and infants’ shoe consumption has also been exception- 
ally favorable. In part, the consumption of children’s 
shoes reflects an absolute gain in demand due to greater 
population and in part it is a symptom of higher income 
levels. Parents take care of their children’s clothing and 
shoe needs before they take care of their own. Consump- 
tion demand in other types of shoes was very uneven 
during the year with seasonal selling factors more evi- 
dent than at any time since 1942. 

Business analysts have discussed to the point of repe- 
tition the causes contributing to a lag in unit volume. 
In spite of a high national income, many classes are 
squeezed between the millstones of advanced prices and 
rigid incomes. Food costs pre-empt a larger than normal 
share of the average family budget. Durable goods 
which were in short supply during 1946 and the war 
years are on the store shelves again, competing for the 
consumer dollar. All of these factors remain in the pro- 
spective outlook for 1.948. 

A discrepancy between output and retail sales can 
have no other result than increasing total inventories. 
Such an increase did take place in 1947, although its 
importance and consequences may depend upon retail 
demand in the first two or three months of 1948. An 
early Easter during the coming year undoubtedly con- 
tributes to early ordering by retailers and heavy output 
in the final quarter of 1947. Favorable pre-Easter selling 
in 1948 would mitigate the possible effects of inventory 
building this year. 

At the end of the year, shoe stocks, held mainly by 
retailers, were larger than at the beginning of the year 
by a considerable quantity. Inventories, however, have 
by no means retraced all the ground to the prewar level 
when approximately 280 million pairs were held in 
stock. Based upon comparison of output and estimated 
consumption, the current inventory position may be 
only moderately above 200 million pairs. But, at this 
level shoe stocks appear to be adequate for servicing 
the nation’s footwear requirements. 

In summary, consumption did not equal production 
during 1947. The gap raises a question which cannot 
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. to each and every one 


of our friends in the industry 










To all our customers whose loyal support has been 


given to our products . . . to all our suppliers whose 






friendly cooperation has made our association with 






in 


ANY 
L955 SEAN ILL, them pleasant indeed . . . and to all other friends whose 






service has played an essential part in the continued 
growth and development of The Servus Rubber Com- 


pany during the past year . . . we extend our sincere 








wishes for a very pleasant holiday season and a busy 






and prosperous new year. 





THE SERVUS RUBBER CO. 


ROCK ISLAND LLINOIS, U.S.A 
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nition for superior merit because 
the people behind it greatly excel 
competition in effort. 


It was by no accident that 

SETON standards and methods 

for tanning patent leather were 

always ahead and were progress- 

ively improved through constant 
"research. 








‘Leadership over decades does 
not tolerate the commonplace. 
Manufacturers who get SETON 
patent know this leather is dif- 
ferent. It just doesn’t happen 
that their shoes have greater 


distinction and value. 


a= SELON Malla 2) 


=. + NEWARK 4,NEW JERSEY 
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be overlooked; it may well be the vital question for the 
shoe industry at the beginning of 1948. 

In terms of the historic factors of demand, the present 
outlook is not rich in encouragement. A great deal will 
depend on the general economic temperature and all of 
the imponderables to which business reacts. It would 
be foolhardy to offer any dogmatic appraisal of such 
factors as future purchasing power, farm income, and 
commodity prices. Nevertheless, there are signs of 
strain, of possible dislocations which no industry dare 
overlook. In the shoe business a critical area has been 
reached, a testing period lies immediately ahead. 

IN THE CONSUMER’S MIND — Statistical facts 
alone cannot tell the story of the problem before the 
shoe industry. A lag in consumption may be explicable 
by the arithmetic of national income and prices, but 
that arithmetic cannot and should not be accepted as 
unchanging by manufacturers or retailers. The responsi- 
bility for creating the change rests directly on the shoe 
business. If the percentage of national income expended 
upon shoes were increased from 1 per cent by one-tenth, 


the picture before the industry would be radically dif- 
ferent. It would be nonsense to regard the task as a 
casual exercise in public relations, what is necessary is 
a thoroughgoing job of engineering in consumer think- 
ing about shoes. 

Perhaps the initial job might well be puncturing the 
illusion that shoe prices of the 1930’s were reasonable, 
fair and economically feasible. They were not, because 
the course of shoe prices after 1933 was influenced to an 
extraordinary degree by the drought of 1934, and the 
surplus hides of that year made it possible to keep shoe 
prices below the general commodity level for several 
years. During the entire decade shoe prices were ab- 
normally low, first by reason of depression and then 
due to the unprecedented surplus of domestic cattlehides. 

Re-educating the consumer to the tremendous relative 
value in shoes was begun for the industry during the 
war years by factors over which the industry had no 
control. Will the process of education be allowed to 
lapse completely? 





How Movie Tieups Can 
Help the Shoe Retailer 


New YORK retailers recently sat up to take notice of one 
of the most compelling pieces of promotion seen in the shoe 
business for some time. This was a co-operative tieup 
which Adler Shoe Stores had made with Paramount Pic- 
tures, for the Cecil B. DeMille film, Unconquered, which 
opened at Rivoli Theatre, one of Broadway’s movie houses. 
The Adler-Paramount tieup is a good example of what can 
be done by shoe men in almost any city in the country. 
Motion pictures offer promotion possibilities which pay off 
for the retailer in advertising, good will and sales. 

This is what the Adler stores arranged for their Un- 
conquered promotion, aside from gaining identification in 
‘the public mind with a highly successful, highly publicized 
motion picture: 

1. Two of the Adler stores in midtown Manhattan, where 
traffic is heavy, had attractive window displays consisting 
of shadow boxes and Kodachromes of scenes from the pic- 
ture. They stopped traffic. 

2. All of the 21 Adler stores in the New York area made 
use of window streamers and posters, the latter supplied 
by the film company. 

3. Adler placed an educational display in the mezzanine 
of the theatre. The display, utilizing material borrowed 
from the Museum of Natural History, showed the develop- 
ment of the Indian moccasin. 

4. The stores distributed thousands of circulars featur- 
ing their Indian moccasins, and tieing them in with the 
picture. 

5. At this writing Unconquered is still playing its first 
run at the Rivoli, but when it goes to neighborhood 
theatres, the lighted Adler displays will be routed to stores 
near the neighborhood theatres where the picture plays. 

Now the above is merely a list of the angles which were 
covered. But what was gained is another story. 
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The publicity drew thousands of persons into the Adler 
stores to purchase moccasins. 

The circular utilizing a full-length photo of Gary Cooper 
made an arresting piece of art work, which insured high 
attention value for its sales message. 

The window displays drew untold thousands to the win- 
dows, and sold not only moccasins, but other merchandise 
and the store itself. 
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This display of Indian moccasins was set up by the Adler 

Shoe Stores in the lobby of the Rivoli Theatre in New 

York, to tie in with the opening of the Paramount picture, 

Unconquered. The stores report that many sales can be 
attributed to this tie-in. 


The educational exhibit in the theatre sold the Adler 
name to thousands of other potential customers. And its 
educational value found favor with many parents and 
teachers, and others interested in the welfare of the 
young. 

As was mentioned above, similar arrangements can be 
made in almost any city where there is a motion picture 
theatre, and with any of the motion picture firms in the 
business. 
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STYLE NO. 5428 


FLEET-AIR 
Stabilizes Your Juvenile Shoe Selling 


a Shoe merchandise is fast returning to the sound eco- 
nomic basis which built year-in, year-out volume in pre-war years. 
As the atmosphere clears, three cardinal principles for its successful 
operation come sharply into focus. The first, and perhaps the most 
important, is: Sell a branded line of fine Goodyear welts, with a 
reputation for quality and service at a fair price. 2: Sell a shoe 
with an easily demonstrated health story behind it. 3: Concentrate 
your buying with a reliable source of supply with In-Stock facilities 
from which size-ups can be ordered each week to fill gaps in your 
shelves. Try as you may, you'll never find a more perfect description 
of the service rendered by Eby Shoe Corporation in Fleet-Air, 
Normal Arch Shoes. 
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West Coast Show 
A Buying Event 


Meeting of West Coast Shoe Travelers 
Pd Associates in Los Angeles Marked by 
Interest in Merchandise and Style. 











































Caught at the noon luncheon from left to right are W. W. 
Stephenson, executive vice-president of the NSMA; Carl 
Winneguth, president of the WCSTA; Seymour Fabrick, 
president of Vogue Shoe Company and director of the 

NSMA; Harry Jay Evans, president of the NSTA. 


AT the shoe show staged by the West 
Coast Shoe Travelers Associates in Los 
Angeles, Thanksgiving week, a reversal of 
the buying conditions experienced in Chi- 
cago was apparent. At Chicago buyers 
were interested only in prices; they were 
dizzy from discussing the sudden price ad- 
vances in all kinds of shoes. In the inter- 
vening weeks since Chicago, it was obvious 
that buyers were greatly interested in buy- 
ing shoes, shoes which will create customer 
interest, shoes which have a fashion angle. 

This was noted in the orders placed in 
men’s sample rooms, just as much as it 
was in the women’s specialty lines. Sizing 
of staples came first in the men’s lines. 


Dealers then started to look for something 

: . . e Presenting Harry R. Terhune, second from right, Boot ann SHOE 
_— something with a practical twist. And Recorper’s West Coast manager, with the President’s Cup are, left 
here is where suedes came in for a strong to right: Frank G. Foster, Dave Klinesmith, Carl Winneguth, Mr. 


play. Blue, brown, burgundy, some gray, Terhune, and R. H. “Bob” Peek. 
and even a little green, named in order of 
their importance, in loafers and moccasin 
types for casual wear, then with alligator 
and lizard tip, foxing and lace stay for 
street wear. Plenty of woven types, strap 
loafers, as well as ventilated types were 
ordered. 

Acceptance of women’s shoes adaptable 
to the “new look” was much stronger and 
more pronounced in the Los Angeles mar- 
ket than it was earlier in the season in 
Chicago. Closed pumps which were made 
on closed-toe lasts, platform interest, ankle 
straps and flats, in order named, accounted 
for the majority of orders placed in dress 
types. High colors in both dress and 
casual types were in favor. 











Other trends which have developed dur- Some of the notables at the speakers’ table at the Saturday luncheon. 
. . . Left to right, back row: President Carl Winneguth; Harry Jay Evans; 
ing the past month were more interest in Harry Bennigson, Hamilton, Scheu, Walsh Shoe Co.; C. L. Robins, 
off-side ornaments, new quarter treatments, the Frye Shoe Co.; Frank Dempsey, Weyenberg Shoe Co.; Nelson 


* * S. Welburn, National Speakers Rureau, American Legion. Front row: 
wrap-around anklets, and a strengthening L. J. O'Neill, president Rice-O’Neill Shoe Co.; Lester Pincus, Lester 
[TURN TO PAGE 104, PLEASE] Pincus Shoe Co.; W. W. Stephenson. 
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With heels spiring up toward 

longer skirts . . . vamps cut down to toes and insteps . . . 

with the new look of dignity and elegance . . . insoles call for 
maximum sturdiness and flexibility. 


That means the new ONCO* GRADE A INSOLE! 

It offers you features you need for your finest women’s shoes . . . 

plus the return of quality that keynotes the new fashions. It gives utmost 
comfort from heel to toe . . . it’s flexible as a foot, yet rigid 

enough across the forepart to hold smart bottom edge lines. For 

this season of footwear beauty, only ONCO 

GRADE A INSOLE will do! 


FOOTNOTE TO BUYERS. . . There'll be a rush for the new shoe 


fashions . . . but the customers who do come back are the ones who demand 


superior workmanship as well as comfort and style. You attract and 
keep these customers when you specify Onco insoles. One- 
Company contro! means uniform high quality . . . it’s identified 


by the Onco seal on sock linings. 


.....- INSIST ON ( /9@@@ INSOLES! 


Brown Company, 500 Fifth Avenue, New York City, N. Y. 


ONCO INSOLES—ONCO BASE for Sock Linings and Heel Pads - ONCO PLUMPER 
STOCK for backing and reinforcement purposes—are products of Brown Company. 


ONE-COM PANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 
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The Retail Outlook for 1948 


The person who is paying for this 
greed is the consumer. He is the 
goose who laid the golden egg, and 
he is being killed by high prices. 
Families are spending all they make 
now. They have reached the break- 
ing point. 

My new method of operation is 
this: Formerly there were, say, ten 
representative lines in a group, such 
as casuals, pumps, etc. They were all 
needed or we wouldn’t have detailed 
them. But now we are selecting four 
important lines in a complete size 
range. There is safety in this, for it 
eliminates the size hazard. A cus- 
tomer may come in and ask for the 
old one in her size, but if she cannot 
select her size from one of our four 
representative lines, then she and we 
are out of luck. 

This new system holds our inven- 
tories way down, but instead of giv- 
ing a broad selection and filling stock, 
it gives four patterns in a complete 
size run. 

My admonition to retailers is this: 
Stay in business. Buy the things you 
need to stay in business. Make an 
analysis of your sales, and get your 
stock into balance, so that you can 
control it. 

Paul Jesberg 
Jesberg’s Walk-Over Shoe Store 
Los Angeles, Cal. 
. o . 
NEED NATIONAL 
ADVERTISING PROGRAM 


WE look forward to maintaining our 
dollar volume for 1948, and are 
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planning accordingly. We will drop 
some lines which we have carried, in 
order to put our money into more 
sound stock resources. 

Turnover will be reduced—we are 
planning on a turnover four times a 
year instead of six—but that is an 
effect of the increase of stock, not 
of decreased dollar sales. 





M. F. STONEBREAKER 


There is a strong need for a na- 
tional advertising program if cus- 
tomers are to continue to buy given 
makes at the new higher prices. Cor- 
rect prices for the shoes illustrated 
should be shown in the national ads, 
in order to help the clerk on the fit- 
ting stool overcome price resistance. 

Shoe men today must analyze their 
stock, keep a daily detailed sales rec- 
ord and perpetual inventory. Shoes 
should be bought on a classification 
basis to meet 1948 conditions, as the 
deceptive over-all turnover means 
nothing. Items that don’t move in 
each classification should be cleared 
out. 

Salespeople will have to be special- 
ists. For instance, they must be able 
to explain high prices intelligently to 
customers; returned shoes cost a lot 
of money to the store. Clerks should 
be able to stress benefits and uses of 
shoes rather than quality. Suggestive 
selling is more important than in re- 


cent years, and it will mean more 
two-pair sales. 

Many customers are changing 
brands, going down a notch or two 
in price; some high priced brands 
are pricing themselves right out of 
the business. 

More attention in selling shoes 
should be given today to heel heights, 
because the new influence in ready- 
to-wear will mean new trends. 

M. F. Stonebreaker 
Crowley-Milner & Co., Detroit, Mich. 


7 7. 7 


CERTAIN MUSTS 
[CONTINUED FROM PAGE 62] 


what you own. Are these shoes sell- 
ing today? Will they sell next month? 
If the answer is “No,” prepare to get 
rid of them now. Don’t procrastinate. 
The war and reconversion periods 
have brought many changes in con- 
sumer preferences. Styles that were 
wanted in 1940, models that were 
considered stable and safe as your 
own fireside, might have lost their 
appeal completely. 

3—We must have newness, fresh- 
ness in this period ahead. Don’t de- 
cide to hibernate because of uncer- 
tain conditions but instead, prepare 
to show as dramatically as possible 
the new shoes that are available. You 
don’t have to buy them in tremendous 
quantities, but buy them you must, if 
you are going to make progress in 
these troubled times. 

4—We must have strong shoe re- 
tailing and manufacturing organiza- 
tions during this period to protect 
our industry as a whole. We are in 
competition with thousands of other 
products for the consumer dollar and 
a mutual binding-together is obliga- 
tory. Contact your association more 


. frequently—let the director have the 


benefit of your ideas—ask him for 
help whenever you need it. The shoe 
industry as a whole is singularly for- 
tunate at this time, to have two out- 
standing national organizations—The 

[TURN TO PAGE 108, PLEASE] 
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BARGAIN BASEMENT SHOE 
SALES UP! 
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We here at the Baris Shoe Company can help you follow 
this profitable trend. 


We can supply Bargain Basements with outstanding, money- 
making merchandise. We have thousands of pairs of shoes to 
retail from $1] to $6.00 . . . All good shoes, new shoes which we 
have obtained from leading sources via job lots, surplus and 
cancellations. 


3 or the first time in years, Bargain Basement Sales are Booming! 


Ours is a background of 15 years catering to Basement Promo- 
tion Departments. You'll find the folks at Baris forthright and 
friendly about your problems. You'll find good advice about 
the good, profitable business that is available now more than 
ever before. 


And you're welcome to look and ask questions without any 
obligation to buy. 


REMEMBER, BARGAIN BASEMENT SALES ARE UP 
Follow the Trend! 


Banks Shoebe: 


‘Jobs In Fine Shoes From Fine Sources’ 


79-81 Reade Street, New York 7, N. Y. 
Cable Address: ALBARISHOE . Phone WOrth 2-5180-1 
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Specialize and Succeed 


looked surprised as if he had just dis- 
covered something. “I’m a drifter, too. 
You see how it is? We didn’t sit down, 
you and I, and say what would I like to 
do more than anything in the world. 
We didn’t plan a career and fight for 
it. Did we?” 

“No,” Joseph admitted. Then he 
bristled. “But I like this work.” 

“Good.” Mr. Hultz beamed and pat- 
ted him affectionately on the back. 
“Good. If you like the work, you’re all 
right. You'll get somewhere. But let’s 
not drift any more. Let’s plan from 
now on. Let’s fight for what we want.” 

Joseph was puzzled. But he said, 
“All right.” 

“Now,” Mr. Hultz started on an- 
other tangent, “If you visit a doctor, 
he will tell you what ails you or what 
he imagines ails you for two dollars, 
right?” 

“My doctor charges three.” 

“All right, three. Let us not bicker 
about small details. But, go to a spe- 
cialist and how much are you going to 
pay for a few holy words from his 
lips?” 

“Ten dollars?” Joseph guessed. 

“If you are lucky, ten. If you are 
not so lucky, twenty, fifty, maybe even 
a hundred dollars, right?” 

Joseph nodded. 

“All right, why is a specialist’s in- 
formation more valuable than the ordi- 
nary doctor’s?” Mr. Hultz did not wait 
for an answer. “I'll tell you why. Be- 
cause he has concentrated on one small 
portion of the body, but he has studied 
that portion more thoroughly than the 
general practitioner ever is able to. 
Does it not follow that if we apply the 
same rule to business, we must succeed 
in the same manner that the specialist 
does?” 

Joseph didn’t quite follow that one. 
It sounded vaguely familiar like some 
of Plato’s works he’d been forced to 
read in school. 

“So,” Mr. Hultz went on, “we will 
become specialists in shoe retailing. We 
will study the matter from all angles 
and decide what kind of a shoe store 
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we will open. We will carry a concen- 
trated line, and we will be different 
from the general run of stores. If we 
concentrate on one type of shoes, we 
will not have all the shoes that are 
made, but what we do have we will have 
the best and most of. Do you follow 
me?” 

Joseph nodded vaguely. Now that 
he thought of it, Mr. Hultz did sound 
a little like Plato. He imagined his 
boss in a Greek toga delivering a lec- 
ture on the philosophy of shoe selling 
and smiled. 

“Ah, I see you get the point.” Mr. 
Hultz was pleased that his lecture was 
going over so well. “Now, let us dis- 
sect, if I may use the expression, the 
shoe business to see how best we can 
specialize in it. First we dissect ac- 
cording to price. Roughly there are in- 
expensive, medium, and high quality 
shoes. Right?” 

“Right.” 

“You choose between these grades ac- 
cording to your line of thinking. Some 
people like the quality field because 
there is not only a larger profit per 
sale, but there is a larger percentage of 
profit per sale. 

“The low price addicts,” Mr. Hultz 
went on, “are interested in price first 
and quality second. They figure that 
there’s more gold in the hills if you 
make twenty sales at a ten cent profit 
than if you make one sale at a dollar 
profit. There might be something to 
what they say. 

“And of course the medium grade 
comes somewhere in between the two,” 
he wound up. 

“If the choice was up to me, I’d 
rather sell quality shoes,” Joseph said. 
“IT mean I know it costs more to set up 
a better grade store and all that, but 
aside from the money end of it, you 
feel good when you sell something and 
you know it’s tops.” 

“Good, good.” Mr. Hultz slapped him 
approvingly on the shoulder. “Now we 
are beginning to get in motion. Now 
we are beginning to get somewhere. We 
have decided that we will be happiest 
working with quality shoes. But there 
is only one trouble with what you said, 
Joseph. You said, “If the choice was 


up to me.” Whom is the choice up to 
if not you?” 
Joseph smiled shamefacedly. “I 


guess I’m not a movie hero yet. All 
right, then I will open a quality store 
and no other kind.” He thought for a 
moment. “But look, doesn’t that de- 
pend on the location I get? I mean I 
can’t sell good shoes if I get a store in 
a poor section.” 

“No, you are not a movie hero yet,” 
Mr. Hultz said. “If you were, you 


would have said, ‘I will decide what 
kind of a store I want to open, then 
I will go out and get a location to fit 
my store.’” 

“I get the point,” Joseph said. He 
wasn’t smiling now. “Im going to do 
a lot of thinking about what you said 
about drifting, Mr. Hultz. I’m going 
to decide what I want to do, then I’m 
going to go ahead and do it, come hell 
or highwater ... .” 

“If you will pardon the expression,” 
Mr. Hultz interrupted. 

“If you will pardon the expression,” 
Joseph agreed. “I will open nothing 
but a quality shoe store. I will keep 
looking until I find the location that 
will suit the store I want to open as no 
other location will.” 

“Good, good.” Mr. Hultz seemed 
pleased with himself. “We are getting 
the stiff upper lip. We are getting the 
solid backbone. Some day we might 
even get to be movie heroes.” 


Reasonable Prices 
Tanners’ Goal 


[CONTINUED FROM PAGE 74] 





entire field of interest of the industry. 
He argued that pressure of competi- 
tion from substitute materials, as well 
as the rising costs of leather manufac- 
ture, made a comprehensive research 
organization more a matter of neces- 
sity than one of choice for the leather 
industry. Only the kind of research 
which was accepted as a continuous and 
necessary project, rather than as a 
sporadic undertaking, would benefit the 
tanners. 

Mr. Roberts said that the tanning 
machinery industry would do well to 
adopt the lease system of merchandis- 
ing machinery, which has made possible 
the financial support of the research 
organization in the shoe industry. 
Since the sales revenue derived from 
new tanning machines has not been 
sufficient to provide funds for compre- 
hensive research, only minor improve- 
ment in tanning machinery has been 
made. A manufacturer of lease ma- 
chinery, on the other hand, has the 
stability of income, and the incentive 
necessary to long-range planning, and 
furthermore is committed to provide 
service men available throughout the 
country to keep the machines running 
at peak efficiency. 

Gerard D. Reilly, Special Counsel, 
Senate Committee on Labor, March- 
July, 1947, gave a detailed analysis of 
the Taft-Hartley Act. 

Irving R. Glass, executive vice-presi- 
dent of the Tanners’ Council, summar- 
ized the activities of the Council and 

[TURN TO PAGE 97, PLEASE] 
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There is no substitute for leadership 
—whether it be a product or a store. 
For over 40 years Dr. Scholl's Foot 
Comfort* Remedies and Arch Sup- 
ports have been the outstanding 
leaders in Foot Relief the world over. 
The overwhelming consumer prefer- 
ence for Dr. Scholl's is the result of 
those 40 years of intensive national 
advertising, constant leadership in 
product development and improve- 
ment, strong dealer support and co- 


m Nationally 


p« Scholls 


the Masses: 
FOOT RELIEF Arises 
Advertised 
















operation and keeping faith with the 
public and the trade. 

Go with the tide of demand for Dr. 
Scholl's for reo! profits that result 
from rapid turn-over. Even modest 
displays of Dr. Scholl's in your win- 
dow may surprise you how many 
profitable sales result from them for 
you. Such tie-ups to our advertising 


pays! 


*Trade Mark Reg. U. 8. Pat. Of. 
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World's Largest-Selling Appliance for 
Tired, Aching Feet, Foot and Leg Pains, 
Sore Heels, Weak or Fallen Arches, Flat- 


foot. 


No Appliance ever designed meets the needs of the millions 
of men, women and children afflicted with these foot arch 
conditions like Dr. Scholl's Foot-Eazer. Over five million pairs 
of this remarkably effective Appliance have been sold. Light, 


flexible, adjustable. 


Dr. Scholl's Foot-Eazer slips into any properly fitted shoe like 
an insole. Quickly relieves muscular and ligamentous strain— 
the couse of pain and fatigue due to weak or fallen arches. 


Retail at $5.00 pair. Wholesale $33 dozen. Order a run of 


sizes. Send for our catalog. 


NATIONALLY ADVERTISED 







<= We manufacture Arch 
and description — All-Leather, 


Metal, Rubber and Plastic. Consult 
our cata Let us know your requirements. 
Write today. 


Supports of every style 
Leather and 


THE SCHOLL MFG. CO., Inc., 213 West Schiller St., Chicago - 62 West 14th St., New York 
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Make 
more 
sales 


It's easy to fit odd size feet when you sell Trimfoot Appliances. They 
slip into the shoe and relieve the discomforts that customers often 
blame on the shoes. That saves sales and minimizes returns, and 
helps you build profitable repeat business for shoes and appliances. 











You'll find Trimfoot appliances particularly easy to sell to women 
who wear fashionable shoes and suffer the discomforts of “high heel 
strain.” Women are quick to recognize the relief these appliances give 
from “high heel strain” and often buy an extra pair for other shoes. 


You can get extra profits and give your shoe salesmen extra money 
the Trimfoot Way. Write to Trimfoot today and ask the Trimfoot 
Man to visit on his next trip. You'll recognize him by the dollar bill 
in his breast pocket. It's the symbol of extra sales and extra profit. 


APPLIANCE PRODUCTS DIVISION 


nemefoot 


TRIMFOGT COMPANY -TRIMFOGT TERRACE-FARMINGTON, MISSOURI 
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GIFT ITEMS SELLING 
IN CHICAGO STORES 


THE weather claimed first place at- 
tention in Chicago as Winter arrived 
suddenly. Advertisements, some of 
them half-page in size, announced a 
full complement of protective foot- 
wear from sandal rubbers to boots. 
And all the stores did an active busi- 
ness on these items. 

Holiday buying is in full swing, ac- 
companied by all the appropriate fan- 
fare of Old Nick himself heading the 
festive parade. Gift buying seemed 
to get off to an earlier start this year 
than ever before, especially in men’s 
and women’s slipper departments 
which have been filled with’ customers 
for weeks. Memories of inadequate 
stocks in these items in previous years 
probably account for this early ac- 
tivity. 

The day following Thanksgiving 
presented the traditional “mad house” 
in all downtown stores. School chil- 
dren on a holiday and small fry anx- 
ious to talk to Santa Claus, swarmed 
through the Loop in a festive, push- 
ing throng. 

Lytton’s have changed the Jocations 
of a number of their departments, and 
on the day after Thanksgiving they 
announced the opening of their new 
sixth floor where women’s shoes have 
been moved from the fifth. A full-page 
ad on footwear alone announced this 
fact, highlighting everything from 
slippers to boots. 

For the most part, buyers find their 
business spotty. There is still some 
price resistance, although it is not 
always necessarily articulate. Of 
course, with the arrival of holiday 
buying, footwear is comparatively 
neglected except for gift items. 

Marshall Field & Co. was the first 
to give emphasis to resort footwear, 
showing a wide choice of warm-weath- 
er fashions in new and unusual colors 
such as hydrangea blue or nile green 
suede and in fuchsia or purple calf. 
Many exotic combinations - were of- 
fered—yellow sunedes trimmed with 
green calf; blue suede trimmed with 
rose, etc. Variations on the two-tone 
spectator were also included as well 
as evening sandals of multicolored em- 
broidered fabrics. 

Highlighting the public interest in 
platforms, Joseph promoted a new 
type in a suede sling pump with the 
platform inside the shoe. Slitted per- 
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forations around the toes and a pom- 
pom bow are brightened with narrow 
pipings of gold. The all-closed shoe 
seems to be wanted chiefly with a 
walking heel. When a dressy shoe is 
sought, the customer almost always 
prefers either open back or open toe. 
This is particularly true of shoes up 
to $15. However, in the higher brack- 
eis the closed shoe gets a heavier ac- 
ceptance than in the medium-price 
field. 
* * #* 


NEW YORK STORES SELL 
VARIETY OF TYPES 


WHILE New York merchants are not 
too enthusiastic about business done 
in the past few weeks, most of them 
report continuing activity in daytime 
shoes, especially the dressier types, 
and increasing business in evening 
shoes and slippers for Christmas. In 
daytime shoes black suede continues 
to keep first place, with brown com- 
ing up in some stores, and a variety 
of novelty colors selling in compara- 
tively small pairage. Bronze kid, 
Balenciaga, navy, green, red, gray all 
are selling, with some stores report- 
ing better business in certain of these 
colors and other stores giving a bigger 
percentage to others. In general, it 
seems as though the more neutral or 
darker shades in this group are be- 
ginning to take precedence over the 
bright red and the green that have 
been so popular. One store that has 
a very young trade still reports very 
good business in flame red and emer- 
ald green. 

While not too much demand is 








manifested right now for walking 
types, some stores report an increas- 
ing call for medium heel shoes in calf 
and alligator, some in brogue types 
with welt soles. Casual shoes are also 
reported to be “strong” by some stores. 
Here a 14/8 heel is cited as a best 
seller. 

For evening, gold kid and satin con- 
tinue to be the favorites. Gold kid 
sells on high heels with 5¢-inch plat- 
forms in sandals, many with ankle 
straps. This leather is also being 
bought in flats and 10/8 wedges. A 
store selling the schoecl and college 
girl reports a demand for very low 
heels in evening shoes. Gold kid 
casuals with matching bag are also 
doing good business in some stores. 
White satin for dyeing has sold in a 
plain pump, according to a few mer- 
chants, and also in sandals on a 21/8 
to 23/8 heel with a half-inch platform. 
Black satin has been doing business 
in plain pumps and also in sandalized 
patterns, often ankle straps, with or 
without platform, on high heels. 

As to patterns in general, the honors 
are divided between pumps and san- 
dals, especially ankle straps, with 
some high-ridipg patterns showing in- 
creased consumer acceptance. Al- 
though the plain, entirely closed pump 
continually gains ground, merchants 
report that open shoes are “still 
wanted.” Heels sell from flats to 23/8 
or 24/8; some heels as high as 26/8, 
and even,sin one store, four inches 
witbout a platform. 

Slippers are beginning to sell for 
Christmas. Stores carrying ski boots, 
after-ski footwear and outdoor boots 
are reporting some business in them 
also as gift items. Velveteen boots are 
also beginning to sell. 

In men’s departments, cordovan is 
reported in demand, as is also brown. 
One store reports good business in 
loafer types. Patent leather has also 
sold. Wine, navy and brown are prov- 
ing to be the most popular colors in 
house slippers. Scuffs are “big” in one 
store which has also sold some fur- 
lined slippers. Crepe soles are popu- 
lar. Some men’s departments report 
strong price resistance. 

* * * 


SAN FRANCISCO 
MERCHANTS CLEAR STOCKS 


COMPETITION produced some rath- 
er unusual trends in shoe stores in San 
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Francisco during November. While 
some stores stressed their higher 
priced women’s shoes for evening and 
party wear, others held clearance 
sales. 

One merchant explained the pre- 
Thanksgiving price-cut sales by say- 
ing that he was overstocked in some 
departments and had to move the 
goods to make room for new merchan- 
dise still arriving. This overstock was 
caused by slower sales and poorer 
volume in some lines than had been 
anticipated, with a gradual piling up 
of stocks during the past six months. 
Another stated that the reductions 








were being made only on a few types 
of shoes on which he was overstocked. 

Typical of the sales was that of 
Joseph Magnin who offered reductions 
of one-third or more to close out a 
few numbers. Values to $24.95 were 
arranged in three groups and sold at 
$7.80, $9.80, and $12.80. Sommer & 
Kaufmann placed 2500 pairs of shoes 
on sale in their Dixie Deb shop at $5.90 
per pair. These were former values 
ef $7.95 to $10.95. A few other stores 
followed the same plan. 

In contrast to this, Macy’s came out 
with a bid for the fashion trade with 
a full-page advertisement shewing high 
heel dress shoes at prices ranging 
from $16.95 to $25.95. 

Some stores reported an increase in 
business during November over a year 
ago, while others stated that sales 
were down a little. The volume in 
downtown stores is keeping up satis- 
factorily, but merchants in some of 
the outlying districts are experiencing 
decreases of from 10 to 15 per cent. 
This drop in sales has been antici- 
peted, however, as all feel that last 
year was the peak year when money 
was being spent most freely. A num- 
ber of merchants have stated that 
even though sales do drop off during 
this latter part of the year they will 
still show a slight gain over 1946 be- 
cause of the good Spring business. 

The general feeling is that business 
will probably show a little decline in 
the coming months, but the volume 
will still be of a very satisfactory 
nature. 
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Three shoes on medium heels, ideal 

for walking on city streets or country 

lanes were shown by Stix, Baer & 
Fuller, St. Louis. 





ST. LOUIS CUSTOMERS 
REVERT TO PREWAR HABITS 


As late November rolled into the final 
month ‘of the year, there were a num- 
ber of prewar consumer buying habits 
making themselves more positively 
known to retail shoe merchants in St. 
Louis. One of these, which buyers 
have mentioned previously at various 
intervals during 1947, is the consumer 
inclination to return to seasonal buy- 
ing. When this habit has firmly taken 
hold, buyers point out, shoe retailing 
will have returned to its normal peak 
and valley existence of the thirties. 

One of the best indices of this con- 
sumer habit, which made itself fairly 
obvious in a number of shoe outlets, 
was the lack of enthusiasm for gift 
purchases of slippers prior to Thanks- 
giving. The buyer in one of St. Louis’s 
large department stores said recently, 
“The slipper business didn’t open up 
in November as it should have, or at 
least as it did during November, 1946, 
and the preceding war years. This 
cendition closely resembles the period 
before the war. But it certainly could 
have been expected,” he added, “as 
it results from the fact that there no 
Ienger is the scarcity of merchandise 
which previously ‘stimulated the con- 
sumer to early buying.” 

Greatly increased prices and a well 
stocked shoe inventory per individual 
also have been contributing factors to 
seasonal buying, shoe men point out. 

Other similarities to prewar cus- 
tomer habits, which buyers say are be- 
coming more and more obvious, are 
smarter shopping, a more noticeable 





resistance to price and a demand for 
higher style as well as quality. Re- 
sults of the changing consumer traits 
on the balance sheet have been a con- 
tinuous drop in unit sales and a great- 
er difficulty in keeping abreast of last 
year’s dollar volume. 

Commenting on the retail shoe busi- 
ness in late November a prominent 
shoe buyer said, “Units are dropping 
off at a faster pace today than at any 
time during the year, although most 
of us still are just about on an even 
keel in dollar volume, compared with 


a year ago.” 
* * — 


HOLIDAY SEASON SPURS 
NEW HAVEN SALES 


THE holiday season has sparked up 
shoe sales, most New Haven shoe buy- 
ers agree. The buying spirit seems to 
have descended upon local shoppers, 
the only exception being members of 
the male sex. 

Men’s shoe stores report selling 
activity in the slipper line, with most 
of the customers women, wives and 
sweethearts, selecting these as Christ- 
mas gifts. The woolier the better is 
the opinion of most slipper purchas- 
ers. The dressy, hard-soled bedroom 
and lounging slipper seems to be tak- 
ing second place, with warm types in 
the lead. 
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The remainder of the men’s foot- 
wear market here is still pretty dull, 
say merchants. Booteries adjacent to 
the Yale campus are least active. Mid- 
town shops paint a brighter picture, 
with the accent on heavy serviceable 
male footwear. Quality shoes are still 
in demand, and those customers who 
are coming in to buy, are not quib- 
bling about prices. Long-wearing mer- 
chandise is insisted upon, however. 
But New Haven men, for the most 
part, are buying shoes only through 
sheer necessity, and, as usual, seem 
to be permitting only the womenfolk 
and children any new Christmas gear. 

Shoe salesmen in local stores are 
heing kept busy with sales of chil- 
dren’s and below-teen-agers’ shoes 
and slippers. Many New Haven 
mothers took advantage of the post- 
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Reasonable Prices 
Tanners’ Goal 


[CONTINUED FROM PAGE 92] 


emphasized the grave problems of the 
coming year. He pointed out that busi- 
ness is somewhere in midstream “of 
the most acute price cycle since 1920.” 
After a long period of inflationary 
pressures, the speaker pointed out that 
old landmarks become indistinct and 
“familiarity with new levels breeds 
familiarity. May I repeat that the 


price of black ink is eternal vigilance. | 


The bell has never rung to give clear 
and explicit warning of economic ad- 
justments or readjustments.” 

One of the statistical instruments de- 
veloped by the Council to measure the 
future curve of demand and consump- 
tion involves the relationship of na- 
tional income levels and dollar shoe 
volume. According to Mr. Glass, actual 
consumption of shoes at retail in 1947 
will undoubtedly approximate the cal- 
culated pairage based upon shoe prices 
and national income. Looking ahead 
into 1948 the same reasoning leads to 
the conclusion that “consumption of 
footwear would not exceed 430 million 
pairs,” and can move above that level 
only if national income rises substan- 
tially, or if a higher proportion of in- 
come than normal is expended upon 
shoes, or if the average shoe price de- 
clines. The implication of these facts, 
according to the speaker, was the pos- 
sibility that an important testing area 
had been reached and “that physical 
volume at retail must be observed with 
the greatest attention.” 

Another observation made by Mr. 
Glass was the major difference between 
the position of the tanning industry at 
the close of 1947 and a generation ago. 
He pointed to the existence of huge and 
excessive inventories at the beginning 
of the 20’s and contrasted that with 
the decline in tanners’ inventories 
“within the past seven years . . . to 
unprecedented levels.” This is a whole- 
some change and should make it pos- 
sible for the tanning industry to ser- 
vice the requirements of its customers 
more efficiently and economically. 


Form Retail Shoe Firm 


Detroit, MicH.—A new shoe retail- 
ing firm, Harris & Boaz, Inc., 353 W. 
Webster Ave., Muskegon, Michigan, 
has been formed by J. T. Boaz, Muske- 
gon; B. H. Harris, Holland; and Henry 
J. Franck, Muskegon. 





Joins Rice-O’ Neill 


Str. Louis, Mo.—R. C. “Dick” Steele, 
formerly a buyer at Burdine’s, Miami, 
Florida, has joined the Rice-O’Neill 
Shoe Co. as a sales representative in 
the southeastern United States. 


December 15, 1947 
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DISTRIBUTING POINTS 
le Sewe You! 


Never has the competitive value of TRADE BUILDER 
In twenty-five years we have never 
been as far out in front as we are today. 

Our Kidskin styles BUD and DAVE are wonderful exam- 
ples of our competitive values. Don’t wait until tomorrow, 
contact your NEARBY TRADE BUILDER distributor 
at once and ask to see the entire TRADE BUILDER line. 


shoes been so great. 


California 


Los Angeles, Chesney Shoe Co. 
=a, Van Voorhies-Phinney 


Colorado 
Denver, Kemp Shoe Co. 

Florida 
Jacksonville, J. H. Churchwell Co. 


Georgia 
Atlanta, Gramling & Collinsworth 


Iinois 
Chicago, Keehn B 
Peoria, John Moser & Son 
Indiana 
Indianapolis, E. P. Bayless Shoe Ca. 
lowa 


Cedar Rapids, Otis Leather Co. 

Dubuque, Merchants Supply Ca. 
Maine 

Bangor, W. S. Emerson Co., Inc. 


Massachusetts 
i Id, M. T. Shaw Shoe Co. of 
N. Inc. * 


Saginaw, Michigan Shoe Co. 
Minnesota 

Minneapolis, Dodson-Fisher Ca 
Nebraska 

Lincoln, Branch Bros., Inc. 

Omaha, Driscoll Leather Co. 
New York 

New York City, Powell & Campbell 


Ohio 
Cincinnati, Robert Graefe 
Cleveland, Bibow & Srail Shoe Co. 
Cleveland, Whitney-Roth Shoe Co. 
Toledo, Ainsworth Shoe Co. 
Zanesville, Black & Grant Co. 


foemyieee — 
ladelphia, Bell, Walt & © ne. 
_—— Newell & Schneider Co. 
York, D. S. Peterman & 








Tennessee 
istol. King Bros. Shoe Co. 
Bristol le, McCallie Shoe Co. 


Memphis, Wm. R. Moore Dry Goods 
Co. 
Uteh 
Sak Lake City, Zion's Co-Operative 
Merc. Inst. 
Washington 


Washington Shoe Co. 
=. Adams Leather Co. 


West Virginia 
Huntington, Jeff Newberry Co. 


Wisconsin 
Milwaukee, Gaenslen Bros, Leather 


Osikosh, H. C. Roesitr Co, 
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BUD: Gen- 
uine Black Kid 
oxford, steel 
arch support, half rubber 
heel and Oakbend sole. 
Sizes 
Ok . oc cevtccoccces 7 to 12 



















WHERE TO BUY 
This Nationally 


DISTRIBUTED LINE 
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Thanksgiving school holiday to take 
their offspring to be fitted with new 
shoes, slippers and overshoes. These 
shoppers met the current prices in 
these lines, but not without bitter 
comments, said the buyers. 

In the women’s footwear lines, buy- 
ers report unit sales down under the 
1946 sales picture. Dollar volume is 
about holding its own in the higher- 
priced salons and is slightly down in 
the middle and low priced stores. 

There is a fairly consistent report 
of an increasing interest, on the part 
of customers, in the closed shoe. The 














opinion of the majority of buyers is, 
nevertheless, that women are too ac- 
customed to the comfortable toe-free 
fit of open-toed models to accept the 
all-closed shoe. 

D’Orsay pumps and ankle strap 
shoes are selling very well in New 
Haven. Half-inch platform soles are 
still in demand. In flats, gold kid is 
moving well: And there is an interest 
in suede, buyers state, particularly in 
navy blue. But it is black suede that 
has become firmly entrenched in cus- 
tomers’ wants, report most merchants. 
“This is a ‘twelve-month’ shoe,” said 
one, and went on to forecast it as an 
addition to whites and spectators in 


the coming Summer season. 
** * 


TWIN CITY STORES STRESS 
FOOTWEAR GIFT ITEMS 


Minneapolis. 


Hotmay trade is in full swing and 
promises to be heavy. Shoe mer- 
chants are featuring shoes as well as 
slippers for Christmas giving, with 
decorative window and in-store dis- 
plays. 

Some merchants featured pre- 
Thanksgiving sales of high-grade mer- 
chandise. Roy H. Bjorkman an- 
nounced a clearance of suedes, calf- 
skins and lizards in a number of col- 
ors, with high, medium and flat heels. 
John W. Thomas & Co. offered a group 
in a wide choice of materials and 
colors at clearance prices. 

Gold and silver slippers for party 
wear are moving well and are being 
included as gift items. Among the 
holiday suggestions being pushed ag- 
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giessively by many stores are ensem- 
bles of shoes and handbags. Chan- 
dler’s featured alligator platform 
pumps with matching handbags as 
perfect for Christmas gifts. 

Young-Quinlan gave strong adver- 
tising to a group of high-heels with 
short vamps to give a petite look. 
These were in black or brown suede 
with closed heel, open heel in bronze 
kid, platforms and ankle straps in 
black suede. 

Dressy patterns are reported to be 
catching on well, and youthful styles 
are in demand. Merchants report that 
there is inquiry as to whether closed 
shoes are to be highest in fashion, 
but that most customers prefer open 
toes and heels and buy these willingly 
when assured that they will be shown 
for Spring and Summer. 

Oxfords have moved well. Napier 
presented a smart daytime casual tie 
with low heel, open toe and back in 
black or brown calf, black or brown 
suede, black, brown, wine, and green 
jungle calf. 

* * *# 


St. Paul. 


MERCHANTS continue to give strong 
promotion to shoes through news- 
paper advertising, with emphasis on 
footwear as gifts as well as stressing 
the need of smart shoes for the com- 




















A dramatic way of showing four of 
their high heel dressy slings was used 
by C. Crawford Hoilidge in Boston. 


‘ 


pletion of costumes to be worn during 
the holiday social events. 

Black calf is running strong, with 
brown in second place in many stores. 

Maurice L. Rothschild featured 
brown cobra in platform sandals with 
ankle strap for the new hemlines. 
Some stores have been stressing col- 
lege styles. Favorite with this group 
are sturdy oxfords with Cuban heels. 
Built-up vamps are also well liked 
with closed toe and open heels. 

There has been excellent business 
in rubbers and overshoes, late in 
starting because of weather condi- 
tions, but now strong with the coming 
ol snow. High overshoes have sold 
well with boots good holiday pur- 
chases. Children’s overshoes are sell- 
ing in large numbers, most merchants 
report. Children’s slippers have been 
iu good demand. Quality in children’s 
shoes is the first requisite, with price 
secondary, according to the general 
report. Moccasin styles and saddle 
oxfords for girls are best sellers. 
Patent is still preferred for girls’ dress 
shoes. Color is expected to play as 
large a part in girl’s shoes as in 
adults’ for Spring. Play shoes will be 
stressed strongly. 

Some merchants are promoting holi- 
day shoe wardrobes, accenting the 
need for comfortable, sturdy shoes 
for shopping, high style pumps for 
afternoon affairs and glamorous san- 
days for social activities. Smart ties 
are featured strongly for walking in 
these wardrobe suggestions. Tailored 
pumps with classic lines mark the 
afternoon offerings, but many are in- 
dividualized with bows or buckles. 








Sandals in color, gold and silver, as 
well as blacks with ornamented toes 
or cross-straps, and a large number 
with ankle straps, are presented for 
evening. 

* * # 


BOSTON SHOE VOLUME IS UP 


BosTon’s retail shoe stores and de- 
partments report a revival of interest 
in shoes coinciding with the advent of 
cold weather. In late November and 
early this month, dollar volume was 
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NATIONALLY ADVERTISED-NATIONALLY FAMOUS — 
_ NATIONALLY ACCEPTED 


GOOD HOUSEKEEPING MAGAZINE'S 


AMERICA'S UNRIVALED Seal of Approval 


LINE LIFE-GUARD SHOES 


aacrcrieiieptenadeaiteinctond * COMMAND CONSUMER RESPECT 


$6.95 to $8.95 © INSTILL CONSUMER CONFIDENCE 


EVERY PAIR CUSHIONED BY AIR 


























There may be a franchise on LIFE-GUARD Philip ra 4239 College Ave. IN STOCK 
Shoes open in your town. If interested, con- Indianapolis, Ind. Indiana, Illinois 
tact representatives listed below. Al A. Epstein, Box 217. Austell, Ga. SERVICE: 
matx ~g 4 Se Georgia, Florida, South Carolina, 
eles, Calif. Louisiana, North Carolina, giand States 
California, Washington, Oregon Alabama, Tennessee = Sep, Cy . 
B. BR Boyle, 900 6th Ave. Jack Bates, 902 Lumber Exchange Poansyivenia. Hew Yerk, 
Red Oak. lowa Bidg., Minneapolis, Minn. Maryland 
lowa, oo Nebraska, Utah, Minnesota, North Dakota, South 
yoming Dakota 
Jerry Jarrett, RR7 Lubbock, Texas Robert BR. Newcomb, DIA-TRED SHOE CO. 
Texas, Louisiana, Oklahoma, 3857 Berkley Ave.. Toledo 12, Ohio 138 Duane St. 
New Mexico Michigan, Ohio New York City. N. Y. 








THE LONGINI SHOE MANUFACTURING CO 


CINCINNATI, OHIO 
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RECORD SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Malepaclariing md Markets 


Boston 


T HE three weeks following the end of New England Shoe 
Market Week found Boston’s wholesale district quiet with 
the exception of those firms stocking rubbers and over- 
shoes, most of whom reported a larger demand than they 
could immediately supply. There has been, it is true, a 
limited demand for work shoes, the volume for which has 
been seriously affected, however, by the fact that the old 
$5 retailer cannot now be made to sell for much less than 
$8. Factories making these shoes report fill-in business 
only, in most cases. Advance business placed for Spring 
has fallen off sharply. In the dress shoe field, factories 
making the medium and lower grades seem to be busy 
and many report themselves sold up through January. 
Sales of higher grades are lagging. 

Orders placed with the shoe and leather industry during 
the month of October, as compiled by the Associated In- 
dustries of Massachusetts fer that state show a loss from 
the same month last year of 20 per cent, but an increase 
over September of this year of 16 per cent. The index of 
orders placed has not yet reached by 13 per cent the peak 
reached last June when Fall shoes were being ordered by 
merchants and leather to fill those orders was being ac- 
quired by manufacturers. 


Chicago 


J UDGING by comparison with other big centers through- 
out the country, Chicago is today in a favored position. Set 
in the heart of an industrial area as well as in agricultural 
region, comparative figures in the shoe business show that 
the farmer and the industrial worker form a buying com- 
bination that is keeping business active here. With many big 
cities crying the blues, Chicago shoe men say they have 
not much to complain about. Women’s shoes in the over- 
all picture have dropped only 5 per cent in unit sales, with 
some big retail outlets reporting a decided increase in pair- 
age. Dollar volume is, of course, way up, but retailers do 
not take too much satisfaction from this. Their chief aim 
is pairage at least equivalent to that of a year ago. 

In the men’s lines the picture is decidedly different. 
While volume about equals that a year ago, pairage has 
dropped an average of about 20 per cent. This indicates 
that the man of the family, even though he is getting a good 
pay check, is letting mama and the girls fancy up their 
feet with new shoes while he keeps on wearing his good 
old brogues which are now several years old. 

In retaildom the subject on every shoe man’s mind is the 
escalator clause which the majority of manufacturers 
specified at the recent Shoe Fair. While many retailers 
may have accepted this condition, many have added a 
clause of their own which they require their resources to 
fulfill. That is, that the manufacturer inform them when 
the shoes are ready to go into production just what the cost 
will be, and then, if the merchant finds it is out of line with 
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his operation, he is at liberty to cancel the order. In that 
way, neither one gets burned, they believe. The manu- 
facturer has not yet put the shoes in work and the retailer 
will not find himself stocked up on too-high merchandise. 

A small flurry of excitement was occasioned recently by 
the advertisement of a clearance sale on men’s shoes at one 
of the big State Street stores, the first in many months. 
Although no comparative prices were quoted in the ad, sale 
prices ranged from $8.95 to $15.95. A number of shoe men 
commented that this was probably a straw in the wind, 
that doubtless we will see additional clearances soon, par- 
ticularly in men’s lines. The general opinion seems to be 
that since men’s shoes have lagged in sales, stores must sell 
them at a sacrifice in order to make room on their shelves 
for Spring lines. In both men’s and women’s shoes it is the 
medium-priced shoe that is in demand. In the so-called 
better stores this means in the neighborhood of $10. It is 
this price line which retailers are most interested in con- 
stantly replacing. But with an escalator clause in operation, 
they find themselves unable to count with certainty upon 
getting repeat business in these brackets. Merchants com- 
ment that the only way they can begin to cope with the 
situation is to buy small amounts and to commit themselves 
for not more than 60 days in advance. 


New York 


As the screws of price resistance are given additional turns 
by higher and higher living costs, reports of shoe sales over 
the country clearly indicate that the consumer is wont to 
buy a cheaper shoe than has heretofore been his or her 
habit. This tendency, while generally admitted by indi- 
vidual manufacturers of high grade women’s shoes here, is 
not apparently causing undue concern, however. Present 
resistance of buyers has simply placed these manufac- 
turers in a position where they can supply old and steady 
accounts without the pressure of heavy backlogs, operating 
with clean, safe inventories. Women have not stopped buy- 
ing shoes in the higher brackets by any means, and these 
relatively small operations are in an enviable spot. 

Several of the high grade shoe manufacturers have said 
privately that, although they could not speak for the in- 
dustry in New York as a whole, of course, they personally 
were doing very well. In particular, the manufacturer 
whose prices ranged betwen the popular and high price 
levels was almost enthusiastic about present day conditions. 

Many of the slipper manufacturers around the city, 
after enjoying an especially brisk season, have turned to 
producing lower priced play shoes for Spring, and are re- 
porting good buying response—much better than last year. 


St. Louis 


Manuractr URERS are closing out a highly successful 
year, in which their production and sales have consistently 
moved in a counter direction to declining unit sales across 
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Shoes in the News 





Three of the hand-sewn turn shoes being made in the Brooklyn 

factory of Charde, Inc. Distinguished in styling as well as 

workmanship, these shoes have the made-to-order look of the 

Charde custom shoes. Left to right: Two-eyelet tie. Closed 

suede pump with folded tongue, piped with smooth leather. 

Suede pump with appliqued bow ornament. All three shoes 
are on 1714/8 heels. 


* * #* 


THE popularity of sandal types, particularly for the 
younger customer, has led to the introduction of many 
versions of this open Summer footwear. Calculated to ap- 


Donald Duck sandal, pro- 
duced by Sporting Shoe 
Company of New York, as 
a novel Spring item for the 
younger customer. 
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peal to the youngsters themselves is a line of sandals with 
their favorite animated Disney characters on the vamps. 
Mickey Mouse and Donald Duck appear in playful repro- 
ductions on these shoes available in sizes for infants, chil- 
dren and misses. 
= = <a 

BiccER tnan ever for the coming Spring are casual shoes 
on wedge heels, both low and medium high. Merchants 
who were caught with a low inventory in these shoes dur- 


Interesting interpretation of 
a high-riding shoe in white 
combined with color, a white 
and green wedge casual shoe 
from Lissack shown during 
the New England Shoe Mar- 
ket week held recently. 





ing the past season are planning to be well-stocked in sizes 
and styles for the coming Spring and Summer. The fact 
that these shoes are not only comfortable, but smart with 
the many casual clothes that women are wearing, assures 
their continued importance in shoe wardrobes. 


December |5, 1947 
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\ HUBER -\a 
\~ SGypers : : 
“After hours” and the 
days’ work’s over. 


Men go for their loafing favorites... 


easy to relax in... Huber slippers. 
Practical too, for indoor chores... 


they're all leather with hard leather 






soles. Wonderful, for “after hours.” 





HUBER SLIPPER CO., INC. * AVISTON, ILL. 





















Cowbey boots that children will really go for. 
Just take a look at that authentic western de- 
Now's 


the time to jump into the saddle and ride that 


signing and all leather construction. 


prefit range by placing your order today. 


Ne. 8801 Brown with Beige Top 
Neo. 8802 Brown with Red Top 
No. 8803 White with Red Trim 


Intont’s Sizes Half 
{ntont's 48, Reguler Sires, 


i2 paty bate «8 ene etter combteation 
Samples on Request. 








IMMEDIATE DELIVERY 
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GERDA Footwear Co. INC 


158 DUANE STREET, 
"*SGERDAGRAM'' 


NEW YORK 13. WN. Y. 


FOR EXPORT 

















Tariff Cuts Involve $54 Million 
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on patent leather in whole hides or 
sheets. 

Regarded as the most comprehensive 
international instrument ever negoti- 
ated for the reduction of barriers to 
world trade in regard to the scope of 
its provisions and to the volume of 
trade which they effect, the agreement 
will be put into effect provisionally on 
January 1, 1948, by Australia, the 
Belgium-Netherlands-Luxemburg Cus- 
toms Union, Canada, France, the 
United Kingdom, and the United 
States, and by the other participating 
countries as soon as practicable. This 
must be done by June 30, 1948. Any 
nation may withdraw from the agree- 
ment, upon giving six months written 
notice, at any time after January 1, 
1961. 

Each participating country agrees to 
grant to the other parties to the agree- 
ment the reductions or bindings of 
tariff-treatment specified in the sched- 
ules of tariff concessions, and to ob- 
serve the rules laid down in the general 
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provisions in its commercial relations. 
Generally, concessions granted by the 
United States will not be limited to 
the 23 participating nations, but will 
apply to all American foreign trade 
under the most-favored-nation clause. 
American producers are also protected 
by an escape clause, under which a con- 
cession may be withdrawn or modified 
if imports increase so sharply as “to 
cause or threaten serious injury to do- 
mestic producers.” 

While tariff negotiations were con- 
ducted on a selective, product-by-prod- 
uct basis with the country which was 
a principal supplier of that product, 
each participating nation will receive 
the benefit of each of the concessions 
granted by all the nations. 

Of equal importance with the tariff 
concessions are the general provisions 
of the agreement which establish for 
the first time a generally accepted in- 
ternational code of fair treatment in 
commercial relations. 


Under these provisions, the most- 


favored-nation clause is incorporated in 
its unconditional and unlimited form. A 
blanket limitation of preferences, such 
as those maintained between the areas 
comprising the British Empire, is also 
included. These preferences may not be 
increased beyond levels in effect on a 
date prior to the agreement. The most- 
favored-nation provisions of the gen- 
eral agreement also extend to export 
taxes. : 

Other major portions of the general 
provisions are as follows: 

1—Internal commodity taxes which 
apply to imported products must apply 
equally to like domestic problems; in- 
ternal regulations in general may not 
treat imported products less favorably 
than domestic products; and any in- 
ternal quotas or “mixing” regulations 
must not restrict imports to an extent 
greater than they did on April 10, 1947, 
and must be subjected to negotiation 
for their further limitation or elimina- 
tion. 

2—Special transit duties or other re- 
strictions are prohibited and all regula- 
tions dealing with transit must be 
reasonable. 

3—Anti-dumping and countervailing 
duties are limited to specific purposes. 

4—“Actual” values must be used in 
assessing ad valorem duties. A suitable 
definition of “actual” value for customs 
purposes is also set out. 

5—Non-discriminatory treatment in 
the application of requirements for the 
marking of imported products to indi- 
cate their origin is also included. 

6—With very rigidly defined excep- 
tions, the use of quotas is prohibited. 

7—Balance-of-payments restrictions 
maintained at the time the general 
agreement comes into force must be 
gradually relaxed as the countries re- 
serve position improves and must be 
completely eliminated when the reserve 
position would no longer justify their 
maintenance. 

8—The principle of non-discrimi- 
natory treatment is also extended to 
quantitative restrictions. It is required, 
first, that any restrictions applying to 
imports from or exports to, any party 
of the agreement, must also apply to 
imports from, or exports to, all other 
countries. Second, whenever restrictions 
are applied they should preferably take 
the form of published quotas, specify- 
ing the amount or value of the par- 
ticular products involved which will be 
permitted to be imported during a 
specified future. Certain necessary ex- 
ceptions are included. 

9—Countries may not circumvent the 
rules regarding quantitative restrictions 
by resorting to exchange controls hav- 
ing the same effect on trade. 

10—State trading must be conducted 
on a non-discriminatory basis. 

11—Tariff concessions may be modi- 
fied after January 1, 1951, by obtaining 
the agreement of the country with 
which the concession was initially 
negotiated. 
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Review of the 
Retail Trade 


[CONTINUED FROM PAGE 98] 


close to that of last year, in some cases 
somewhat above. The demand is for 
dressy types, rubbers and slippers— 
sales of the last-mentioned being in- 
fluenced by the approach of Christ- 
mas. Practically all stores are stock- 
ing lines which can be sold at prices 
below those which it is necessary to 
get for shoes in hitherto regular lines. 

Novelties at Kay’s-Newport on Boy]l- 
ston Street include slingbacks with 
open toes of black suede with throat 





ornaments of gunmetal-finished leath- 
er, of suede edged with bright gold 
leather, and of black satin. 

The Joseph Antell store nearby is 
also pushing black suede heavily and 
finding it popular. There are ankle 
straps with ornamented throats and 
open backs with rosette-type throat 
ornaments made of perforated black 
suede. 

Stores with a more conservative 
clientele, such as the Treadeasy store 
on Boylston Street and the Solby- 
Bayes Company, on Tremont, report 
a consistent demand for smooth leather 
shoes, mostly pump types with some 
heavier oxfords for walking. The form- 
er finds ready acceptance of blucher 
oxfords at $12.95. 





Some clearance sales are being 
held. The Park Square Regal store is 
closing out at $3.95 a line of low 
wedge heel ankle straps and sling- 
backs*in black suede, smooth brown 
and black patent. And Barclay’s store, 
on Tremont Street, ordinarily carry- 
ing high price merchandise, is selling 
at $9.90 flats in black suede, black 
petent and colored reptile prints, as 
well as high heel strip pump types in 
black and brown. 

Colors other than black and brown 
are not moving fast in any of the 
stores surveyed. The bulk of the de- 
mand is for the more conservative 
shades which can be expected to carry 
through the Winter. 
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f How SURE can you be, when you've 

sold a customer a new pair of shoes, that 
f you'll ever see him again? 


You can be sure—9 times out of 10—if 
you sell Matrix shoes! For 9 out of 10 men 
who buy Matrix shoes come back for more 
—again and again and again. 

That’s because Matrix offers the unique 
feature “Your Footprint in Leather”—a sole 
that curves to the natural curve of the foot. 
Once a customer wears a pair of these mar- 
velously comfortable shoes no other shoe 
will please him. And his “footprints in 
leather” will lead him right back to your 
store time after time! 





your footprint in leather 


MATRIX SHOES 


THE HOUSE OF HEYWOOD, WORCESTER 4, MASS. . . . MAKERS OF MEN’S FINE SHOES SINCE 1864 













Month after month 
more than 1,000,000 


mothers* continue to be told 





CAVALIER LEATHER RENEW 
SAVES SHOES 


Mothers from coast to coast are finding out that 
there is nothing like Cavalier Leather Renew for 
protecting and renewing their children's scuffed and 


faded shoes. 


Wise shoe dealers who display Cavalier are 
capitalizing on this demand. 

Cavalier Leather Renew available now in a full 
range of colors, at your favorite wholesalers. 


*readers of Parents’ Magazine 






CAVALIER COMPANY 
BALTIMORE 30, MD. 











West Coast Show 
A Buying Event 


[CONTINUED FROM PAGE 88] 


of the position which the all-white shoe 
will play this coming season, because 
of the many colors which will be used 
in both sports and afternoon clothes. 
Spectators were nowhere as popular as 
formerly because of the swing to more 
colorful footwear. 

Opening the show at the Saturday 
luncheon, President Carl Winneguth 
chose the subject of Americanism as the 
dominant theme, with Dr. John R. 
Lechner delivering a talk in which he 
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said in part, “Communism, without 
question, is the most imminent and 
serious threat to free government, free 
economy, and personal liberty in 
America. It is waging war against 
the established institutions of this 
country. Its strategy of conquest is an 
exact counterpart of the Soviet strat- 
egy for aggression in Europe and Asia. 
If the Americans can be given a true 
picture of Communism, its operations, 
its methods, and the future it holds for 
our people, confusion would end, and 
virile action would take the place of 
indecision.” 

Following in somewhat a similar 
vein, Nelson S. Welburn, head of the 
National Speaker’s Bureau of the 


American Legion, appealed to the shoe 
men who filled Hotel Biltmore’s Grand 
Ballroom during the luncheon to be 
alert to the invidious attempts which 
are being made to change the estab- 
lished American economy. 

At the Tuesday evening dinner dance, 
President Winneguth introduced many 
of the guests who were present. Trib- 
ute was paid to Frank G. Foster, con- 
vention chairman, and to the Associ- 
ates’ permanent secretary, Dave Kline- 
smith, for their work in presenting the 
show. Harry R. Terhune, Boot AND 
SHOE RECORDER’Ss West Coast manager, 
was awarded the President’s Cup for 
the work he has done the past year 
in furthering the welfare of the 
W.C.S.T.A. 





William S$. Allen, of Portersville, Cal., 

right, president of the California Shoe 

Retailers’ Association, chats with Presi- 
dent Winneguth. 


In making the address of the eve- 
ning, W. W. Stephenson, executive 
vice-president of the National Boot and 
Shoe Manufacturers’ Association, said 
in part: 

“I am convinced that all of us will 
be better off mentally and financially if 
we forget, insofar as possible, the like- 
hhood of shoes going upward or down- 
ward, and if we turn our attention to 
careful merchandising and intelligent 
selling as a substitute for ‘the market 
jitters’. 

“I wonder if current shoe prices 
really justify the emphasis we have 
placed on them. Prices are relative to 
the value of money and the amount of 
it in circulation. All of you know 
what you were getting for shoes in 
1939. Six dollars and fifty cents would 
buy a good shoe. The same shoe today 
probably sells for ten to eleven dollars, 
or an increase of about 60 per cent— 
but—in 1939 consumers spent, after 
taxes and savings, 67% billion dollars 
as compared to approximately 160 bil- 
lion which will be spent in 1947. After 
allowing for a slight increase in pairs 
in 1947 over 1939, shoes are not as 
high relatively as we have been in- 
clined to believe. 

“It seems to me that manufacturers 
and retailers alike are inclined to apol- 
ogize for rtaher than to defend the 
current levels of shoe prices. When 
we compare the cost of producing and 
selling a pair of shoes and the value 
the ultimate consumer receives, with 
other goods and services, it is astound- 

[TURN TO PAGE 106, PLEASE] 
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mm || FURNITURE 


ASG ‘a. “SETS THE STAGE FOR SELLING” 
i» BOSTONIAN’S 


DRAMATIC, NEW CHICAGO STORE 






LocaTED at 60 East Monroe Street, in the heart of Chicago’s Air Crossroads of America, 
is the new Bostonian Store, Sales Office and Merchandising Laboratory. Retailer's dream 
store, modern, bright and spacious, it was built to tomorrow’s specifications, and J.G. 
Furniture was the natural selection of architect Morris Lapidus. In no other branch of 
retailing does furniture play so vital a part as it does in selling shoes. Your customers 
pass final judgment while seated examining the shoes you have fitted. Distinctive J.G. 
furniture, comfortable, relaxing, and in the same good taste as the shoes you sell, is con- 


ducive to customer approval. It sets the staze for selling. 

—_— 

ee te? 

y \ F i ~ N iT | RE J. G. MAKES THE FURNITURE THAT MAKES THE SALE. 
Write for Attractive Foider of Styles. 


COMPANY, INC. 
MANUFACTURERS 
SHOWROOM 318 EAST 32nd st., New York, N.Y. OFFICE ann FACTORY 102 KANE STREET, BROOKLYN, N. Y, 
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1070 MERCHANDISE MART 


skin market has been supported by a 
demand sufficient to absorb all avail- 
able materials, leaving no hides or 
leather to back up and cause sellers 
to seek outlets at lower prices. 

“So far in 1947 we have made every 
pair of leather shoes which could be 
made from the materials available. 
Consumer spending for shoes during 
1947 has been maintained at a rate suf- 





Dr. John R. Lechner, executive director 

of the Americanism Educational League, 

delivered an address at the Saturday 
noon luncheon. 





NEW YORK 1, N.Y. 


CH 54, ILLINOIS 














West Coast Show 
A Buying Event 
[CONTINUED FROM PAGE 104] 


ing that any member of the industry 
could be fearful of unfavorable con- 
sumer reaction. 

“I recognize that some of the re- 
sponsibility for aggressively defending 
shoe prices and shoe value falls on the 
national Associations and the national 
advertisers. At the same time, I want 
to point out that the retailers them- 
selves, in personal contact with the 
public, can exert a powerful influence 
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in developing a true appreciation for 
good footwear and good service. 
“Probably the most important rea- 
son for advances on our raw materials 
is the inflationary spiral in which our 
whole economy is involved. Hides and 
skins merely have kept pace with other 
basic commodities, which simply is an- 
other way of saying that money today 
has a greatly reduced buying power. 
“One reason it is impossible to pre- 
dict the future trend of shoe prices is 
that none of us know when these in- 
flationary influences will be abated. 
Aside from general inflation which has 
affected all commodities, the hide and 


ficient to keep a strong pressure on the 
hide and leather markets, and the re- 
sult of this has been a state of fine 
balance between the supply of ma- 
terials, the production of shoes, and 
consumer demand. It would be easy to 
conclude that consumer spending has 
reached a peak and that higher shoe 
prices which shortly will appear in the 
retail stores will sharply reduce pair- 
age sales. tions inflation, how- 
ever, will ore dollars in circu- 
lation and some of the recent increases 
which in themselves represent infla- 
tion, may be absorbed by the general 
inflationary conditions throughout the 
country.” 


Cite Low Cost of Interior 
Decoration in Children’s Shop 


Fr. Prerce, Fra. — The Kiddieland 
Bootery, a children’s shoe shop, was 
opened here recently at 135 N. 2nd 
Street, as a branch of the Ft. Pierce 
Shoe Store, by Mr. and Mrs. Jack Lieb- 
man. 


Originally a gift shop, the store was 
in four days transformed into a bright 
modern child’s fairyland, with a mini- 
mum of expense, according to the own- 
ers. Walls were painted a pale pink 
and large storybook figures drawn on 
them — Cinderella and her pumpkin, 
the seven dwarfs, a cow jumping over 
the moon, a fiddling cat and a laughing 
dog. A small slide and several swing- 
ing chairs were installed to engage 
youthful attentions. For fitting, a long 
wall seat, covered with a washable 
leatherette, is used to supplement steel 
frame and leather chairs. Carpeting 
is of a dark, candy-striped design. 


Mr. and Mrs. Liebman cite their new 
store as a good example of attractive 
and economical interior decoration. 
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Shoe Styles Are Shaping 
Up for Spring 


[CONTINUED FROM PAGE 69] 


From all we hear, women are not 
through with sling pumps, with open or 
closed toes, many with ornaments. They 
still want classic sandals with instep 
straps, as well as ankle straps. They 
certainly are still buying both high and 
flat heels, many of the latter on wedges, 
and they still want platforms. More 
women are including plain closed 
pumps, on both high and low heels, in 
their shoe wardrobes. At the same 
time, many are still buying pumps 
lightened with cutouts and open backs 
or toes. They still like moccasin treat- 
ments on tailored types. The style- 
conscious women in search of the new 
are looking for high-riding patterns, 
many opened-up but a certain number 
entirely closed. 


New Florsheim Location 
Will Be Over River 


RocHEsTER, N. Y.—The new Flor- 
sheim Shoe Company, Inc. store in Ro- 
chester will be squarely over the Gene- 
see River, according to recently an- 
nounced plans. 

This city’s Main Street, running 
east and west, is bisected by the north- 
bound Genesee, and for scores of years 
the Main Street bridge has been “in- 
visible” from the street, since stores 
and office buildings line both sides 
right over the river. 





When Shoe Men 
Get Together 





Morris Goodman, president of Air Tred 

Shoe Company, shows his line to buyers 

at a recent show. Left to right: C. A. 

Gleason; Mr. Goodman; Fred Schmidt 

of Schmidt's Shoe Store, Pittsburgh, Pa.; 
Guy Small. 
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SHOE MANUFACTURING CO. 


special construction features give 
CHILD LIFE SHOES their fine fitting. 
posture-promoting and comfort qual- 
ities. You'll find CHILD LIFE SHOES 
to be business builders. unusual profit 
producers. and a top-notch feature 
line for your children’s department. 


Scientifically de- 
signed to correctly 
support the metotor- 
sal heeds ond align 
them for proper foot 
function. 











Plenty of room 
for all five toes 
to function nor- 
mally ond grow 
straight. 


Wedged Hee! ond 
Counter designed 
ond constructed to 
help prevent pre 
nation or eversion 


Ficot forepor*, ex- 
tra width ot the 
bol! for ecse in 
treading . . no 
crowding or pinch- 
ing. 








MILWAUKEE 10, WISCONSIN 
GOODYEAR WELTS EXCLUSIVELY 





Florsheim’s projected new location, 
at 74 Main Street East, is in the center 
of the north side of the river span. 
The store is expected to move there in 
March, 1948, from its present location 
at 139 Main Street East. 

The move was made necessary by the 
purchase of the present store property 
by Bond Stores, Inc. 

The new site formerly was occupied 
by an old business block, one of sev- 
eral gutted by flames in November, 
1940, in a $300,000 fire. Some of that 
fire area has been rebuilt. Abe Hur- 
witz, 125 Hudson Ave., is going to 


build a two-story, modern, fireproof 
mercantile building at 74 Main East 
and Florsheim will occupy one of the 
two store areas in it. 

Thomas J. McGuire will continue as 
manager of the branch subsidiary of 
the Chicago chain. The store will be 
21 feet wide by 80 feet deep and will 
be finished with a modern exterior and 
interior. 

Florsheim has been in its present lo- 
cation 13 years, and it and its prede- 
cessor, the Van Deventer Shoe Co., oc- 
cupied a 98 Main East site for at least 
30 years. 
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707 BROADWAY 





Our Modern Factory Is Now In Full Production And We Are 
Ready To Supply You With A Complete Line Of Fine 
Leather Sandals For Men, Women and Children. 


Catalog Showing New Styles and Prices 
Available On Request 


NEW YORK 3, N. Y. 
FORMERLY LION LUGGAGE CO. 








A fast moving number for the 
fall season. 











The Retail Outlook for 1948 


National Shoe Manufacturers Asso- 
ciation and the National Shoe Retail- 
ers Association. There is a fine mu- 
tual understanding between these two 
great national associations and they 
are staffed by extremely competent 
full-time officials. We must look to- 
ward these sources as well as our re- 
gional and local groups, for leader- 
ship and guidance in this confusing 
period. 

George B. Hess 

N. Hess’ Sons, Baltimore, Md. 
President—Nationak Shoe 


Retailers Association. 
* * * 


RECESSION COMING 


THE business and fashion pictures 
are not pretty. With prices spiraling 
and our pairage off 20 per cent from 
last year, I can only predict that 
business will continue to fall off in 
1948. I feel that the beginning of 
the end is coming—that the recession 
will be upon us before long. I, for 
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[CONTINUED FROM PAGE 90] 


one, welcome it, and I'd say the 
sooner it comes the better, for it will 
be the only way to stop inflation. 


Just when this crisis will hit us | 
would be foolish to prognosticate, 
but I will hazard the guess that the 
worst crisis will come just after Eas- 
ter, when we shall witness definite 
signs of a recession. From now until 
Easter we figure that business will 
not take a disastrous slump, which 
will be partly due to the fact that we 
have a number of shoes on hand at 
old prices. 

It is my feeling that retailers should 
exercise extreme caution in their buy- 
ing; that they should buy just 30 
days ahead, keep their stocks as lean 
as possible, and try to cover the field 
as well as they can but not in every 
item. That is the procedure we are 
following in order to avoid mark- 
downs. 

I am also convinced that even if 
prices were right, our volume would 
still be off considerably from last 
years. Why? Shoes do not have a 
new enough feeling. They are not 
as stylewise as the new clothes. Re- 
tailers and manufacturers alike lack 
the courage to get into new fashions 
in footwear. 

Although pairage in general is off, 
some of our departments are show- 
ing an increase over last year in 
units; notably, walking shoes, play 
shoes, welts, and arch types. But in 
our fashion departments, business is 


continuing on the downgrade, even 
though we are entering the Christmas 
buying season. 

When it comes to fashions, our 
buying is certainly different from 
what it was last year. We feel that 
pastels are going to be well accepted, 
and we'll start selling them early in 
January. I am buying draped kid- 
skin in dark and bright colors as 


well as in pastels. 
Women want heels that are very 


high or very low. Thus, we have had 
a big run on flats. It looks as if the 
demand for flats is here to stay for a 
while, so we are stocking them heav- 
ily for Spring. The graceful high heel 
pump or sandal is another popular 
model again because the new fashions 
demand it. 

How are we meeting the problems 
of shrinking pairage and consumer 
resistance to higher prices? We are 
buying fewer shoes and buying them 
more often. We are keeping our 
stocks as lean as possible and we are 
going to market four times a year. 
We are trying to offer better service 
to our patrons. We are revamping 
most of our departments. We are 
trying to make our window and in- 
terior displays more interesting. We 
know we have a tough fight ahead, 
but we are going to tackle it by giv- 
ing our patrons the best we know 
how in the way of service and mer- 
chandise. 

William Gude 
Gude’s, Inc., Los Angeles, Cal. 
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WINDOWS THAT SELL SHOES! 


Sparkling-clear, Plexiglas shoe display sets 
produce more sales. 





25 pieces complete 








Write for catalog “MODERN DESIGN ON DISPLAY" 
Representatives in Principal Cities 
ROGER KENT COMPANY... PLcstios 
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Editorial Outlook 
[CONTINUED FROM PAGE 53] 


best of their ability to make full utilization of new ma- 
chinery, methods and procedures which will enable them 
to streamline their operations, increase productivity, 
lower costs and counteract the current trend toward 
higher costs and higher prices, with its paralyzing effect 
on sales. 

It will be argued that the shoe industry is doing all 
of these things, or striving to the best of its ability to 
do them. That unquestionably is true, but by the same 
token the shoe industry is not, and never has been, a 
static industry. Shoe people have tried hard and done 
well in 1947. But now is no time to grow weary in well 
doing. The best that has been accomplished up to now 
isn’t quite good enough. There is still a good deal of 
lost motion and inefficient operation in the marketing 
and merchandising of shoes. 

The situation that confronts the shoe industry at the 
beginning of 1948 is serious but in no sense hopeless. 
The shoe trade, apparently, is one of the first to experi- 
ence a slackening of demand for its products due to 
higher prices. Contrast this with the situation in the 
automobile industry, where the unit sale is very much 
higher but where demand holds up to a level that is 
seemingly insatiable. It will be difficult to make shoes 


as attractive in the minds of customers as automobiles 
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are, but they render a service fully as important. Com- 
plete shoe satisfaction can contribute fully as much to 
the health, happiness and efficiency of the individual as 
the possession of a motor car, and it can be achieved 
on a much smaller expenditure. The public needs to be 
taught the high place that shoes should hold in the scale 
of relative values. There is an essential job of selling 
and promotion to be done by shoe manufacturers and 
merchants in 1948. 


Manufacturing and Markets 
[CONTINUED FROM PACE 100] 


the nation. This was due in part to depleted inventories 
brought on by rationing during the war years. But in- 
ventories have been greatly built up this year and manu- 
facturers are hesitant to estimate the production level dur- 
ing the coming year. They feel that they may have the 
answer in January or February. This is the period, they 
point out, when delivery will be made on early Spring 
shoes, and it will enable them to get the reaction of the 
consumer to the round of price increases put into effect 
about sixty days ago. 

Leather purchases are continuing to be made on a 
cautious basis as producers are fearful of being caught 
with large stocks of leathers if the market should break. 
If the leather market continues in the direction it has been 
going, however, some industry spokesmen say, wholesale 
prices may have to be advanced again despite the re- 
luctance to such a move at both the manufacturing and 
retail level. 
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Yes, you and the England-Walton FIBRE-SORTING 
expert are both looking at leather cross-sections. For you, 
they’re greatly magnified to show the fibre structure — 
but his trained eye needs no aid. 

In the photomicrographs, note that sections A and B 
are a lot alike in fibre structure, while C is very different. 
The England-Walton craftsman sees this instantly — 
just by looking at the cut edges. So, he pairs A and B and 
finds a matching sole for C. 

That’s how England-Walton soles are FIBRE- 
SORTED — accurately matched for flexibility and 
longer, more even wear. And that’s why, with England- 
Walton fine sole leathers, you can line up steady repeat 
business — by providing the extra value that makes a hit 
with today’s bargain-minded shoe-buyers. 


He Sees 


HERE 






England-Wallon 


FIBRE-SORTED 
SOLES 


Cut soles and sole leather 
Pure oak bark tanned 


England-Walton Division 
A. C. LAWRENCE 
LEATHER COMPANY 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Predicts Heavy Hide Imports in 1948 





Schnitzer Tells Hide Association Present Abnormal Conditions Will 
Not Last Through Coming Year. Large Argentine Hide Imports 
Expected. Others Speak at National Meeting. 


Cuicaco, ILL.—Julius G. Schnitzer, 
chief of the Textile and Leather Di- 
vision of the United States Department 
of Commerce, estimates that approxi- 
mately 600,000 Argentine hides will 
reach our shores by January 1, and that 
400,000 more will have arrived in the 
U. S. by the end of the first quarter 
of 1948, 


Speaking to the National Hide Asso- 
ciation, in annual session at the Palmer 
House, Chicago, on December 3, Mr. 
Schnitzer told the 100 members in at- 
tendance that for the first time this 
country will export about a half million 
hides in 1947. However, he advised the 
hide men to view the facts in perspec- 
tive,.and predicted that conditions in 
the hide industry would be nearer nor- 
mal a year from now. Mr. Schnitzer 
based his claim on the fact that indica- 
tions point to a possible importation of 
approximately 2,000,000 hides next 
year, which will only be a half million 
hides short of the two and one-half 
million hides imported during prewar 
years. 


Mr. Schnitzer added that the United 
States formerly produced about 16 and 
one-half million hides annually. “We 
are not ordinarily an exporting nation 
when it comes to hides. In fact, this is 
the first time to my knowledge that the 
United States engaged in hide exports. 
The present situation is definitely ab- 
normal. In my opinion, the present 
somewhat confused picture will clear 
up considerably during the next 12 
months, and the industry will find itself 
operating on a more normal basis.” Mr. 
Schnitzer’s address keynoted a lively 
two-day meeting of NHA, which con- 
cluded with a 25 per cent increase in 
membership. 

“There are in the neighborhood of 4 
million hides of all types in Argentine,” 
Mr. Schnitzer asserted. “According to 
our estimates, the world cattle total was 
711 million head on January 1 of the 
present year. This is only slightly 
under the average total recorded for 
the years 1936 through 1940, and rep- 
resents a decrease of but one per cent. 
Current sheep numbers are estimated 
at 716 million head, which represents 
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Dates to Remember 


Warm Weather Opening, Guild of Bet- 
ter Shoe Manufacturers, at Members 
Show Rooms, New York City. 

Week of January 5, 

Monthly Shoe Show, Shoe Travelers As- 
sociation of Chicago, Morrison Hotel, 
Chicago, Ill. January 18, 19, 20, 21, 1948 

Convention and Shoe Mart, Middle At- 
lantic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia, 

Pa. Januery 25, 26, 27, 1948 


National Shoe Fair, Palmer House, 
Morrison and Stevens Hotels, Chi- 
cago, il. April 26, 27, 28, 29, 1948 

Semi-Annual Shoe Show, Northwestern 
National Shoe Travelers Association, 

St. Paul Hotel, St. Paul, Minn. 
May |, 2, 3, 4, 1948 

Fall Shoe Show, Southeastern Shoe Trav- 
elers, Hotel Sheraton, Augusto, Ga. 

May 2, 3, 4, 5, 1948 

Fall Shoe Show, Pennsylvania Shoe Trav- 
elers Association, William Penn. Hotel, 
Pittsburgh, Pa. May 8, 9, 10, I1, 1948 

Michigan Annual Summer Shoe Fair, 
Michigan Shoe Travelers Club, Hotels 
Pantlind and Morton, Detroit, Mich. 

May 16, 17, 18, 19, 1948 


z 





a decline of only approximately 6 per 
cent from the immediate prewar years, 
a large part of the decline being in the 
United States.” 

Having some practical bearing on the 
expectation of substantial imports of 
Argentine hides was a statement by Ira 
D. Clarke of the Hides, Tanning Ma- 
terials and Leather Division of the U. S. 
Department of Agriculture, that certain 
bacteria grow on solid salt, the more so 
on sea salt. While slow growing, Mr. 
Clarke pointed out, nevertheless, they 
some times leave stains, not always 
removable in tanning processes. He also 
called attention to the heat across the 
equator as a very important reason why 
hides coming from the Argentine should 
be fully protected against bacteria. 
“These grow rapidly on fresh hides,” 
Mr. Clarke said, “and prompt salting 
is necessary if hides are to escape the 
dangers of the bacteria menace.” 
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Says Shoe Output Exceeds 
Present Retail Sales 


PITTSBURGH, Pa.—Stating that the 
production of shoes this year will ex- 
ceed the pairage being sold now in the 
United States by 45 million pairs, L. E. 
Langston, secretary of the National 
Shoe Retailers’ Association, speaking 
to a meeting of the Pittsburgh Shoe Re- 
tailers’ Association here on Dec. 5, said 
interest must inevitably center on the 
demand for shoes at retail rather than 
current temporary shortages. 

Mr. Langston said shoes are being 
made at a rate of 465 million pairs a 
year and being sold at retail at a rate 
of not more than 420 million pairs. 

“The most accurate information I 
can obtain does not indicate any un- 
favorable trend in the general hide and 
skin outlook,” he said, pointing out that 
the 1947 supply was large enough to 
maintain a record production of leather 
shoes. It was his belief, Mr. Langston 
said, the total supply for 1948 would 
be as great as in 1947, with a possible 
decrease in domestic calfskins being 
supplemented by increasing imports. 

Advising retailers to buy cautiously, 
Mr. Langston defined the crucial] shoe 
retailing question as “How long are 
current price trends going to continue 
—will they go higher or will we see a 
reversal of their direction before long?” 
and went on to say that the final de- 
cision will be made by the public. 

It was pointed out that the new 
higher prices had not yet reached the 
public, but already inventories were 
high and declines in unit sales were ap- 
parent. “If sales have been compara- 
tively slow up to now, what will they be 
when the consumer finds that shoes have 
been advanced further?” Mr. Langston 
asked. 


Tie Nuptial Knot in 


Shoe Department 


ATLANTA, GA.—Ralph C. Dover, 26, 
of Acworth, Georgia, and Evelyn 
Grace Cooper, of Atlanta, Georgia, 
were married recently by the Rev. W. 
H. Dameron in the shoe department of 
a department store at Marietta Street 
and Bankhead Highway, N. W.., here. 

The explanation for the novel mar- 
riage setting was that the Rev. Da- 
meron is a clerk in the store and, since 
the coupled wanted to get married on 
Saturday, he didn’t feel like he could 
take off for a wedding on such a busy 
day. The couple were married in front 
of a shelf of shoes and shoe boxes. 











Window Displays New Feature 
Of Foot Health Week in May 


ROCKLAND, Mass.—Plans are under- 
way for the 23rd annual National Foot 
Health Week, May 22 to 29, it has been 
announced. A new feature of this 
year’s event will be foot health window 
displays. The Week will also feature 
radio talks and school foot health pro- 
grams, emphasizing to children the im- 
portance of better foot care and foot- 
wear to health and physical activities. 

The Week is sponsored by the Na- 
tional Foot Health Council, Dr. Joseph 
Lelyveld, chairman, Rockland, Mass. 
Material for shoe stores will be sent 
to those who write to the Council, to- 
gether with the Week’s program. 





Adds Two Women’s and 
Children’s Shoe Departments 


Kansas City, Mo.—Two more wo- 
men’s and children’s shoe departments 
have been opened in ready-to-wear 
stores in Independence and Jefferson 
City, Mo., by the David H. Pittell 
Company, of this city, it was an- 
nounced recently by Brad Shear, vice- 
president. 


The new additions bring the total 
number of departments to seven, ac- 
cording to Mr. Shear, who also revealed 
that plans for three more to be opened 
in the Spring are being formulated. 

The two departments are located at 
Gellen’s, in Independence, and Fein- 
stein’s, in Jefferson City. 





Coral Shoe Salon 
Opens in Miami Beach 

MIAMI BeacuH, FLA.—Opened recent- 
ly on one of Lincoln Road’s most prom- 
inent corners in the center of the Miami 
Beach fashionable ready-to-wear sec- 
tion, the Coral Shoe Salon features high 
style women’s shoes against a back- 
ground of vivid tropical color and mod- 
ern store design. 

Facing Lincoln Road at a 45 degree 
angle, a maximum window display area 
is provided for luxurious floral shrub- 
bery and plants which form the motif. 
Also employed in the window are statu- 
ettes, simulated oak leaves and sus- 
pended pallettes. The interior is fur- 
nished with plush lounging chairs and 
settees and an abundance of mirrors to 
reflect a color-scheme of chartreuse and 
grey, Royal blue and Coral red. 

Daniel D. Rosen is the manager. 





September Production Continues Rise 


WASHINGTON — Footwear output in 
September totaled 41 million pairs, ac- 
cording to the Bureau of the Census, 
Department of Commerce. Production 
was 5 per cent more than the 39 million 
pairs manufactured in August, but was 
2 per cent less than the September, 
1946, output of 42 million pairs. 

Shipments in September totaled 42 
million pairs, valued at $155 million, 
an average price of $3.72 per pair 
shipped. In August, shipments totaled 
40 million pairs, valued at $148 million, 
and in September, 1946, shipments to- 
taled 42 million pairs, valued at $137 
million. The average price per pair 
shipped in August was $3.68, and in 
September, 1946, shipments averaged 
$3.24 per pair. 


Compared with the August output, 
all kinds of footwear showed increased 
production in September, except youths’ 
and boys’ shoes, which declined 1 per 
cent. Shoes, sandals, and playshoes for 
women, comprising 50 per cent of these 
types of footwear produced in Septem- 
ber, totaled 18 million pairs, 3 per cent 
more than in August. Men’s shoe pro- 
duction in September, showing an in- 
creased output of 4 per cent, totaled 9 
million pairs. Slippers for housewear 
totaled 4 million pairs, 15 per cent more 
than the August production. 

Comparative production figures for 
September and August, 1947, and Sep- 
tember, 1946, and the per cent of 
change are shown in the following sum- 
mary: 











Percent of Change 
Production September 1947 
. (thousand pairs) Compared With 
Kind of Footwear 
Sept. 1947 Angust 1947 Sept. 1947 August Sept. 
(preliminary) (revised) (revised) 1947 1946 
Shoes and slippers, Total....... 40,921 38,982 141,651 5.0 - 1.8 
Shoes, sandals,-and playshoes...... . 36,099 34,735 35,441 3.9 1.9 
rere 8,809 8,449 8,103 4.3 8.7 
Youths’ and boys’............... 1,587 ,607 1,629 — 1.2 — 2.6 
omen’s yeabadeseshevouvccswess 18,124 17,548 19 ,037 3.3 — 4.8 
MONT ov vc ccesvcsdccscccccesee 2,360 2,231 2,044 5.8 15.5 
ee eR as wa decimate 2,151 2,040 1,836 5.4 17.2 
Infants’ peaten ces Mle ee cetdcccese 1,692 1,659 1,705 2.0 -— 0.8 
i urentaldeséns 400a6cteasar 1,376 1,201 1,087 14.6 26.6 
Gippes for housewear............ 4,217 3,676 5,681 14.7 —25.8 
SL nidith. btn hiibdcentaonede 394 363 330 8.5 19.4 
ROS 211 208 199 1.4 6.0 




















Minus sign (—) denotes decrease. 


' Includes 140,000 pairs of shoes made on Government contract. 
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Predicts Heavy Hide 
Imports in 1948 


[CONTINUED FROM PAGE 111] 


“Common salt has long been used for 
preserving hides, skins, meat and many 
other products. It is quite effective in 
preventing rapid decay, but will not 
stop the growth of certain types of 
bacteria and molds. For this reason, ef- 
forts have been made to find some 
chemical or chemicals that might be 
added to salt to increase its preserv- 
ative action for hide curing. 

“Fundamental studies of the ultimate 
structure of hides and skins are being 
made,” Mr. Clarke said, “using an 
electron microscope by means of which 
photographs can be obtained at mag- 
nifications of 60,000 or more. Practical 
applications to curing have not yet de- 
veloped from this work because it is 
relatively new. 

Lewis B. Jackson, director of the 
Hide Bureau of the Tanners’ Council 
of America, stressed the necessity of 
producing quality hides. “Do not think 
for a moment that the tanner does not 
take into consideration yields when he 
purchases hides. A dealer or a packer 
who tries to ship hides in poor condi- 
tion in the belief that he can get away 
with it is making a serious mistake. He 
will find out that the supplier who gives 
good delivery gets the preference at 
the same price on a fast market and 
gets the business on a slow market at a 
better price. Good deliveries and good 
quality pays dividends to the seller as 
well as the buyer.” 





A WORTHY CAUSE 


—The National Foundation for Dis- 
abled Feet, formed recently by 
the National Shoe Manufacturers’ 
Association, will be supported en- 
tirely by voluntary contributions. 
An appeal hos already gone out 
to members of the shoe industry 
to share in the fine work of this 
institution. 

—The organization is strictly non- 
profit, and has been developed 
to supply shoes for those with de- 
formed or disabled feet at prices 
which are strictly within their 
means. 

—Contributions from shoe people 
will help to keep the Foundation 
on a self-sufficient basis. 

—We urge readers of BOOT AND 
SHOE RECORDER to count the 
Foundation among their particu- 
lar charities. Any funds which 
you give will be used to help those 
with foot abnormalities to lead 
useful and happy lives. 

—This is, indeed, a worthy cause! 


President 
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Interest Tops Buying | 
At Mid-West Shows | 


Reports from shoe shows held re- 
cently in three states, Missouri, Ne- 
braska, and Ohio, highlight the increas- 
ing reluctance of retailers to operate 
on any but the most conservative buy- 
ing policies. While the shows were 
generally of relative good size, in 
comparison to former years, and sup- 
ported by good attendance, there was 
none of the active ordering which marks 
the business “success.” 

At all three of the shoe shows—the 
Ohio Shoe Travelers, Central States 
Shoe Travelers and the Midwestern 
Shoe Travelers—officers of the sponsor- 
ing organization were elected for the 
ensuing year. 


Ohio Shoe Travelers 


CINCINNATI, O. — The Ohio Shoe 
Travelers Club held its semi-annual 
directors’ meeting at the Hotel Gibson 
prior to opening the Spring Shoe Fair 
held at the Hotels Gibson and Nether- 
land Plaza here. 








DICK BARNES 


Officers present were M. C. Swan, Co- 
lumbus, Ohio, president; Dick Barnes, 
Granville, first vice-president; Elroy 
Beil, Cleveland, second vice-president; 
and Bob Newcomb, Toledo, secretary- 
treasurer. 

At the election of officers and direc- 
tors, Dick Barnes was moved up to the 
position as president of the group, 
while Mr. Swan was made chairman 
of the board of directors. 

Other new board members were 
elected as follows: Larry Minor, Co- 
lumbus, for a term of three years; Wal- 
ter Skinner, Columbus, for three years; 
Sam Grossman, Columbus for a term 
of two years; Elroy Beil, Cleveland, 
for a term of two years; and Max 
Kraus, Cincinnati, for a term of one 
year. 

At the Ohio Shoe Travelers Fair 
itself buyers examined some 200 lines. 
According to a consensus of opinion, 
attendance was fair, and buying was 
in line with the general situation in 
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SWUC FOUU CLOGS and 


SANDALS forMEN 


CLOGS tan .. . $1.75 
black $1.50 per pair 
SANDALS tan..$2.00 
black $1.75 per pair 


of high prices. 


popular range of men’s 


Established 1896 





the Sale Is Hard To Make. 
composition, their snug comfortable fit, their weight so light he 
can’t tell they ‘are on his feet. For the final clinches in these days 





MOLDED IN 
ONE PIECE 


A Prefitable 
Line Te Retail 


DESIGNED TO SELL THE MAN 
WHO “Won't Wear Rubbers” 


© The customer who habitually wears rubbers will buy SNUG-FITS 
on first sight. 
© But you will really appreciate SNUG-FIT clogs and sandals when 


Let the customer fee] their live rubber 


Tell him how a new method of manufacture enables you to sell 
them at their exceptionally low price. 

You have made that extra sale that means extra profits and, what's 
more, you know he wil] be back for SNUG-FITS again. 
Remember you need only stock THREE SIZES to cover the 
shoes. 

ORDER A STOCK FROM YOUR SNUCG-FIT DISTRIBUTOR TODAY. 


TINGLEY-RELIANCE RUBBER CORPORATION 


RAHWAY, NEW JERSEY 





today’s market. The buyer, like his 
price-conscious public, became highly 
selective. There was a good demand 
for shoes in the $9.95-$16.95 price 
bracket. 

There was noticeable contrast to the 
situation last Spring. At that time, 
chain store buyers didn’t buy their re- 
quirements as they should have, while 
the small merchant did the heavy plac- 
ing of orders. This time the larger 
buyers appear to have more confidence, 
have done the heavier buying while the 
smaller merchant has been more hesi- 
tant. 

Events at the Fair, including a ban- 


quet and a bowling contest, rolled 
smoothly, thanks to the maneuverings 
of the Cincinnati Show Committee com- 
posed of the following representatives: 
Max Kraus, Frank Weber, Bert Jack- 
son, Isador Seigel, Wallace Holzman, 
Alfred Springer, Lester Marks, E. C. 
Horn, Milt Rubinson, J. T. High, Henry 
Momper, Ernst Eichelberger, Phil Ham- 
burg, and Florence Guenzer. 


Midwestern Shoe Travelers 


OMAHA, NEB.—Buyers generally were 
cautious at the Spring show of the 
Midwestern Shoe Travelers, held in the 

[TURN TO PAGE 120, PLEASE] 
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High and Cuban 


$5 ,00 war 





WRAP-UPS 


TWO MORE WINNERS 
— IN STOCK — 
Genuine Full Grain Calf Skins 


SEND FOR SAMPLES 


Heels Black & Brown 
Black & Brown ~ eee 
N 5!/A to 9 5 to 

M 4 to ? M3 to? 


SHANE SHOE CO. 


High Heel Only 


$6 ,00 ead 





Also in Black Suede 



































Merchandise Aggressively,Watch Purchases 


76 Reade St. New York City 





Advice of NSRA to Merchants in 


View of Present Uncertain Condi- 


tions, Declared Unparalleled Since 1920 


Commenting on current conditions 
in the shoe trade, the National Shoe 
Retailers Association, in its November 
membership bulletin, National Foot- 
wear News, observed that while there 
have been quite a few occasions in re- 
cent years when shoe retailers were 
confused and uncertain, “none of those 
times holds a candle to the bewilder- 
ment now in evidence on all sides.” 


“Not since 1920 has the industry been 
faced by equally trying, dangerwus and 
uncertain conditions,” the bulletin goes 
on to say. “If there was ever a period 
when business had to watch its step, 
this is it. 

“Does anyone know what the eco- 
nomic and business trend is today? 
The pros and cons of optimists and 
pessimists clash all over the lot; many 
businessmen have simply stopped trying 
to guess. They have figuratively 
thrown up their hands, unable to see 
more than a few days ahead. Markets 
and sentiment have shifted so rapidly 
this year that facts and logic seems 
to count for little, and once again the 
idea is expressed—‘Maybe this is a 
new price era, a new economic plateau.’ 
Similar opinions were heard in 1920 
and in 1929. 

“The atmosphere in recent weeks has 
indeed been reminiscent of early 1920 
when nothing seemed on the horizon to 
stop the upward market whirl. Many 
people have said that it could never 
happen again, that business was too 
keen and sophisticated to be caught in 
the trap of over-extended price levels 
and shrinking demand. Perhaps the 
failure to witness expected recession 
earlier this year has dulled the edge of 
caution and removed much business ap- 
prehension. But the shoe retailer can- 
not afford to ignore facts or to swallow 
hasty conclusions. 


“Unfavorable retail volume during 
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July and August was followed by a 
sharp pick-up around the middle of 
September. Business spurted until the 
second week of October and then began 
tapering off. Weather seems to have 
caused the gain and also to be respon- 
sible for the letdown. For the week 
ending October 19, total department 
store business was only 2% ahead of 
last year in dollars, with physical vol- 
ume off by a very substantial margin. 
Shoe sales followed the same trend and 
after several] relatively favorable weeks 
showed a relapse. 

“When retail volume turned good in 
September, due to abnormally cool 
weather over most of the country, it 
seemed reasonable to believe that bus- 
iness had passed the awaited test: 
Consumers needed and were buying 
merchandise. Orders were placed more 
freely; wholesale and primary markets 
took heart. Discussion of the Marshall 
Plan exaggerated the stimulus. But, 
the current lag in retail volume may 
force reconsideration of conclusions 
reached too quickly. And, there is 
another factor to watch— 

“Inventories generally have turned 
up again. In August, according to the 
Department of Commerce, inventories 
jumped $700 millions with another 
hike probable in September. The goods 
and products reflected by this inventory 
increase flow from the sustained rate 
of industrial output. Goods do not ac- 
cumulate unless production exceeds 
consumption. 

“Looking beneath the surface in 
other directions, several other interest- 
ing facts can be found. Commercial 
loans have been moving up rapidly and 
interest rates appear to be firming. 
Based on past performance, these are 
disquieting signs because they indicate 
a strain on capital resources of many 
businesses. It takes more than two 
dollars to do the work of one dollar a 


few years ago. Many enterprises are 
discovering that their liquid assets and 
total capital are neither as ample or 
adequate as seemed to be the case until 
lately. 

“Food costs have not come down and 
in spite of overall national income 
there are large segments of the popu- 
lation being squeezed. How much the 
increase proportion of consumer income 
expended for food is affecting sales of 
other goods is uncertain. The pressure 
exists, however, and no relief is in 
sight. Finally, the Marshall Plan and 
its possible effect upon business should 
not be misinterpreted. A decline in 
U.S. exports is almost certain, whether 
or not the Marshall Plan is adopted. 
Aid given by the U.S. up till now in 
one form or another would not be 
matched under the Marshall Plan even 
if the latter meets European full re- 
quests. 


“Retailers carry the ball in business 
and if the play does not click, it is the 
retailer who gets thrown for a loss. 
There can be no complete protection in 
business against the risks that have to 
be taken to do business. However, need- 
less risks need not be taken. Aggressive 
merchandising has to be coupled with 
the most careful planning and control 
of purchase commitments to be certain 
that the retailer does not hold the bag 
if price levels are not sustained.” 





Buys Albany Shoe Store 


ALBANY, N. Y.—Cordell’s Shoe Store, 
37 Maiden Lane, Albany, N. Y. has 
been taken over by Charles I. Chenfeld 
of Pittsfield, Mass. Mr. Chenfeld has 
been manager for seven years of the 
Kohn Brothers shoe store in Pittsfield, 
and formerly managed the A. S. Beck 
branch store in Albany. He plans to 
take in an Albany shoe man as partner. 

Mr. Chenfeld will remodel the store 
throughout and install a modern front, 
and will adopt a new name for the 
store. He has purchased the fixtures 
and stock from Lewis Cohen, owner 
and manager of the Cordell store. 


His lease runs for three years. 
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Caution Marks 
Tri-State Show 


BuFFALo, N. Y.—The Tri-State 
Travelers Fall show in Hotel Statler, 
Buffalo, held last month, was well at- 
tended, with 45 exhibitors and over 
400 retailers participating. Weather 
was not too favorable, but in spite of 
this business was considered good. Mer- 
chandise shown was for the Spring 
season. 

Prices were foremost in retailer’s 
minds, however, and buying, though suf- 
ficiently lively, was on the cautious side. 
Most of the retailers represented small 
operations, where present high inven- 
tory value inspires distinct trepidation. 

The Tri-State’s decision to hold four 
shows a year has proved wise in the 
present circumstances, observers have 
noted. Most retailers buy now for 
short times only and the frequent shows 
make it possible for them to order mer- 
chandise from show to show without 
increasing inventories beyond what they 
feel is practical and safe. Buyers came 
in from all three states—New York, 
Ohio and Pennsylvania—and several 
from Canada, the latter in search of 
novelty women’s footwear which the 
more conservative Canadian manufac- 
turers do not yet feature. 

There is also another advantage in 
holding the quarterly shows, which re- 
tailers have been quick to appreciate. 
In these days of changing styles and 
materials, as well as patterns, the fre- 
quent shows allow retailers to keep 
abreast of fashion trends, also. 


Shoes revealed some decided changes 
since the July show, as well as the re- 
turn of several old favorites just com- 
ing back to the post-war field. 


In ladies’ shoes the trend was still to 
suede, in black and brown, with many 
grays. The smooth leathers also show- 
ed many greens and reds. Patent 
leather promises to be as popular as 
ever for Spring wearing. Platforms 
were much in demand, but the nail- 
head and other trimmings were absent. 
Ankle straps were very good. All 
styles were shown with the three regu- 
lar heel heights and several had both 
closed and open heel-and-to types. 
Casuals were in browns, while reds and 
greens were as popular as ever. Brown 
was the big color in buckled loafers for 
which the demand was heavy. 

Men’s shoes showed some definite new 
trends—suedes in black, brown, gray. 
dark red, green and blue; thick-soled 
types; fancy stitching on several styles 
and others that were really in the 
“novelty” class. In the smooth leathers 
both brown and black calf were in de- 
mand, with patent leather having its 
usual following for dress shoes. Basket 
weave types for Spring and Summer 
were shown in several styles and all 
sold exceptionally well. 

Children’s shoes followed those of 
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their elders in colors. There were many 
multi-colored and combinations of 
brown and white, red and white, etc., 
with variations of the long popular 
“Mary Jane” styles. In the dress shoes 
for youngsters the one-strap types sold 
best. 

In waterproof footwear all manufac- 
turers were trying to complete orders 
early, but the mild weather of the Buf- 
falo area has made sales slower than 
usual for this season. However, there 
was a good demand for rubber side-zip- 
pers, pull-over boots, Moritz boots and 







As we reach the close of the year, 


we pause to thank our host of friends 
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rubbers. The new hem lines are mak- 
ing women ask for a short-top overshoe 
and the low rubber gaiters were much 
in demand. 

Canvas footwear was among the re- 
turned “old favorites” and there were 
many new styles—men’s Oxfords with 
cork filled soles, sports shoes in many 
colors and the usual tennis and soft 
soled types. There were casual lines 
for women with ultra styling and high 
colors, purchased eagerly by many re- 
tailers. 

[TURN TO PAGE 117, PLEASE] 















You'll make more profits on cowboy 


boots when you sell genuine Justins .. . 
because Justins are the boots most folks 
want the most. 

Yes, Justin Boots (and Justin Shoes 
for men) will attract the kind of cus- 








tomers you want... folks who appre- | 


ciate fine quality and will pay to get 
what they want. For more than 68 years 
Justin Boots have been making friends, 
because Justins give folks real Western 
styling and honest Western craftsman- 
ship. 

You are cordially invited to write for 
the 1948 Justin Boot Catalog and price 
list. 


The JUSTIN AERO SHOE 














A fast - moving 
profit-maker. 
Brown or Black 
Calf, full calf 
(ined, crimped 
vamps. Finely fin- 
ished like famous 
Justin Boots. 
$14.50, less 5%, 


$16 


| 





Old Shoe Firm Changes 
Name with New Member 


VALDOSTA, GA—The name of the 
Paxon-Jones shoe store, here, has been 
changed to Patterson-Jones, Inc., to 
mark the purchase by Christie L. Pat- 
terson of the interest owned by Roy 





CHRISTIE L. PATTERSON 


H. Paxon, it has been announced by 
Turner Jones, vice-president and man- 
ager. 

The firm, which also has a store in 
Tampa, Fla., is one of the oldest retail 





TURNER JONES 


stores in Valdosta. Mr. Jones is cele- 
brating this year his 44th year in the 
shoe business of the town. 

Mr. Patterson is a nephew of Mr. 
Jones and was employed by Paxon- 
Jones for a period in 1923. More re- 


cently he has been a sales representa- 
tive for a number of shoe manufac- 
turers, gaining valuable experience for 


| his present position. 





The Patterson-Jones store carries 
nationally advertised brands for men, 
women and children. Company policy, 
as reflected in the full-page announce- 
ment of the change in name, through 
a local paper, has kept uppermost in 
mind “. . . courteous service, skillful 
fitting and shoes of unquestioned qual- 
ee 





F. H. Neely Elected President 
Of Rich’s, in Atlanta 


ATLANTA, GA.—Election of Frank 
H. Neely as president of Rich’s, Inc., 
here, has been announced by the board 
of directors of that company. Mr. 
Neely succeeds Walter H. Rich, who 
died recently. 

Richard H. Rich, Ben R. Gordon 
and Oscar R. Strauss will continue as 
vice-presidents. 

Mr. Neely’s election assures a con- 
tinuity of management in the depart- 
ment store firm which in 1946 had re- 
tail sales of 42,410,512, a record for 
the 80-year history of Rich’s. As 
executive vice-president since 1923, Mr. 
Neely had been chosen by the late 
Walter H. Rich to be the chief operat- 
ing official of the store and to carry 
out the broad policies which Mr. Rich 
laid down. 

Mr. Neely also is chairman of the 
Federal Reserve Bank of Atlanta and 
has served in a notable series of civic 
posts. He was awarded a Chamber of 
Commerce trophy for distinctive and 
unselfish public service in 1926. Dur- 
ing World War II he directed mobiliza- 
tion of the South’s industrial resources 
as regional chairman of the War Pro- 
duction Board. 





PHILADELPHIA SHOE 
WHOLESALERS’ ASSOCIATION 
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Rothschilds Opens New 
Shoe Salon 


Kansas Ciry, Mo.—Along with the 
recent $750,000 expansion program at 
Rothschilds in Kansas City came the 
addition of a smart, modern women’s 
shoe salon to the women’s ready-to- 
wear department on the third floor. 

The salon, located on a sunken level, 
marks the beginning of a new phase 
of shoe merchandising at Rothschild’s, 
which discontinued women’s shoes eight 
months ago. It is the result of absorb- 
ing the Peacock shoe store, formerly 
at 1016 Walnut Street. 

Co-managers of the department are 
Brooks Cundiff and Dan Snider. The 
entire personnel of the former Peacock 
shoe store has moved to Rothschild’s. 

On the opening day for the store, 
some 90,000 persons visited the shoe 
and other departments and more than 
30,000 chrysanthemums were presented 
to the ladies. 


Specialty Store Opens 
Downstairs Shoe Department 


SouTH BEND, IND.—Benton’s, in their 
four-floor women’s store at 131 South 
Michigan Street, has opened a new 
Downstairs Shoe Department. On the 
opening day for the new department a 
pair of nylon hose was given free with 
each purchase of $4.99 shoes or up in 
the department. 


Eighth Anniversary 

Kokomo, Inp.—M. H. Marcus cele- 
brated the 8th Anniversary of the R&S 
Boot Shop at 124 West Walnut St., by 
offering a 15 per cent discount on any 
pair of suede dress and sport bucko 
footwear in the store. 











Caution Marks Tri-State Show 
[CONTINUED FROM PAGE 115] 


Slippers for both men and women 
were much in demand but there were 
not the usual number of exhibits. Two- 
tone kid slippers in wine and blue for 
women, black and red for men, were the 
leaders among those shown. There 
were several attractive patent leather 
styles, also. 

All dealers felt that their basic lines 
must be maintained despite high prices. 
Manufacturers reported that deliveries 
are steadily improving and some have 
in-stock departments again. 

The Tri-State Travelers held their 


- annual dinner and election of officers on 


the evening of Nov. 15 in Hotel 
Markeen, Buffalo, N. Y., with all former 
officers again elected for 1948—presi- 
dent, Harry Levinson; vice-president, 
Charles S. Craney; secretary and treas- 
urer, Edward G. Krug; recording sec- 
retary, Al Levinson, and sergeant-at- 
arms, David Siegler. Chairman of the 
board of directors is Charles W. Reis. 
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4 Recognizing Custom-Grade 


a PLAY-POISE to be among 
the finest in infants’ and 
children’s shoes, mothers 
are recommending PLAY- 
POISE to one another. This, 
the most powerful force in 
advertising, means increased 
sales for you. 


SHOES FOR INFANTS AND CHILDREN 


COMPANY, INC. 


VIRGINIA 





THE VIRGINIA 
FREDERICKSBURG 
Open Fourth Morton 
Williams Store 


JACKSONVILLE, Fia.—The Morton 
Williams shoe store has just opened for 
business at 127 West Adams Street, 
with Fred Williams as manager. 

Catering in the better grades of wo- 
men’s novelty footwear, the new store 
is the fourth operated by the firm, it 
was announced by Morton Williams, 
president. The first store in Florida 
was opened in Tampa in 1934. 

The Jacksonville store is of modern 
design, with contrasting shades of 


forest green and rose. Central theme 
of the decoration is afforded by a neu- 
tral drape of gray, from the 17-foot 
ceiling to the floor. 


Sells Shoe Seeke 


Quincy, Mass. — After 30 years of 
operation at 1547 Hancock Street, 
here, Moorhead’s Shoe Store has been 
sold, it was announced by Jim Moor- 
head, owner. 

The sale of the store was occasioned 
by the ill health of Mr. Moorhead. J. 
Musinsky & Sons, of Lynn, Mass., are 
the new owners. 


7 











Pattern #330—a combination binding — soft, beautiful 
grosgrain-type ribbon combined with pliant, easy to handle cotton. 


Pattern #330 comes in standard colors and can be dyed to your 


E 


specifications. When filling your binding needs—remember Pattern #330 


Covering the three supporting columns with mirrors in the main salon of the 
new Kerr shoe operation gives an impression of even greater spaciousness. The 
circular, tufted seats, in a gilt material, are both functional and decorative. 


Other rooms, forming the salon, are the 
Oval Room (shown in the rear) carry- 


QKLAHOMA City, OKLA.—An esti- 
mated $150,000 went into the conver- 





gion of an adjacent building to Kerr’s 
Department Store to an elaborate shoe 
salon, the main room of which is shown 
in the photograph (see Boot & SHOE 
ReEcorDER, Oct. 15, page 370). The 
salon is ‘the first step in Kerr’s half- 
million dollar expansion program. 


ing high grade shoes, and the Casual 
Room. 

William F. Moss, manager of the 
operation, states that complete lines 
of shoes in all price ranges are carried, 
ranging from popular prices to exclu- 
sive handicrafted brands. 
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Southwestern Travelers 


Hold Show 


DALLAS, TExAS—With resistance to 
escalator clauses and advanced prices 
causing hesitation among a great many 
buyers, sales at the Southwestern Shoe 
Travelers’ Association’s Spring Shoe 
Style Show held at the Adolphus and 
Baker Hotels, here, were generally esti- 
mated to be slightly below last year. 
Approximately 1500 retailers from the 
Southwestern states were in attendance. 

Sales and interest at the show dem- 
onstrated that shoes with open heels 
and toes are by far the predominant 
style in demand in the Southwest, es- 
pecially in conjunction with the high 
front, or “covered-up,” effect. Platforms 
also showed a good deal of strength. 

Vivid colors were prevalent among 
the exhibits of playshoes for Spring, 
and in the dress shoe field as well. Rep- 
tiles were apparently ignored in favor 
of smooth leathers in calf and kid. 

Held during the show, the election 
of officers by the membership of the 
Southwestern Shoe Travelers resulted 
as follows: W. B. Doherty, of the Jar- 
man Shoe Company, president; Jess M. 
Alexander, of the Acme Boot Manufac- 
turing Company, vice-president; and 
H. P. Oyler, of the Mid-States Shoe 
Company, treasurer. 
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AVORITE and necessary in the current 

fashion line-up! The beautiful texture of 
Surpass Kidskin answers the call for a soft 
workable leather to interpret today's foot- 
wear of beauty. The name Surpass is the 
stamp of approval on Glazed Kid, Capre, 
Suede and Kangaroo. More than that it 
assures you of uniform quality—dependable 


performance and customer satisfaction 


from the word go. 





SURPASS LEATHER COMPANY 


9TH & WESTMORELAND STS. PHILADELPHIA 40, PA. 
*T. M. REG. U. S. PAT. OFF. 





December 15, 1947 119 





Chotsteins Sent 
A Happy = Year 


From 


THE NEW YORK SHOE 
WHOLESALERS ASSOCIATION 


THE BIGGEST PERMANENT ARRAY 
OF SHOES-ON-VIEW IN ONE PLACE 


SIDNEY THALHEIM SIDNEY 8. FELSENFELD 
President Executive Secretary 


320 BROADWAY 
NEW YORK 17, N. Y. 

















The Efficient Way To Reach 
The Great Indian Shoe Market 


THE 
INDIAN 


Jootwear 


Published In 
BOMBAY, INDIA 
IN 

ENGLISH, 
URDU, 
HINDI 


Excellent and Growing Circulations To Principals 
In All Branches Of The Indian Shoe Industry 


Address All Inquiries To: 


THE INDIAN FOOTWEAR 


195 HORNBY ROAD, FORT, 
BOMBAY, INDIA 














displayed at the Central States Shoe during the show. It was announced 








Interest Tops Buying 
At Mid-West Shows 


[CONTINUED FROM PAGE 113] 


Paxton Hotel here, as in former years. 
The show was the largest in the as- 
sociation’s history. There were 180 
lines shown by 102 salesmen. First 
day attendance of buyers also was a 
record for the group. Buyers came 
from Nebraska, Iowa, Kansas, Color- 
ado, Minnesota and South Dakota. 

Several firms told buyers they could 
not guarantee prices on orders except 
on those items in stock. Generally, 
merchants’ stocks are getting built up 
to the point where they no longer have 
to buy a basic stock. There was, how- 
ever, some shopping around as dealers 
tried to stay within their best price 
ranges. 

All officers of the association were 
re-elected. They include Arthur M. 
Sullivan of Omaha, president; Myron 
G. Hayward of Omaha, vice-president; 
Jack Clark of Lincoln, secretary- 
treasurer; Ray F. Hansen of Omaha, 
membership committee, and Henry M. 
Rentschler of Omaha, publicity com- 
mittee. 

The next show will be held the third 
week in May. 





Central States Shoe Travelers 


Kansas City, Mo.—Said to be “one 
of our most successful shoe shows” by 
organization officers, over 125 lines were 


120 


Travelers Spring Show, in the Hotels 
Muehibach and Phillips here. It was 
reported that buyers manifested every 
evidence that they were protecting 
themselves against higher prices. 
Officers of the Association were 
elected at a membership meeting held 


that the Association had been awarded 
a cup for the largest percentage of 
gain in members for 1946 by the Na- 
tional Shoe Travelers Association. 
Elected were: J. D. Mittelbach, presi- 
dent, Harold E. Howard, vice-president; 
J. Rosco Sells, secretary-treasurer. 





Officers of the Central States Shoe Travelers, shown holding the cup awarded 
to the organization by the National Shoe Travelers Association for increasing mem- 
bership, are (left to right): J. Rosco Sells, secretary-treasurer; Harold E. Howard, 
vice-president; and J. D. Mittelbach, president. 
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Features of B Construction: 
© Balanced Broad Tread & Lasts 
© Arch Supporting Counters 

© Anatomic Snug-Fitting Heels 

* Heels Wedged at Inner Border 
* Molded B Steel Shanks 


















These fine juvenile orthopedic shoes for tots 
to teens are becoming available in increasing 
quantities. A limited number of new inquiries 
on these orthopedic type shoes are now wel- 
comed and will receive our prompt attention. 


JULIUS ALTSCHUL, INC., 117-125 GRATTAN ST., BELYN. 6., N. Y. 
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Thirty Years of Shoe Retailing Flower in New York Salon 





Viewed from the entrance (photo at left), the enlarged 
and remodeled Marilyn's Shoes presents an appearance of 
uncluttered spaciousness and luxurious comfort. Full illu- 
mination Is provided by the curving line of the dropped 


ceiling and spotlights placed above 


New YorK—Coming out of a seven- 
year retirement from the shoe retail 
business three years ago, after 30 
years’ previous experience in greater 
New York, brothers Jerome and Milton 
Lebenstein found the operation of a 
small high style women’s shoe store on 
50th Street near Broadway, here, so 
successful that they have expanded and 
modernized it into a large, highly dec- 
orative salon, selling women’s shoes 
priced up to $40. The size of the pres- 


fitting areas. Full 
ent establishment requires the services 
of nine floor salesmen. 

Reopened recently after a complete 
remodeling and designing by Louis J. 
Gluskin, Marilyn’s Shoe, Inc., has an 
all-glass front leading into an interior 
where dramatic color and ingenious 
modern designing devices create a sense 
of luxurious yet comfortable spacious- 
ness in the 24 by 70 foot area. 

A principal feature is the extensive 
use of dropped ceilings, which not only 


length mirrors, set at an angle to the wall seats are both 
efficient and attractive additions to the decor. 

Handbags and coordinated merchandise are sold in the 
counter-and-display case unit near the entrance shown In 
the close-up on the right. 


give illusions of length and shape, for 
aesthetic enjoyment, but contain the 
air-conditioning and lighting systems. 
The color scheme is also unusual: the 
dropped ceilings are a dark orchid 
against a chartreuse, and each wall of 
the store takes a different shade on this 
central two-tone idea. 

The furnishings were chosen for 
their informality, or “home-like” qual- 
ity, to harmonize with the general at- 
mosphere. All stock is concealed. 





Feltman & Curme Enlarge 
Spokane Store 


SPOKANE, WASH.—Feltman & Curme, 
in honor of their newly enlarged store 
at 728 Riverside Avenue, this city, 
staged impressive “Grand Opening” 
ceremonies in mid-November which at- 
tracted a large influx of customers 
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and Christmas shoppers. Footwear for 
the family, as well as hosiery, were 
featured. 

The newly enlarged store at the 
corner of Riverside and Post is con- 
sidered one of the finest shoe stores in 
the city, and one of the finest also in 
the 60-unit chain of shoe shops of 
Feltman & Curme, now celebrating 
their 40th anniversary in business. In 


the expansion of the store a children’s 
department was added. 

Coming to Spokane to assist in the 
staging of the gala opening was W. C. 
Jones, the Seattle district manager of 
the shoe stores, who personally opened 
the Spokane store in 1925. He and 
L. R. Rowe, the manager of the Spo- 
kane store, were hosts on the opening 
day. 
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About Shoe People 


Milton E. Friedberg has been ap- 
pointed divisional merchandise manager 
of women’s, men’s and children’s foot- 
wear in the upstairs store of Abraham 
& Straus, Brooklyn, New York, effective 
Dec. 1. Mr. Friedberg has been asso- 
ciated with Bloomingdale’s in New York 
City since 1936. 

* 7 - 

Leonard Hopkins, well known in 
Alaska as the proprietor of the success- 
ful “Leonard Hopkins Store for Men” at 
Anchorage, has recently been appointed 
sales representative for Alaska by L. B. 
Evans’ Son Company of Wakefield, 
Massachusetts. This is the first time 
that Evans slippers have been repre- 
sented in this territory. 

* 7 * 


Following an extended leave of ab- 
sence, during which he spent four years 
in the service and one year as technical 
adviser for the Radio Shack of Boston, 
Gerald Donald Walk has returned to 
Benjamin Walk & Co., well known Bos- 
ton distributors of women’s novelty 
Mootwear. Mr. Walk has been made 
merchandise manager of the firm. 

~ i aa 

J. Gordon MeNeil, president of the 
Thayer McNeil Co., of Boston, has been 
re-elected a member of the governing 
council of the Boston Retail Trade 
Board. The new president, named at 
the annual meeting on Nov. 25, is 
Harold D. Hodgkinson, vice president 
and general manager of William 
Filene’s Sons Co. Daniel Bloomfield 
remains as manager and R. A. Johnston 
as secretary. 

* 7 * 

Fred C. Capuano, who has been as- 
sistant manager at Norman’s, Canton, 
Ohio, has taken over his duties as man- 
ager of the Zanesville Bargain Shoe 
Store. Both stores are in the Nobil 
chain. Mr. Capuano has been with this 
organization for 12 years and takes the 
managerial post here held for several 
years by Ed Hodel. Mr. Hodel is now 
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one of the new owners of Taylor’s, 
quality specialty shop in Zanesville. 
* 7 * 

A. L. Shepherd, former manager of 
Dr. Scholl’s Comfort Shop in Los An- 
gles, is now a partner of Gilbert’s Shoe 
Store, 461 East Colorado Blvd. in Pasa- 
dena, Cal. Shepherd spent 10 years in 
Dr. Scholl’s Shop in Detroit, and previ- 
ous to that was with Walk-Over in De- 
troit for eight years. 

* * = 

The inveterate world-traveler and big 
game hunter, Ira H. Morse, of Warren, 
N. H., head of a chain of retail shoe 
stores including the New Idea Shoe 
Store in Manchester, N. H., has left 
with his wife for a round-the-world trip. 
Leaving San Francisco early in Decem- 
ber, the couple expects to go tiger hunt- 
ing in India and to visit Turkey, Ger- 
many, England and other countries. 
They plan to return to the United 
about April Ist. 

> . = 

Former Governor Huntley N. Spaul- 
ding, president of the Spaulding Fibre 
Co., Inc., which manufactures shoe 
counters in Rochester, N. H., has been 
elected to the finance committee of the 
Tufts College board of trustees. 

7 . 7 

New manager of Slack’s shoe depart- 
ment in Brevard, N. C., is L. M. Cox, 
who comes here from Asheville. He 
succeeds C. M. Rogers. Mr. Cox has 
been in the mercantile business for 40 
years. For about 20 years or more he 
was employed by Montgomery Ward 
and during recent years has been con- 
nected with the Red Cross Shoe Store 
in Asheville. 

a * 7 

J. H. Hochadel, secretary and as- 
sistant treasurer of the Ohio Leather 
Co., Girard, O., a veteran executive of 
44 years with the company, résigned 
recently, at the age of 79. He had been 
with the company almost from its 
founding. Born in Albion, Pa., he joined 


Ohio Leather as a clerk in 1903, becom- 
ing auditor in 1910, and assistant secre- 
tary and assistant treasurer in 1918. 
Ten years ago he was elected secretary. 
. *. af 
Aaron (Bud) Samuels has _ been 
named manager in the men’s shoe de- 
partment at Bond’s, Cleveland, which 
recently opened a beautiful, modern 
store at E. Ninth Street and Euclid 
Avenue, that city. 
. 7 
Sol Reis, of New York City, who 
celebrated his 78th birthday on Novem- 
ber 22, reports that he is still active as 
a shoe sales representative, after 50 and 
more years in the business. Mr. Reis 
now represents the Advance Footwear 
Company and the Goodman Handel 
Shoe Company, both of Duane Street. 
* - . 


Walter E. Weil, of New York City, 
for many years active as sales repre- 
sentative in the shoe trade of the area, 
has been engaged by the Special For- 
mula Chemical Company to distribute 
its cements to the shoe industry, with 
an unlimited national territory assigned 
to him. 

* * * 

David Graff, of Albany, N. Y., has 
become owner of the shoe store and fur 
shop at 29 Maiden Lane, Albany, which 
was formerly known as the Maiden 
Lane Bootery. 

* 7 _ 

Mr. and Mrs. Al Gerdwagen, who op- 
erate Charley’s Shoe Store, at 651 
Myrtle Avenue, Brooklyn, N. Y., cele- 
brated their 18th wedding anniversary 
recently, in conjunction with their son 
Elliot’s Bar-Mitzvah. Present were Mr. 
and Mrs. Louis Marks, of the Lion Shoe 
Company, N.Y.C., Mr. and Mrs. Albert 
Karasik, of Krischer, Rogers and 
Fischer Shoe Company, of Philadelphia, 
Pa., Mr. and Mr. Samuel Goldberg, of 
Le-Gold Shoe Company, N.Y.C., and 
Kurt Loeb, of the Pilot Shoe Company, 
Baltimore, Md. 
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Philip Rosenberg, proprietor of the 
Ross Shoe Store, and Mrs. Rosenberg, 
were entertained recently at the Rock- 
ingham Hotel in Portsmouth, N. H., in 
honor of their recent 22nd wedding an- 


niversary. 
* * * 


Recently appointed to the position 
of display manager at WalkOver shoe 
shops in Chicago is Walter Hausherr. 
He fills the position vacated by Michael 
Sanfra-Tello who has left to join the 
Scholl Mfg. Co. as display manager. 


- * . 


The recent sale of Young’s Depart- 
ment Store in St. Louis to Paul R. 
Bennett and Dr. Robert E. Gibson of 
Newberry has been announced by 
Richard Young. Mr. Young had been a 
traveling salesman for a shoe manufac- 
turer here when he decided to open a 
shoe store in 1917. From small begin- 
nings his store grew to its present 
large proportions. He intends to rest 
for the present, retaining residence in 
St. Louis. 


> * 7 


Samuel A. Goodman, a salesman for 
the Douglas Shoe Company, has moved 
to Albany from Boston, Mass. Mr. 
Goodman is looking over the Albany 
area with a view to entering the shoe 
business there. 
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Harry Kay has opened a second fam- 
ily shoe shop at 1716 West 95th St., 
Chicago. The formal opening was held 
December 7. His first unit is at 342 
East 47th Street. 

* 7 > 

T. Arthur Cohen, one of Albany, N. Y. 
area’s pioneers in shoe business and 
shoe advertising via radio, has returned 
to the air waves with a program of 
music and capsule comment called 
“Footlight Serenade.” The program is 
broadcast daily at 10 a.m. over Station 
WABY in Albany. His store is located 
at 81 Chapel Street. 

> > . 

Roy J. LeBlanc recently joined the 
United Shoe Stores Company, a chain 
of women’s specialty shoe stores in 
Louisiana, Texas, Arkansas and Missis- 
sippi. Mr. LeBlanc will have his head- 
quarters at Lane’s shoe store in 
Shreveport, La. 

> - > 

Harold Leppo, for a year assistant 
manager in the Health Spot shoe store 
in Omaha, Nebraska, has been made 
manager of a new outlet, under the 
same name, in Davenport, Iowa. 

. > > 

M. Leitman, formerly proprietor of 
the Newarch Shoe Company, in San- 
dusky, Ohio, has opened a new, modern 
family shoe store under the same name 
in LaSalle, Il. 





while, consistent 

profit ia. 

Stocks turn over 

faster, 

arrive on time; Re 

sult: More satisfied 

customers and ample 

sizes to ft them 

properly; and no lost 

sales. Write 

o wire re- 

res Style 

6007 

Black Kid 4 Eyelet 

CATALOG ON REQUEST = - GYPSY OXFORD 

STRONG ALL KID LINE A, B.C, D, E & EEE. 

14/8 HEEL. 


Long Run of Sizes and Widths 
To Retail ebout $6.00 ALL IN-STOCK 


MONROE BROTHERS & COMPANY 


35 wORTH 
PMRILADELPHMIA 36, PA. 






















19THe STREET 


ESTABLISHED 1817 





B. Holmes, who for a great many 
years conducted a retail shoe establish- 
ment at Mt. Kisco, New York, has sold 
his business and retired to his home in 
Bedford Hills, New York. 





William Ziton Shoe Company 
Opens New Unit 


DULUTH, M11:n.—Another unit of the 
William Ziton Shoe Co. has been opened 
in Duluth, Minn., in the new Mangel 
store, 311 West Superior Street. 

The shoe department is laid out salon 
fashion, with blonde oak seats and fix- 
tures. Upholstery is of green leather. 
Grey pile carpeting covers the floor of 
the salon. Pastel color paint, blended 
with wall paper, is used for wall back- 
ground. Fluorescent lighting is em- 
ployed, with spotlighting for individual 
displays. 

The shoe salon is located at the rear 
of the street floor. Stock is hidden, 
reached by two entrances from the 
selling floor. Children’s and women’s 
footwear is carried, of nationally ad- 
vertised brands, ranging in price from 
$6.95 to $18.75. A casual shoe and a 
children’s bar are featured. 

The new department will be managed 
by Edward Ziton. Mr. Ziton was in the 
U. S. Marines for five years. He was 
in the first marine group to invade 
Guadalcanal. 
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Carl L. Raupp 


Decatur, ILLt.—Carl L. Raupp, 53, 
president of Raupp & Son Shoe Store, 
here, died suddenly on Nov. 26 after 
suffering a heart attack in his store. 
The fourth generation of his family 
to follow the shoe business, Mr. Raupp 
was born in Blue Mound, IIl., the son 
of William J. and Anna Mueller Raupp. 

His father became associated with 
Benedict Young at the present loca- 
tion of the Raupp shoe store, in 1909, 
and in 1914 Mr. Raupp purchased Mr. 
Young’s interest to become a partner 
of his father. Mr. Raupp was active 
in the Association of Commerce and a 
member of state and national shoe re- 
tailer’s organizations. 

Surviving him are his widow, Ruth, 
and eight children, Sister Ruth Mar- 
garet, a novitiate in the Order of St. 
Joseph, in St. Louis; Mrs. Norbert 
McNamara, Betty, Ruth Adelle, Nancy, 
William, James and Richard Raupp, all 
of Decatur. 


Jerome S. Phillips 


LONG BEaAcH, CaL.—Jerome S. Phil- 
lips, 55, part-owner for the last 10 
years of Gale’s Shoe Store here, died 
suddenly last month. 

Mr. Phillips was on the road for seven 
years for Dr. Scholl, and previous to 
that he covered New York State for 
Lunn & Sweet Shoe Company, Auburn, 
Me. A _ well-known member of the 
B’nai Brith and the Elks, he also be- 
longed to the Masonic group. 

He is survived by his widow, Lola. His 
brother-in-law and partner, David 
Kirschbaum, will continue operating 
the business. 





Justin McCarthy 


MAYSVILLE, Ky. — Justin McCarthy, 
55, prominent Maysville shoe merchant 
died November 20 at his home. 

He had been in ill health for several 
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months and in September 1947 went to 
Mayo Clinic, Rochester, Minn. for a sec- 
ond operation. Since his return he had 
been bedfast. 

McCarthy was a veteran of World 
War I and was a member of the Vet- 
erans of Foreign Wars, American Le- 
gion, Knights of Columbus and the 
B. P. O. E. He was the son of the late 
M. J. McCarthy, publisher of the Mays- 
ville Bulletin. 

In 1934, McCarthy with Mrs. Georgia 
Clark Antle organized the McClark 
Shoe Store in Maysville. 

He leaves three brothers, John, Frank 
and George R. McCarthy and two 
uncles John J. and Charles McCarthy, 
all of Maysville. 





Edward F. Mulcahey, Sr. 


PROVIDENCE, R. I.—Edward F. Mul- 
cahey, Sr., manager of the Colt Shoe 
Store, this city, died suddenly while 
at the store, of a heart attack. Alone 
in the store at the time, he was dis- 
covered by a passer-by who thought 
that he had been taken ill. 

Mr. Mulcahey was 68 years of age 
and had been in the shoe business all 
of his adult life. For 20 years he was 
associated with James Cooney. As 
Cooney & Mulcahey, they operated re- 
tail shoe stores in Pawtucket and Val- 
ley Falls, R. I. He was also in the 
retail shoe business with Lynd & Mur- 
phy Company prior to his association 
with Mr. Cooney. 


Berkeley Goode 


RICHMOND, VA.—Berkeley Goode, 78 
a retail shoe merchant here for more 
than 50 years, died November 24 at 
his home, 105 Maple Avenue, follow- 
ing a stroke suffered the day before. 

Mr. Goode established a retail shoe 
store at Fifteenth and Main Streets, 
where it was located until 1925, when 
he moved the store to the “1500 block,” 
West Main Street. The business was 





operated there until about three years 
ago, when he retired. 

He is survived by one son, Wendell 
B. Goode. 


John A. Pew 


WARREN, O.—John A. Pew, 78, died 
here recently. He had been very closely 
associated with the Pew Shoe Store, 
which had been operated by his father, 
and later with the Neal Shoe Store for 
more than 60 years. His widow and a 
brother survive. 





John K. Smith 


NEWMARKET, N. H.—John K. Smith, 
71, salesman for the United Shoe Ma- 
chinery Corp., died suddenly of a heart 
attack at the Sam Smith Shoe Corp. 
factory here, last month. He had ap- 
parently been in good health until 
stricken. 

His home was at 28 Sargent Street in 
Lawrence, Mass., and the body was 
taken to that city for funeral services 
at the Immaculate Conception Church. 

Mr. Smith, a native of Manchester, 
England, is survived by the widow, 
Mary (Costello) Smith. 





William B. Johnson 


St. Louis, Mo.—William B. Johnson, 
59, prominent sales representative of 
the Rice-O’Neill Shoe Company in the 
Michigan, Ohio and Indiana territories, 
succumbed last month to a cerebral 
hemorrhage at his home in Richmond, 
Indiana. He is survived by his widow 
and a son, Willis B. Johnson. 

Mr. Johnson was well known among 
shoe retailers and in St. Louis manu- 
facturing and wholesale circles. 

Prior to joining Rice-O’Neill ap- 
proximately 10 years ago he was asso- 
ciated with the Brown Shoe Company 
where he was head of the William B. 
Johnson Division. 
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Today’s Shoe Salesman 


an «Ba 
PRIMEX 
SHOE FITTER 
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PRIMEX with many new 
improvements is designed for two purposes—to assure 
foot health and to increase and speed up shoe sales. 
New X-Ray mechanism including 3-ray penetration 
for every foot thickness plus innovations in the cabinet 
itself—lower step, wider platform, compact size to 
save valuable floor space and new, modern style and 
beauty- make PRI MEX your most effective sales help. 
Shoe dealers everywhere say there is no comparison. 

















For full particulars write 


PRUE 


EQUIPMENT CO. 
135 So. La Salle Street 
Chicago 3, Illinois 
Dept. BS-12 





Ben H. Holder 


ASHEVILLE, N. C.—Ben H. Holder, 81, 
for 62 years a shoe representative, died 
at his home here recently after an ill- 
ness of three years. A native of Mis- 
sissippi, Mr. Holder retired in Asheville 
some five years ago. 

Among the shoe firms which he repre- 
sented during his long career were the 
Gilbert Shoe Company and the Ephrata 
Shoe Company. 

Survivors include a son, Dunbar; a 
sister, Mrs. R. D. Spalding, of St. 
Petersburg, Fla., and a grandson, Dun- 
bar Holder, Jr. The funeral was held 
in Aberdeen, Miss. 





Robert B. Graham 


Boston, Mass.—Robert B. Graham, 
treasurer of the Graham Shoe Com- 
pany, one of the oldest shoe stores in 
ths city, died suddenly one day last 
month following a heart attack soon 
after leaving his home at 37 Bromfield 
Street, Wollaston, Mass. He was 75 
years old. 

The retail shoe company of which 
he was the active head until the day of 
his death was founded by his father, 
the late John R. Graham, in 1867. First 
located on Water Street, the business 
was moved to its present location at 
280 Washington Street some time soon 
after the Boston fire of 1873. 

Mr. Graham is survived by his widow; 
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two sons, Robert B., Jr., and John C. 
Graham; a daughter, Mrs. Dorothy 
King, of Quincy; four sisters, Mrs. 
Frederick Jones, Mrs. Perley E. Bar- 
bour, Mrs. Edith Sawtelle and Mrs. 
Corydon Young, all of Quincy, and 
four brothers, John W. of Lexington, 
Mass., and Harold, Lester and Edward 
Graham, all of Bangor, Me. 

Funeral services were held at the 
Union Congregational Church of Wol- 
laston, followed by burial in Mt. Wel- 
laston Cemetery. 


Charles A. Walzer 


ROcHEsTER, N. Y.—Charles A. Wal- 
zer, 56, proprietor of Walzer’s Shoe 
Store, 1783 Dewey Ave., for the past 
20 years, died in Rochester General 
Hospital last month. II] health caused 
him to sell the shoe store two weeks 
before he died. 

Mr. Walzer was a veteran of World 
War I, a member of the American 
Legion and the Loyal Order of Moose. 
Surviving are three brothers, William, 
Frank and Oscar Walzer, and several 
nieces and nephews. 








Report Says Business Activity 
Strong in Los Angeles Area 


Los ANGELES, CAL. — Department 
store sales in the Los Angeles area 
totaled less in October this year than 
last, according to a report of the re- 


search department of the Security- 
First National Bank of Los Angeles. 
This is the first time in several years 
that a year-to-year comparison has 
shown a decline. However, sales can- 
not be regarded as slow in any sense; 
volume in October last year was ex- 
ceptionally large. 

The report stated that inventories of 
local department stores are at present 
both moderate in relation to sales vol- 
ume and better balanced than at any 
time in several years. On Oct. 21, de- 
partment stores in downtown Los An- 
geles had goods on hand and in transit 
amounting to only 1 per cent more than 
a year earlier, while orders outstand- 
ing totaled 14 per cent less. 

Business activity in Southern Cali- 
fornia has shown an exceptionally 
strong upward surge during recent 
months. This Bank’s business index 
was advanced from 249.0 in July to 
267.2 in October. Each of the past two 
months has established a new all-time 
high. Reflected in this trend are both 
higher prices and an expanding physi- 
cal volume of business. 

Reflecting the general increase in 
business activity since midyear, unem- 
ployment in Southern California has 
been declining rapidly. In fact, the 
number of persons in the area claiming 
unemployment payments has shown a 
sharper contraction in recent months 
than at any previous time in the post- 
war period to date. 
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Curving walls and a curving ceiling line attract the eye to the new men's shoe 
department, recently redecorated and -reconstructed at Carson, Pirie, Scott & 
Company in Chicago. The entire shop forms a semi-circle. Broad panels of wall 
covered with mottied, moss-green leather in large quilted blocks alternate with 
narrower panels of blonde wood done in a slatted, or shutter, effect. Set into 
these are broad shallow shadow boxes painted a dusty rose and framed acrrowly 
with blonde wood. Against the walls are armchairs of blonde wood upholstered 
in Cordovan brown leather. 

Around the supporting piliars of the room are table treatments in blonde wood, 
utilized for display purposes. Neutral gray carpeting covers the fleor. 

Jesse B. Watson is the buyer. 
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Public School System Educates 
Parents to Child’s Shoe Needs 


LORAIN, O.—In an effort to stimulate 
in both parents and children an aware- 
ness of proper shoe fit, a program has 
been resumed to measure the feet of 


all children in the Lorain Public 
Schools. 

John J. McKee, director of Foot- 
Health Education, here, was instru- 


mental in having the following self- 
explanatory letter sent to parents of 
children in Lorain elementary schools: 
“Dear Parents: 

“When Dr. Dudley Joy Morton, Co- 
lumbia University College of Physi- 
cians and Surgeons, revealed in 1940 
that 7 of every 10 adults suffer with 
foot trouble, the Lorain schools pio- 
neered America’s first school shoe 
clinic. 

“In 1940, 1941, and 1942 we measured 
the feet of the children in our elemen- 
tary schools and gave them notes bear- 
ing their foot measurement and the 
size of the shoes they were wearing. 
In 1940, 73.6 per cent of the children 
were wearing shorter shoes than the 
size indicated by the measuring device. 
There was a slight improvement noted 
in 1941, but in 1942 the number wear- 
ing the correct size had almost doubled. 
Favorable comments were received not 
only from Lorain parents and doctors 
but from schools in all sections of the 
country. 

“The service was interrupted in 1943 
due to war-time shortages, but we are 
happy to announce that it is being re- 
sumed this Fall. 

“As in previous years we shall mea- 
sure only those children whose parents 
request the measurement. The state- 
ment below is attached for your con- 
venience. 

“A card showing your child’s foot 
measurement and the size of his or her 
present shoes will be returned to you. 

“Please note carefully that it might 
be unwise to buy shoes according to 
the school measurement. Since differ- 
ent brands of shoes vary in their fit- 
ting, it is important to have growing 
feet refitted for each new pair of shoes. 

“The purpose of the school shoe 
clinic is simply to call it to your atten- 
tion if your child has outgrown his 
shoes. 

Very sincerely yours, 
C. J. W. Luttrell, 
Superintendent of Schools 


To Add Shoe Department 
In Newly Purchased Store 


ALBANY, N. Y.—Herbert Glass, for 
two years manager of Knickerbocker 
Fashion Store, at 38 N. Pearl St., Al- 
bany, N. Y., has purchased the business 
from Steinlauf-Sigal, Inc., New York 
City, operators of a chain. 

Mr. Glass said a high grade shoe 
department will be added to a new 
sportswear department and dress, suit 
and coat departments will be ex- 
panded. 
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NOTICE 


Due to rising costs, prices on 
COWBOY BOOTS will advance 
in January. All orders received 
up to January 15 will be billed at 
the old price. Send for our cata- 
logue, and order now. 


BROWNSVILLE IMPORTERS 
1137 E. Elizabeth St., Brownsville, Texas 














|g IMPORTANT! 


Tubes for X-Ray Shoe fitting mo- 
chines are especially designed. 
Ordinary X-Ray tubes do not have 
/: ‘sufficient anode angle to cover the whole 
screen. We have the correct type for your 
machine—in stock—for immediate delivery. 
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Discussion of the “California Influence” on men's shoe styling is being led here 
by Harry Greenberg, president of Harris & Frank, at a meeting with officials of 
the Jarman Shoe Company. Mr. Greenberg, whose company operates 15 stores in 
Southern California, is seated third from left. Others in the picture are (left to 
right! Steve McGaw, Jarman advertising director; Lester Greenberg, vice-presi- 
dent of Harris & Frank; Harry Bandy, (standing) Jarman sales representative in 
Southern California; Tom Fuqua, Jarman sales manager; Lyle Hammond, director 
of the Jarman style department, and Jack Tuesburg, head of the Jarman shoe 
departments in the Harris & Frank stores. The conference was opened on the 
terrace of the Beverly Wilshire hotel in Beverly Hills, Cel. 





BEVERLY HILis, CaL.—The “Califor- 
nia Influence” on men’s shoe styling 
was the subject of a recent conference 
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here between officials of Harris & 
Frank, operators of 15 stores in South- 
ern California, and representatives of 





the Jarman Shoe Company. 

The conference was opened on the 
terrace of the Beverly Wilshire hctel, 
and continued for several days here and 
at the downtown offices of Harris & 
Frank, in their executive headquarters 
at the store located at 644 South Broad- 
way, Los Angeles. 

Lyle Hammond, head of the Jarman 
Style department at offices of the com- 
pany in Nashville, Tennessee, declared 
following the meetings that while Cali- 
fornia acceptance of certain new trends 
in men’s shoe design “is not controlling 
for styling, the success of some novelty 
designs in this part of the state must 
be given full consideration in the 
‘balancing’ of any line of men’s shoes. 

“Men’s buck shoes,” Hammond point- 
ed out, “have been popular out here for 
several seasons, and today, with most 
men’s lines showing a number of new 
colors and patterns in buck shoes, Cali- 
fornia acceptance of these new types is, 
we believe, indicative of a fast develop- 
ing trend toward nation-wide popularity 
of vari-colored buck styles .. .” 





Toledo Outlet Opened 


Totepo, O.—Modern Youth Shoe 
Store held its formal opening recently 
at 619 Madison Avenue, Toledo. Sam 
Sherman is owner of the firm, which 
also operates stores in Columbus and 
Dayton. Tom Elkins is manager. 
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BOWLING SHOES 
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Bowling Shoes and Oxfords 


2 Ventilating Eye- 
lets on each side 


fords 
Men's & Women’s 
of Black Elk Ox- 


fords 
No. 766 Women's White Elk 
Women's Sizes 3-9 Cutords 


Men's Sizes 6/g-12 $?. 65 ot 


2/10 N/30 





Send for Samples 


ARNOFF SHOE COMPANY 





MEN'S SHOES 


New York Offices, 508-5 10 Marbridge Bidg.. New York |.N.Y 
‘West Coast Offices, 401-402 Haas Bidg.. Los Angeles 14, Calif 











‘ORNAMENTS 








“GLAMORIZERS” 





per doz. 
No. S08 Swit Centar Ornament In Gold o 
Nickel Trimmed with Black, Brown 
Red, Novy, Green Suede or Calf: 
alse Black 


Immediate Delivery 


ACE BOWS. It INC... 
212 20th Brooklys 32, N. Y. 
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Kansas Shoe Firm 
Purchases Texas Unit 


Topeka, KaN.—Frank C. Gibbs, 
owner of six shoe and clothing stores 
in Kahsas, three of them in Topeka 
under the name of the Gibbs Clothing 
Company, recently purchased his sev- 
enth store, that of the Davies & Com- 
pany, oldest clothing store in Amarillo, 
Texas. 

The Gibbs Clothing Company has al- 
ready taken possession, according to 
Alfred Egli, general manager of the 
company’s Kansas stores, who made 
the trip to Amarillo by plane. 

Phil Ehly, Gibbs’ son-in-law, will 
manage the Texas store. He has been 
manager of the Gibbs Sixth Street store 
in Topeka for several years. Mr. Gibbs 
will spend part of his time in Texas 
with the new store. 

The Gibbs Texas store is located in 
the heart of Amarillo’s retail business 
district, handling nationally advertised 
products. 

Gibbs also owns stores in Manhattan, 
Salina and Lawrence. 





Appointed Assistant 
Women’s Shoe Buyer 


BALTIMORE, Mp.— Miss Ethel E. 
Bragg, was appointed assistant buyer 
in -women’s shoes at Stewart & Co., on 
Oct. Ist. Miss Bragg, who has been the 
assistant buyer in children’s shoes here 
for the past three years, and has worked 
in the shoe department for the past 
six years, has been with the store for 
10 years. 





Start $20,000 Remodeling 


HUTCHINSON, KAN.— Construction 
started recently on the remodeling of 
the Jones-O’Neal Shoe Store, 122 North 
Main, with an estimated cost of the 
construction work placed at $20,000, 
according to J. A. Loveless, manager. 

The store will be completely re-de- 
signed and refurnished with new fix- 
tures throughout, including chairs, dis- 
play, lighting and trimmings. The ceil- 
ing will be lowered and a glass front 
installed. The store will be depart- 
mentalized to separate men’s, women’s 
and children’s shoe sales. 

The store will remain open during re- 
modeling, Mr. Loveless said. No date 
for the completion of the work has been 
set. 


Public Schools Offer Class 
In Shoe Salesmanship 


LINCOLN, Nes.—A class in shoe sales- 
manship will again be offered through 
the distributive education department 
of the Lincoln public schools. The course 
will be free and open to anyone over 16 
years of age who is employed full or 
part time in shoe retailing, or who de- 
sires to have employment in that field. 
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Easy to Fit 
... Easy 
to Sell! 


No. 6001 


Feature Shoes for Children 


White Bik; 8% to 12 ABCD; 6% te 8 
BCD; 3 to 6 CD; Top Quality Materials. 


Same in mn Elk, No. 6005 











Appeal to Housewives with 
Foot Comfort in Kitchen 


MARION, IND.—The C & H Shoe Co. 
has made a special appeal to busy 
housewives in this area with an effec- 
tive promotion of “Foot Comfort for 
the Kitchen!” 

The sales delivery in advertisements 
is “Comfort ... the place you need it, 
the kitchen . . . the place to find it, The 
C & H. Every housewife knows that to 
prepare proper and appetizing meals 
she must be comfortable . . . and this 
calls for proper fit and shoes built espe- 
cially for comfort. At the C & H you 
may choose your ‘kitchen comfort’ 
from a large selection of low heeled 
pumps and ties to make your kitchen 
duties hours of pleasure.” 


Church Group Sends Shoes 
To European Needy 


TOPEKA, KANSAs — In special cere- 
monies planned by the Topeka Council 
of Church Women, here, church school 
students from nearly every congrega- 
tion in the city recently contributed 180 
pairs of shoes to a shipment for needy 
children in devastated Europe. 
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Purchase Old Zanesville 
Shoe Store in Partnership 


ZANESVILLE, O.—Ed S. Hodel and 
Gene Stuller, associated with the local 
retail trade here for many years, have 
purchased Taylor’s shoe store at 51 
North Fifth Street. Dr. W. T. Dietz, 
chiropodist and former store owner, 
will continue to serve his patients at 
the store by appointment. 

Mr. Hodel was for many years man- 
ager of loca] Zanesville Bargain Shoe 
Store and Mr. Stuller, veteran of the 
last war, has been with McHenry’s shoe 
store here. The new owners plan a new 
children’s shoe department and state 
they are open for a good branded line. 

Charles H. Taylor, father-in-law of 
Dr. Dietz, has severed all connection 
with the store and has permanently 
retired. Mr. Taylor first entered shoe 
retailing at the age of 15. He is now 
past 80. He was the third generation in 
retail shoes in this community. His 
grandfather, Zachariah Taylor, made 
shoes by hapd, and his son, John L. 
Taylor, entered the business which 
grew to be a local institution. 





Globe Shoe Company Notes 
55th Anniversary 


SAVANNAH, Ga.—The 55th year of 
business was celebrated one day last 
month by the Globe Shoe Company, 
here, following the completion of exten- 
sive renovation to the interior of the 
stone - and - etched - glass, three - story 
building at Broughton Street, which 
was constructed in 1929. 

Something of a venerable institution 


among the city’s retail stores, the firm’s 
president is Armond S. Weil, who has 
been associated with the Globe Shoe 
Company for 47 years. Some 25 brands 
of shoes for men, women and children 
are carried, covering several price 
ranges. 


In an anniversary message of ap- | 


preciation to the company’s patrons, 


| 


le 


Mr. Weil said, in part: “It has been | 


our policy during the 55 years that 


people here, in South Georgia, in other | 
states and even abroad, have depended | 


upon the Globe for shoes, to give them 
the best in quality and style at the 
prices offered.” 





Bomar Shoe Company Opens 
In Spartanburg, S. C. 


SPARTANBURG, S. C.—A new store of 
the Bomar Shoe Company was opened 
here on East Main Street recently, fea- 
turing women’s and children’s shoes. 
Large and modern, the interior is fur- 
nished and decorated in the style of a 
fashionable salon. 

Owned by E. S. and G. P. Bomar, the 
new operation is managed by Jimmy 
Harmon who has five sales clerks under 
his supervision. Mr. Harmon was for- 
merly with a Greensville concern. 


Shoe Salon Opens 

SHREVEPORT, LA. — With Herman 
Padgett and T. A. Williams as co- 
owners, the Baird shoe salon, a new 





addition to Baird’s, exclusive women’s | 


ready-to-wear shop at 3316 Line ave- 
nue, held its formal opening November 
24. The new salon is under the man- 
agement of Mr. Padgett. 





Shoes Theme of Department Store Windows 





One of the five Fifth Avenue windows of B. Altman and Co., New York, recently 
devoted to an unusual dramatization of shoes of five different types. The corner 
of a typical shoe department was used as the setting of each window with stock 
shelves as background and shoes displayed in open boxes on the floor. Mrs. Cus- 
fomer was represented by a mapsikin wearing a costume suitable for the shoes dis- 


played. 
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ICE SKATES 
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RUBBER FOOTWEAR 
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RED TOP BOOT 


| SHINY BLACK RUBBER 
First Quality 


CHILDS’ 
SIZES: 6 te 10 


$1.65 


MISSES’ 
SIZES: 11 te 2 


$1.85 


Terms: NET 30 DAYS 











226% 
12 Pr. Cases (Full Sizes Only) 


IMMEDIATE DELIVERY 


WELDON SHOE & SLIPPER CO. 


. 720 Fifth Ave., Pittsburgh, Pa. 














Melville Sales in November 
| Increase Over 20 Per Cent 


| New YorKk—Melville Shoe Corpora- 

| tion has reported retail sales for the 

four weeks ending Nov. 22 of $5,615,539, 
compared with sales of $4,551,493 for 
the comparable period last year, an in- 
crease of 23.4 per cent. 

Sales for 1947 through Nov. 22 were 
$62,041,009, compared with $52,603,285 
for the similar period of 1946, an in- 
crease of 17.9 per cent. 
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CLOSE OUTS: 


STAPLE LEATHER SOLE FELTS 
HEAVY WEIGHT FELT—TOP GRADE 


#178 











Now Only 


$ Colors: Brown, 
1.25 a. wae leg 










Colors: Gray, 
Brown, Blue 
Wine. Women's 
Sizes: 


#357 


Minimum Order: |8 
a, A. Now Only $] .00 
WELDON SHOE & SLIPPER CO. 


720 Fifth Ave. Pittsburgh 19, Pa. 
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SANDALS 
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WOOD SHOWER §@) 


SANDALS| 


@ No. F55—Made to rigid Gov't speci- 
fications! Superior quality . . . comfor- 
tably shaped to foot contour, with raised 
eel. Smooth, varnished wood | 
finish! Stitched 3" white cotton 
duck instep strap. Rights and 

lefts, in men's sizes 8 to 12. 

Stock up now at this low price poz. | 
for the Big Season ahead! | 
Packed: 72 pr. to case. 

IMMEDIATE DELIVERY 





Henry Modell & Co., Inc. 
7 East 4th St. © GR7-2807 @ New York 3 
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SKI BOOTS 


PROFESSIONALLY STYLED. 
t 


© Brown Leather Uppers er Con- 












Rubber or Leather Soles 
© Ski Boots Available 


from 

$485 
and up | 
Ry J SIZES 3-9 


‘S SIZES 61/-12 
2/10 Nia Send for Cataleg 


ARNOFF SHOE COMPANY 
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New Chilren’s Shoe Store Finds 
Good Market in Suburban Area 


CEDARHURsT, N. Y.—Specialized shoe 
retailing, in men’s, women’s or chil- 
dren’s lines, while generally concen- 
trated in cities of good size, is beginning 
to be realized in the large potential 
market lying fallow in  wide-flung 
suburban areas. 

The success of the smal] Postur-Line 
children’s shoe store in Cedarhvrst, 
which is located in the well-populated 
suburban area of Long Island nearest 
metropolitan New York, led directly to 
the recent opening of a larger Postur- 
Line store in Cedarhurst and another, 
similar but somewhat less ambitious 
in scope, in Great Neck, Long Island. 


Nathan Katz, who directs the Postur- 
Line operation, was for ten years the 
assistant buyer and head fitter in the 
children’s shoe department of Macy’s, 
in New York, and for three years buyer 
at Mandel Brothers, Chicago. Mr. 
Katz places great emphasis on the fact 
that he and his men in the new store 
are primarily fitters, not salesmen. 
Assisting him are Edward Mandel and 
Philip Azzarello, both formerly in the 
children’s shoe department of Macy’s 


Inventive and scrupulously modern 
in design, furnishings and decor, the 
Cedarhurst store specializes in chil- 
dren and ‘teen-age shoes, the latter 
type an addition with the new opera- 
tion. The interior is divided in half, 
length-wise, by a serpentine-shaped 
wall about four feet high, to give each 
age group a sense of self-importance 
and for the more apparent purposes of 
departmentalization. An entire glass 
frontage, 14 feet high, opens to view 
the 24 x 55 foot selling area. The door 
entrance, however, is of natural finish 
wood, also used in the sign facade above 
the window. 

Younger children are fitted on a 
raised dais, across from which is a full 
mirror to entertain embryo vanities. 
Stock is kept in large cabinets beneath 
the fitting chairs. A prescription fitting 
room, equipped with a germicidal lamp, 
is located in the rear for the con- 
venience of children with colds or em- 
barrassing foot deformities. Another 
germicidal lamp can be made to shine 
on the semi-circular playroom section, 
also in the rear of the children’s de- 
partment. 

On the walls of both sections of the 
store are hand-painted figures of chil- 
dren and animals in gay colors, done 
by a talented artist of Cedarhurst. 

The tone of the ’teen-age section is 
perceptibly more mature. Full, light 
grey carpeting is employed and shadow 
boxes display leading merchandise. 

Ample seating is provided by wall 
couches and chairs and an accessory 
bar at the front completes the picture. 

Modern features of the store that 
add to functional efficiency are: a 
lighting system consisting entirely of 
more than 40 spot lights, hung from 

















BARIS SELLS 


Quality Shoes from Pas ma 
Merchandise. Better for 


BARIS SHOE CO.., — 
WoOrth 2-5180-! 
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Men's Steel Toe Safety Shoes 
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GOODWILL SHOE COMPANY 
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the ceiling and operated by 12 switches; 
green rubber flooring in the children’s 
department, chosen for non-slip and 
wearing properties; and a steel-frame, 
adjustable type structure for stock in 
the 25 by 24 foot storeroom. Weiss & 
Basser, of New York City, were the 
designers. 

Mr. Katz got off to a running start 
with the new Postur-Line store by 
purchasing all of the tickets for a 
showing of Roy Rogers at a local 
theatre and distributing them to his 
young clientele. More than 1000 chil- 
dren attended. 





Oldest N. H. Shoe Store 


Observes 80th Anniversary 


MANCHESTER, N. H.—The George B. 
Dodge Shoe Co., 931 Elm Street, re- 
puted to be the oldest shoe store in 
New Hampshire, observed its 80th an- 
niversary with a three-day celebration 
recently. 

Gifts were presented to visitors dur- 
ing the celebration and the store had a 
window display of old-fashioned foot- 
wear. 





Store Moves to Larger Quarters 


PHILADELPHIA, Pa. — The M. W. 
Locke Shoe Shop, here, owned by Stan- 
ley C. Berger, president of the Mid- 
Atlantic Shoe Retailers Association, 
moved into a new three-story building 
at 1617 Chestnut Street on November 
24. The store is said to be now the 
largest individually-owned shoe store 


selling one nationally advertised brand. 
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ATTENTION 
RECORDER READERS!!! 


Are You Going to Move or 
Have You Changed Your 
Address Recently? 


We, of the BOOT AND SHOE 
RECORDER, do not want to see 
any of our subscribers miss any 
of their copies of the Recorder 
simply because of the fact that 
they have moved. You have paid 
for 24 issues per year and we cer- 
tainly wont to see thot you re- 
ceive all of them so that you can 
keep up-to-the-minute on all of 
the latest news and happeninas 
in the Shoe Industry. 


To avoid any chance of this hap- 
pening to you, please take the 
following steps once you definitely 
know you ore going to move: 


1. PLEASE NOTIFY US AS FAR IN 
ADVANCE AS POSSIBLE. (Processing 
of stencil changes takes from two to 
three weeks.) Do it 


2. AS SOON AS YOU DEFINITELY 
KNOW YOUR NEW ADDRESS. GO TO 
YOUR LOCAL POST OFFICE AND 
FILL OUT FORM 22-B (change of 
address card). 


3. PLEASE BE CERTAIN THAT YOU 
INCLUDE YOUR OLD ADDRESS (if 
possible, please write it exactly as it 
appears on your Recorder wrapper 
AS WELL AS YOUR NEW. 


4. PLEASE BE SURE TO INCLUDE 
YOUR POSTAL ZONE NUMBER, (This 


helps to facilitate prompt delivery. 


Please Address All Correspondence to: 
Circulation Department 
BOOT AND SHOE RECORDER 
100 East 42nd Street 
New York 17, N. Y. 











Shoe Store Features Live 
Models in Window Display 


PORTLAND, Me.— Slade’s_ specialty 
shoe store, here, recently featured live 
models from four leading dance schools 
in a window displaying a line of ballet 
slippers, as a tie-in with the motion 
picture, “Unfinished Dance,” starring 
Margaret O’Brien, at a local theater. 

Slade’s store gave away 5000 pic- 
tures of Margaret O’Brien, one pair of 
shoes as a door prize to the theater’s 
Kiddie Show, and one pair each to the 
dancing schools. The store is now fea- 
turing a real Santa Claus, who gives 
toys to visiting children. 





Establish New Store 


ELLIs, KANSAS—The Ellis Shoe 
Store opened for business recently, 
with Henry Seibel as manager. The 
stock of shoes from Rueschhoff’s a 
clothing establishment in Ellis, was 
purchased and moved to the Ellis Shoe 
Store. Rueschhoff’s will not handle 
shoes hereafter, it was reported. 

New fixtures were installed in the 
building to make the new shoe estab- 
lishment attractive and modern. Na- 
tionally known lines of shoes are 
carried. 
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Cc. B. Slater 


Boston, Mass.—C. B. Slater, who, 
until his retirement several years ago, 
was one of the best-known shoe manu- 
facturers of the country, died recently 
in his home at 134 Chestnut Street, this 
city. He was 89 years old. 

Born in 1858 on a farm in Tyring- 
ham, Mass., he left home in his early 
twenties and entered the employ of 
C. H. Fargo, a Chicago shoe manufac- 
turer and wholesaler. Later he re- 
turned east and became associated with 
Whitman-Keith & Company of Brock- 
ton, for whom he became sales repre- 
sentative in the Middle West. Subse- 
quently he took over the management 
of M. P. Clough Company and, in 1899, 
with a partner, Fred D. Morrill, took 
over the Clough interest and incor- 
porated under the name of Slater & 
Morill. This firm continued operations 
in Brockton until 1904 when the busi- 
ness was moved to South Braintree, 
Mass. 

Mr. Morrill died in 1913, at which 
time Mr. Slater became the sole owner, 
operating, however, under the same 
name until 1922 when the business was 
reorganized under the name of the C. B. 
Slater Company. 

Mr. Slater was a life member of the 
John Abbott Lodge of Masons in Som- 
erville, Mass., and was for many years 
a member of the Algonquin Club of this 
city. He is survived by two sisters, 
Mrs. May S. King and Miss Olive L. 
Slater, both of Boston; and by two 
nephews, Duane S. Slater of Tyring- 
ham, and Fred W. Shaylor of Brain- 
tree, 


Remodel Shoe Department 


PRATT, KAN.—Jetts Store has begun 
extensive remodeling operations in 
their shoe department and office quar- 
ters. All new fixtures will be installed 
in the shoe department to make it one 
of the most modern in Pratt. 





Kansas Shoe Shop 
Changes Hands 


LINDSBORG, KAN.—The Allison Shoe 
Shop, owned and operated by Delmar 
Allison of McPherson, Kan., was sold 
recently to Gene Dorough of Herington, 
Kan., who took immediate charge of 
the business. Mr. Dorough has oper- 
ated a shoe shop in Herington for sev- 
eral years. 

Mr. and Mrs. Allison will move to 
New Mexico, in the interest of Mrs. 
Allison’s health. 





Leases Shoe Department 


New York—Marking another step 
forward in the program of expansion 
now being undertaken by the Wise Shoe 
Stores, here, an agreement for a leased 
department has just been made between 
the firm and the Style Center, specialty 
shop, in Richmond, Va. The shop will 
be opened in December. 
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This Symbol tells you 
“Simplex is Safe!” 


This seal of Underwriters Laboratories, 
Inc. is found only on electrical devices 
which meet rigid standards of Safety- 
to-Life and Safety-from-Fire set by the 
National Board of Fire Underwriters. 
Note: The Simplex X-Ray Shoe Fitter 
is similarly approved by the Canad- 
ian Standards Association. 


Consider these SIMPLEX 
SAFETY FEATURES ... 


@ INTERLOCKING TUBE BOX AND 
SCREEN HOLDER — eliminates 
stray X-radiation. 

@ ALUMINUM FILTER PLATE—tilters 
out unnecessary rays. 

@ SAFETY SWITCH—shuts off cur- 
rent automatically when Tube Box 
Door is opened. 

@ MILLIAMETER — indicates safe 
operating range of | to 5 milli- 
amperes on large dial. 

@ OVERLOAD CIRCUIT BREAKER— 
shuts off current automatically in 
case of overload. 

@ ELECTRICAL CIRCUIT—Finest ma- 
terials and fittings assure stability. 
eliminate fire and shock hazards. 

Play Safe, Specify SIMPLEX. 
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3533 NORTH PALMER STREET 


MILWAUKEE 1, WISCONSIN 
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LADIES’ SLIPPERS 


LADIES’ SLIPPERS 


BUNNY SKUFFS 











In-Stock a 
for IMMEDIATE DELIVERY 


in a wide range of styles! 
$2-35 per pair 
Sizes 4 to 9 
* 


H—2151 Women's White, Bark Lea. Soles 
H—2152 Women's Copen, Bark Lea. Soles 
H—2153 Women's Red, Bark Lea. Soles 
H—2158 Women's Pink, Bark Lea. Soles 


P. H. VOLK & Co. 


2-4 W. Lombard St. Baltimore, Md. 
Wholesale Distributors 





P. F. Corbin Vice-President 
Blackburn Products 


NEWARK, N. J.—Paul F. Corbin, a 
prominent figure in the coated-fabric 
industry for the past twenty-five years, 
was recently appointed vice-president 
of Blackburn Products, Inc., of New- 
ark, New Jersey. Mr. Corbin will have 
sole charge of manufacturing, develop- 
ment and laboratory research. I. R. 
Blackburn, president, announced that 
the appointment was part of a general 
expansion program increasing the man- 
ufacturing operations of the firm’s 
trade-marked simulated leather prod- 
ucts. 

Mr. Corbin, who is a graduate of the 
University of Maine, was Chief of the 
Coated Fabrics Division, Chemical 
Bureau of the W. P. B. for a three and 
one-half year period during the war. 
He is past President of the Society of 
Plastic Engineers and a member of the 
Tau Beta Pi Engineering Society. 








Buy Savings Bonds 
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Golden Jubilee 
Marks 50th Year 


NiaGARA Fautis, N. Y.—A Golden 
Jubilee, celebrating its 50th year of 
business under the same owner, was 
held last month by Jenss Brothers de- 
partment store, here. The firm was 
founded by Frank A. Jenss, who re- 
mains today as president. 

The occasion was marked by a cock- 
tail party in honor of Mr. Jenss, who 
is a former mayor of Niagara Falls; 
an editorial in the Niagara Falls 
Gazette lauding the firm and its owner- 
ship; and the announcement that Miss 
Janette Jenss, representing the third 
generation of the family, has been ap- 
pointed personnel manager. 

In addition to Miss Jenss, the present 
management is composed of the fol- 
lowing members of the family: Frank 
A. Jenss, president; H. Paul Jenss, vice- 
president, and Mrs. Florence B. Jenss, 
treasurer. 





Opens New Outlet 


AKRON, O.—Nobil Shoe Store recent- 
ly opened a new outlet in Cuyahoga 
Falls, O., at 2135 Front Street, offering 
shoes for the entire family. The firm 
also has a store at 168 South Main 
St. in downtown Akron. 





Indianapolis Salon Opens 


INDIANAPOLIS, IND.—Benjamin Shoes 
recently opened a women’s shoe salon 
at 57 Monument Circle, Indianapolis, 
featuring high style shoes at moderate 
prices. 





Increase Size of Kansas 


Shoe Chain 


CoFFEYVILLE, KANS.—Masters Shoes, 
one of the largest stores of its type in 
Coffeyville, was purchased recently by 
E. E. Harrison, owner of the Economy 
Shoe Store and Harrison’s Bootery, at 
Iola, Kans. The purchase was made 
from J. H. and H. E, Masters. Mr. Har- 
rison also owns a shoe store in Cha- 
nute, Kans. The Coffeyville store will 
be known as Harrison Shoes. 

With the acquisition of the new store, 
the Harrison chain of shoe stores now 
becomes one of the larger organizations 
of its kind in Southeastern Kansas. 





Plan First of New 
Family Shoe Stores 


CINCINNATI, O. — Collier’s has an- 
nounced plans for the opening of its 
modern family shoe store in the Ter- 
race Plaza Hotel Building, Cincinnati, 
in March, 1948. 

A distinctive departure from normal 
family shoe store operation will be in- 
stituted, as this store will contain com- 
pletely separate departments for each 
member of the family—separate de- 
partments for men, women, and chil- 


dren. In addition, there will be a 
special section for hosiery and bags. 
An added feature will be an athletic 
footwear department which will carry a 
complete selection of nationally adver- 
tised brands of shoes for all sports. 

The store will specialize in higher 
priced, nationally advertised brands of 
shoes for the family. Tentative plans 
have been formulated for future open- 
ings of units of this type in other 
cities. 

Ed Gold of the Pittsburgh area has 
been selected by the parent organiza- 
tion of Collier’s, The Dan Cohen Com- 
pany, for the position of buyer-man- 
ager. He has been in that area for 
over 25 years as general merchandiser 
of higher priced branded line family 
shoe store units and will be in complete 
charge. 





Men’s Shoe Department 
Created on Mezzanine 


SEATTLE, WASH.—In a notable ex- 
pansion, MacDougall’s, one of the lead- 
ing department store shoe outlets on 
2nd Avenue, Seattle, has created a new 
shoe department for men on a main 
floor balcony that has just been com- 
pleted. 

The spacious balcony has been set 
like a mezzanine below the second 
floor ceiling, and has a Grand Stair- 
case approach to this upper level for 
the better merchandising of men’s 
footwear. 








Film Star Models Boots 





Joan Leslie, attractive movie star ap- 
pearing in Eagle-Lion Films’ “Northwest 
Stampede," is shown felicitously model- 
ing @ pair of “Stadium's" new shearling 
cuff, rubber boots made by the Cam- 
bridge Rubber Company. 
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Bennigson Sales Manager 
Of Hamilton, Scheu & Walsh 


St. Louis—Harry Bennigson, who 
has been covering the Coast territory 
for the past six years for the Hamil- 
ton, Scheu & Walsh Shoe Company, has 
been appointed vice-president and gen- 





HARRY BENNIGSON 


eral sales manager, it has been an- 
nounced by C. D. P. Hamilton III, 
president. 

Clyde Martin, who was appointed 
sales manager a year ago and has been 
covering the Mid-Western territory, 
will now devote his entire time to the 
territory, as the duties of supervising 
sales has become too heavy to assume 
along with duties as a sales repre- 
sentative. 

Mr. Bennigson will give up his Coast 
territory to devote his entire time to 
the position. 


Purchases Interest in 
Manufacturing Firm 


St. Louis, Mo. — William Walbrunn, 
for approximately 20 years a member 
of the shoe department at Famous Barr 
Co., has announced his purchase of the 
stock owned by Richard Rauh in the 
firm of Roth, Rauh and Heckel of Rip- 
ley, Ohio, manufacturers of shoes for 
women. He will join the Ohio manufac- 
turer early in 1948, when his resigna- 
tion at Famous Barr Co. becomes ef- 
fective. 

At Famous Barr, Mr. Wallbrunn was 
buyer of men’s, women’s and children’s 
shoes in the basement department. 
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Shoe Firms Get Certificates 
From Brand Names Foundation 


Boston, Mass. — Ten nationally 
known brand names in the shoe and al- 
lied industries, all more than fifty 
years old, were among those to which 
tribute was paid at a banquet held here 
on November 25 by the Brand Names 
Foundation. The Foundation’s Certifi- 
cates of Public Service were presented 
to the companies owning these trade 
names by Henry E. Abt, Foundation 
president. 

Names selected for tribute include: 
“Evans” slippers, introduced in 1841, 
manufactured by L. B. Evans’ Son Co., 
Wakefield, Mass.; “Stacy-Adams Shoes” 
for men, introduced in 1875, manufac- 
tured by Stacy-Adams Co., Brockton; 
“W. L. Douglas” men’s shoes, intro- 
duced in 1876, manufactured by W. L. 
Douglas Shoe Co., Brockton; “Ralston 
Health Shoes” for men, introduced in 
1876, manufactured by Doyle Shoe Co., 
Brockton; “Stetson” shoes, introduced 
in 1885, manufactured by Stetson Shoe 
Co., South Weymouth; “Wright” men’s 
shoes, introduced in 1896, manufac- 
tured by E. T. Wright & Co., Rockland; 
“Walk-Over” shoes for men and women, 
introduced in 1897, manufactured by 
George E. Keith Co., Brockton; 
“Hood,” rubber and canvas rubber- 
soled footwear, introduced in 1896, 
manufactured by Hood Rubber Co., 
Watertown; “Whittemore” shoe polish, 
introduced in 1840, manufactured by 
Whittemore Bros. Corporation, Cam- 
bridge; “Pierce” box toes, introduced 
in 1874, manufactured by C. S. Pierce 
Co., Brockton, 


—_____ 


Hunneman Elected Trustee 
Of Penn Mutual 


PHILADELPHIA, Pa.—William C. Hun- 
neman, Jr., a prominent figure in the 
leather industry and president of the 
William Amer Company, here, has been 
elected a trustee of the Penn Mutual 
Life Insurance Company. 

Active in the tanning business 
throughout his business life, Mr. Hunne- 
man is also president of Amer-Whitley, 
of Canada, and Lawrence Johnson & 
Company, an import-export firm. 
Among the organizations in which he is 
a director are the Corn Exchange Na- 
tional Bank and Trust Company, Tem- 
ple University, and the Chamber of 
Commerce. 


Edison President of 
International Fabric 


Boston, Mass.— Announcement has 
been made of a change in the corporate 
structure of International Fabric Cor- 
poration of Boston, making Mark A. 
Edison president of the company, in 
addition to his former duties as treas- 
urer. 





MARK A. EDISON 


Continuing in association with Mr. 
Edison are Mac Alexander, in charge of 
sales in the St. Louis and southern ter- 
ritories; Jack Dana, eastern sales repre- 
sentative; Robert G. and Charles J. Edi- 
son, sons of the president. 

The company’s merchandise policy 
will continue to embrace the wanted 
fabrics for the shoe and handbag in- 
dustries. Activity will center on cur- 
rent leaders with several new items soon 
to be announced. Plans are now under 
way for an expanded sales program cov- 
ering the important shoe and bag mar- 
kets of the country in order that Inter- 
national’s customers from coast to coast 
may be better served. 





Monett Plant of Vaisey- 
Bristol Starts Production 


Rocuester, N. Y.—The Vaisey- 
Bristol Shoe Company, here, recently 
received the first pair of infants’ shoes 
to come off the production line of the 
new Monett, Mo., plant. Production is 
expected to be doubled by the output of 
the Monett factory. 

The Monett plan is under the direc- 
tion of George Meierhoffer. Mr. Meier- 
hoffer has said that production in the 
new plant will exceed that of the 
Rochester, N. Y., plant in the near 
future. 








Plans Production of Children’s 
Shoes in New Plant 


ALLENTOWN, Pa. — Quaker Shoe 
Corporation, an affiliate of the Boyer- 
town Shoe Corporation, has taken a 
long-term lease on the former Comli 
textile plant at 901-15 Greenleaf 
Street, here, and will use it for the 
manufacture of children’s shoes. 

The company expects to employ 200 
persons. George Haddad will be pro- 
duction manager and Joseph Shahda 
superintendent of the new plant. 

Mitchell Ettman, of New York, is 
president of Quaker Shoe Corpora- 
tion; George Haddad, Boyertown, first 
vice-president; Alfred Haddad, Boyer- 
town, second vice-president and as- 
sistant production manager; Alex 
Stoppick, New York, secretary and 
sales manager, and Max Aranson, New 
York, treasurer. 


Schroeder Footwear Adds 
Sales Territories 


PORTSMOUTH, O.—George Risley, su- 
pervisor of sales and promotion of John 
Schroeder Footwear, of Portsmouth, re- 
cently announced the opening of a num- 
ber of additional territories in connec- 
tion with the company’s expansion 
plans. 

Mr. Risley’s brother, C. A. Risley, 
who, for the past 44 years, has been 
associated with Selby Shoe Company, 
will represent Schroeder in the East 
central states of Pennsylvania, New 
York, West Virginia, and Maryland. 
Magrum Smith will cover the Northwest 
territory. Rex Dickinson, recently of 
the Cuboid Company, will cover the 
West Co:st territory. W. H. Adams, 
formerly president of R. H. Fyfe of 
Detroit, will cover Georgia, Florida, 
Mississippi, and Alabama. John Lucas, 
formerly of the Walker T. Dickerson 
Shoe Company, will serve as a special 
midwest representative in the larger 
cities. C. A. Westling will cover Mis- 
souri, Kansas, and Nebraska. J. H. 
Looney will travel Texas and Oklahoma. 
W. V. Altsman will cover North Caro- 
lina, South Carolina, Kentucky, and 
Tennessee. 

Mr. Risley himself will continue to 
handle the states of Ohio, Michigan, 
Indiana, and Illinois. He states that 
plans are underway to step up produc- 
tion some 33 per cent within the next 
few months. 





Shoe Buyer-Managerto Become 
Florsheim Representative 


CINCINNATI, O.—Spencer Scheideman 
is leaving his position as shoe depart- 
ment manager and buyer for the Jenny 
Company, women’s clothing store, to 
become a_ representative for the 
women’s division of the Florsheim Shoe 
Company, it has been revealed by 
Reuben Herzfeld, vice-president. 

Mr. Scheideman will remain with the 
firm, Mr. Herzfeld said, until a suc- 
cessor is found. 
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Arthur Joseph, Vice-President 
Of Dr. Posner Shoes, Dies 


New YorK.—Arthur Joseph, vice- 
president and director of Dr. A. Posner 
Shoes, Inc., New York City, died No- 
vember 22nd of a heart attack. Mr. 
Joseph was 53 years old. 





ARTHUR JOSEPH 


Although a lawyer by profession and 
a member of the New York Bar, he 
was literally born into the shoe busi- 
ness. While attending law school, he 
and his three brothers operated a chain 
of retail shoe stores in Brooklyn. In 
his early days as a lawyer, Mr. Joseph 
organized the New York Retail Shoe 
Dealers’ Association and was its coun- 
sel for many years. He gave up law 
in 1938 to devote his entire time to Dr. 
A. Posner Shoes, Inc. 

Mr. Joseph was a graduate of the 
Brooklyn Law School, class of 1915. 
He was a director of the Brooklyn Jew- 
ish Home for Convalescents, the Brook- 
lyn Jewish Home for the Aged, and a 
director of the Brooklyn Division of 
the Federation of Jewish Philan- 
thropists. 

He is survived by his widow, Sadye; 
two daughters, Judith H. and Betty F.; 
a son, Jay Joseph; his mother, Mrs. 
Abraham Joseph, and four brothers, 
Irving, Robert, Sidney, and Benjamin 
Joseph. 





Annual Party of N. Brezner 
Boston Store Held 


Boston, Mass.—The annual party 
of the Boston store of N. Brezner and 
Company, Inc., took place last month 
at the Hotel Kenmore, here. 

The New York agent of the company, 
Homer Bear, a delegate from the Tan- 
nery, as well as every employee in the 
Boston organization, plus the wives of 
the married men, were present as guests 
of the company. 

Mr. Brezner made a surprise pres- 
entation, in honor of twenty years’ of 
layal and efficient service, of a gold 
wrist watch to Jack Schweitzer. Then 
Hugo Giusti, in behalf of the Boston 
employees, surprised Mr. Brezner with 
the gift of a camera. 


Quick Deliveries Demanded 
On Leather; Supplies Short 


CHICcAGO—The crux of the demand- 
supply problem in the leather industry 
is reported to be a shortage of the de- 
sired grades of leather and not ex- 
cessive demand. What demand there is 
today is mostly for immediate ship- 
ment. “We can’t begin to fill rush or- 
ders,” one of the leading tanners in 
America informed Boot AND SHOE RE- 
CORDER, and another reported every 
foot of leather it will turn out for De- 
cember delivery has long since been 
sold. 

“The price situation is one thing, but 
getting the leather when they need it 
is still another that is confronting shoe 
manufacturers,” a third tanner pointed 
out. “One buyer recently walked into 
our tannery, bought 3,000 feet of 
leather, arranged to pay for it, and 
then demanded that shipment be made 
that day. That’s the way it is all the 
time now. Everyone wants the tanner 
to pull rabbits out of a hat and get 
leather to shoe plants within a few 
days, after shoe manufacturers have 
sometimes waited until the last pos- 
sible minute to place orders. 

“You can’t blame the shoe manufac- 
turers too much, either, for they wait 
in the hope that leather prices will drop 
before it becomes necessary for them 
to buy leather. But pretty soon some- 
body must call a halt to last-minute 
sales with immediate delivery demands. 
Tanners can’t continue to perform 
‘miracles,’ and what’s more most of 
them have decided to stop trying. There 
is too little leather, and too much late 
demand.” 

A check of several leading tanneries 
in the Chicago area disclosed that there 
is a shortage of the better seletions 
of leather, particularly light sole bends, 
medium sole bends, women’s weight 
calf leather and others. A calf leather 
tanner said that while shoe manufac- 
turers complain about calf leather 
prices being “out-of-bounds,” they still 
place commitments at the new prices. 

Tanners express the belief that per- 
haps raw stock price advances have 
been checked. In several instances do- 
mestic hide sales have taken place at 
lower quotations than a month ago. The 
hide market has definitely shown a ten- 
dency toward softening. 

Since hide costs seem to be the key 
to the whole price structure of the shoe 
and leather industry, lower hide prices 
might eventually be reflected in price 
reductions on shoes, but that all de- 
pends on whether hides continue to sell 
at current levels or less. The chances 
are that if Argentine hides ever reach 
U. S. shores in large numbers, the do- 
mestic hide market might feel the effect 
and prices would be stabilized. 

In the meantime, buying is from 
hand-to-mouth, and retailers and man- 
ufacturers alike are operating with the 
utmost caution. With Easter early next 
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year, March 28, retailers have waited 
as long as they dare, and some of them 
are switching from light buying to 
heavier orders, in order to be sure of 
delivery. But before they can get the 
shoes, manufacturers must have the 
leather. That isn’t going to be easy, 
unless supplies increase over present 
levels. 





Frye Shoe Company 
Opens Dallas Sales Office 


MARLBORO, Mass.—John A. Frye 
Shoe Company, here, has announced 
the opening of a sales office in Dallas, 
Texas, which will be under the direc- 
tion of Ben Berwald, who will also 
cover the Southwest for the firm’s line 
of boots. 

Mr. Berwald is well known in Dallas 
and the Southwest, traveling the ter- 
ritory for the past fifteen years for 
both Acme Boot Mfg. Co. and Colt- 
Cromwell. In 1936, at the Texas Cen- 
tennial World’s Fair, Mr. Berwald 
staged one of the first displays of au- 
thentic cowboy boots in children’s sizes 
to be shown in this country. 

Mr. Berwald lives in Dallas, the city 
where he was born and has made his 
home. 





Becomes Partner in 
West Coast Concern 


NortH HOLLYwoop, CaL.—Jerry Mc- 
Neill recently announced his association 
as a partner in the Style-Master Shoes, 
8243 Lankershim Blvd., here. He will 
be in charge of designing and produc- 
tion, with Gladys Merrifield continuing 
to act as general manager and sales 
manager. 

Mr. McNeill has considerable shoe 
factory experience and was with the J. 
& T. Cousins plant several years ago 
as designer. More recently he was with 
Jimmy DeMars Shoes, Los Angeles. 

In addition to their established lines 
of all-leather sandals for both men and 
women, the firm will bring out a loafer 
type of sandal. 





Twenty-one Million Dollar 


Pension Plan in Effect 


ENpicott, N. Y¥.—Endicott Johnson 
Corporation’s $21,000,000 pension plan 
became effective Nov. 26 when George 
W. Johnson, president, handed a check 
for $500,000 to James M. Nicely, vice- 
president of the Guaranty Trust Com- 
pany of New York. The brief cere- 
mony was witnessed by a group of 
veteran employes. 

Ninety-one per cent of all employes 
had previously approved of the pen- 
sion program. The pension setup gives 
pensions to 812 workers already re- 
tired as well as those who will be 
eligible in the future. 

The company will make a further 
payment of $5,500,000 to the trust 
company within 60 days. 


December 15, 1947 


Made Assistant to President 
Of Burns Cuboid 


SANTA ANA, CAL.—James H. Sew- | 
ell, president of the Burns Cuboid Com- | 
pany which has its headquarters at | 
414 E. 4th Street, here, has announced 
the appointment of Stewart C. Browne 





STEWART C. BROWNE 


to the position of assistant to the presi- 
dent. 

Mr. Browne is a graduate of the 
University of Southern California. 
After three years’ service in the Army 
Air Forces, he studied as a post grad- 
uate at the College of the Pacific. 

Mr. Browne will spend several weeks 
in each phase of the Cuboid operation, 
familiarizing himself with all branches, 
both of manufacturing and distribu- 
tion, after which he will visit the firm’s 
accounts throughout the country. 





New Coward Ad Manager 


New York.—Miss Marion Schuck- | 
man has been appointed advertising 
manager for the Coward Shoe Com- | 
pany, it was announced recently by | 
Albert A. Aronson, vice-president. 

Miss Schuckman formerly was space | 
buyer for the Henry L. Davis Company, 
advertising agency. Before that she was 
advertising manager for Rosemarie de | 


Paris. 





Kellner Guest of Honor 
At Fund-Raising Dinner 


New York—Benjamin Kellner of 
Kitty Kelly Shoes was the guest of | 
honor at the annual dinner of the Shoe 
and Allied Industries Division of the | 
Federation of Jewish Philanthropies, it | 
was announced by Louis Fried, of Siegel 
& Fried, chairman of the industry for 
the $15,000,000 1947 campaign. The 
dinner was held at the Ambassador 
Hotel, here, on December 10. 

Associated with Mr. Fried as co-| 
chairmen are David S. Cohen, M. Cohen 
& Sons Shoe Company; Maurice Miller, 
I. Miller & Sons, Inc., and Samuel A. 
Schneider, Crescent Shoe Company. 
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©  QuaLiry SHOES ? 


BELOW CURRENT PRICES 


Quality Shoes we Since 1932 


Nationally Known for Surpluses from the 
Nation's Leoding Manufacturers 


ze” K. WEIL SHOE CO. 5 


While in Town See Wed 


Fits "SiTa wesie 





PLASTIC SHOE FORMS 








LYONS & COMPANY 
129 Sven 3¢., Now Verh 7, M1. ¥. 
QUALITY SHOE STORE SUPPLIES SINCE 1908 











Dissolves Business 


MANCHEsTER, N. H.—The J & P shoe 
Store at 380 Chestnut street, this city, 
has gone out of business. 


Get 25-Year Charter 
To Make Shoes 


WicHita FALis, Tex.—Owners of the 
Dixon Boot Company here, a shoe 
manufacturing concern, have been no- 
tified of the issuance of a 25-year char- 
ter by the Office of the Secretary of 
State in Austin. 

Capital stock of the company is 
shown at $17,500 and incorporators are 
listed as Andrew J. Dixon, Noble M. 
Dixon and Herbert Karrenbrook. 
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DRESS RUBBERS 


A OF er 


FIRST QUALITY — SHINY BLACK 
DRESS RUBBERS 


IN-STOCK 





6-12, inc. Half Sizes 






$1.28, 
Net 30 days 
FOB Pittsburgh 


Minimum Order—1l2 prs. any style, 
any size 


WELDON SHOE & SLIPPER CO. 


720 Fifth Ave., Pittsburgh 19, Pa. 














ROMEOS 








BROWN KID ROMEOS 


Leather quarter back, leather insole, heavy leather 
soles, brown rubber heel. 


SIZE INS—Dally or Weekly 


#510: Men's, 


Sizes: 6 to 12 
24 Pr. to case 
















PRICE TICKETS 


6 8 8s ee eer ere 





PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 
209 So. STATE ST. CHICAGO 4 
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Fashion Coordinator For 
Johnson, Stephens & Shinkle 


St. Louis, Mo.—Mrs. Elizabeth 
States has been named fashion coordi- 
nator of the Johnson, Stephens & 
Shinkle Shoe Company, here. 





ka 


ELIZABETH STATES 


She will serve as the link between 
the design department under the direc- 
tion of Miss Jennie Bolatto, the pro- 
duction department headed by McLeod 
Stephens and the advertising depart- 
ment directed by Ray Hunnius. 

Mrs. States comes to Johnson, Ste- 
phens & Shinkle from the Vogue Photo- 
graphic Studios, where she was in 
charge of accessorizing costumes ap- 
pearing in advertisements in Vogue 
Magazine. 


Awarded Bid on 
Army Overshoes 


New YorK—An award on bids for 
the manufacture of 152,000 pairs of 
arctic overshoes has been made to the 
Bristol Manufacturing Corporation by 
the New York Quartermaster Purchas- 
ing Office, here, it was announced re- 
cently. The bid was for $3.28 per pair. 








Brown to Make 
Former Milius Line 


Str. Louis, Mo.—The Brown Shoe Co. 
has announced that it will manufac- 
ture the Life Stride branded line of 
shoes formerly made by the Milius Shoe 
Company here. It was previously re- 
ported that the Brown Shoe Company 
had taken over the Milius Shoe Com- 
pany’s factories in Arkansas. 





Joins U. S. Shoe Corp. 


CINCINNATI, O.—Jerry Potashnick, 
formerly sales manager of the Life 
Stride Division of The Milius Shoe Com- 
pany, St. Louis, has joined The United 
States Shoe Corporation in an execu- 
tive capacity, it has been announced. 
Mr. Potashnick wil! make his headquar- 
ters in Cincinnati and will work on the 
styling, manufacturing and distribution. 


Elect 1948 Officers of 
Pennsylvania Shoe Group 


HARRISBURG, Pa.—Donald H. Good- 
year was elected president of the Cen- 
tral Pennsylvania Shoe & Leather 
Association for the year 1948 at a spe- 
cial meeting held last month just prior 
to the Tenth Annual Banquet of the 
organization, here. Mr. Goodyear suc- 
ceeds Willis L. Altenderfer. 

The Annual Banquet was attended 
by more than 200 members, as well 
as special guests representing the Na- 
tional Shoe Manufacturers Association, 
which included Lawrence B. Sheppard, 
president; W. W. Stephenson, execu- 
tive vice-president; E. S. Gerber, trea- 
surer; Harold R. Quimby, secretary, 
and John H. Patterson, economist. Mr. 
Sheppard and Mr. Stephenson made 
short addresses. 

Other officers elected were: C. E. 
Gerberich, first vice-president; A. C. 
Mudge, second vice-president; John 
Hungler, treasurer, and John M. Mil- 
ler, secretary. New members of the 
board of directors, elected for three- 
year terms, are: R. C. Bedford, O. E. 
Dellinger, John Hungler, D. H. Kreider, 
H. W. Mason, and A. C. Mudge. Direc- 
tors whose terms continue are: W. L. 
Altenderfer, D. H. Goodyear, C. E. 
Gerberich, J. M. Miller, R. F. Bender, 
T. F. Carfegno, S. Millo Herr, R. L. 
Stiles, Sr., Norman Badorf, L. E. Beau- 
din, O. W. Dellinger, and H. E. Snay- 
berger. 





Sales Manual Emphasizes 
Consumer Preference Survey 


West ORANGE, N. J.—Based on a 
survey by the Sole Leather Bureau of 
the Tanners’ Council of America, which 
sought to show the factors in a shoe 
most important in the consumer’s 
mind, a sales manual was released re- 
cently by Johnston & Murphy, here, 
manufacturers of high grade men’s 
shoes, 

The manual is designed to show the 
salesman how the company’s shoes 
meet the five principal factors—com- 
fort, style, quality, price and durabil- 
ity, in that order—which influence the 
buyer consciously or subconsciously, ac- 
cording to the survey’s findings, and 
to point out the best methods of sales- 
manship. 

Action photographs are used to show 
the operations in the Johnston & Mur- 
phy factory, with accompanying copy 
emphasizing the vital points in each 
operation which correspond to con- 
sumer preferences. 





Godman Declares Dividend 


‘CoLUMBUs, O.—Directors of the H. C. 
Godman Co. recently declared a quar- 
terly dividend of 1 and one-half per 
cent, or 37 and one-half cents a share, 
on the preferred 6 per cent cumulative 
$25 par capital stock, payable Decem- 
ber 1. 
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Says Inflationary Spiral 
May Support High Prices 


Los ANGELES, CAL.—Despite a num- 
ber of very clear factors which would 
by logical reasoning drive hide and 
leather prices down in the next 90 
days, no accurate prediction can be 
made today without primary emphasis 
being placed on the current inflationary 
spiral, it was pointed out in an address 
by W. W. Stephenson, executive vice- 
president of the National Shoe Manu- 
facturers Association, before some 50 
Southern California shoe manufactur- 
ers here. 

Mr. Stephenson said: “. . . the cur- 
rent inflationary spiral can offset all 
of these bearish factors and turn the 
whole situation into a bullish trend. If 
other commodities continue to rise, if 
labor gets additional increases, if war 
talk continues, and if national income 
maintains a steady rise, all of the 
logical reasons for deflation in hide, 
leather and shoe prices will be can- 
celled out. ° 

“If you will tell me what is going 
to happen to national income and com- 
modity prices generally in 1948, I will 
tell you more about the outlook for 
shoe prices and production. . .” 

On the other hand, he listed as bear- 
ish influences: “1) When prices get 
too high there is a natural tendency 
for them to revert downward. 2) High- 
er retail prices for shoes, which shortly 


will be in effect could have a tendency 
to reduce pairage, reduce production 
and thereby reduce the pressure on 
the hide and leather markets. 3) In- 
ventories of both finished leather and 
shoes have improved substantially dur- 
ing the past year. We recently esti- 
mated that retailers’ inventories had 
increased 21 million pairs during the 
first six months of 1947 and the in- 
creased production of leather in the 
first nine months of 1947 has been suf- 
ficient to make 35 million pairs of shoes. 
Despite the fact that these inventory 
increases were needed, we cannot con- 
tinue indefinitely to enjoy production 
and sales for inventory replacement 
purposes.” 

It was emphasized that greatly in- 
flated material costs made internal 
financing of the most serious problems 
facing the shoe manufacturer and his 
customer. “. . . If he borrows the 
money (to buy leather), he is court- 
ing disaster, since when prices fall, 
the bank owns the business.” 

The meeting was one of a series of 
panel discussions and talks conducted 
by Mr. Stephenson in various parts of 
the country. Seymour Fabrick, acting 
as chairman for the group, spoke 
briefly on the need for this kind of 
gathering and noted the benefit which 
could be derived from Mr. Stephenson’s 
wide experiences. 

Plans were discussed to begin an ex- 
tensive membership drive, embracing 
all shoe manufacturers in the Cali- 
fornia area. 





Division Salesmen Attend Conference 





Nashville, Tenn.—Attending a recent sales convention, here, of the Storybook 
Division of the General Shoe Corporation were the ty salesmen: (left to 
in 


right, top row) H. S. Hernan, East Missouri, Southern Ili 


ols; Ford Maddux, 


WORK RUBBERS 


Georgia and part of Florida; Ward Forgy, North Texas and Oklahoma; Bill Payne, 
Arkansas, Louisiana and East Texas; David Larson, Jr., Minnesota, North Dakota, 
South Dakota, Wisconsin; Carlton Richardson, Tennessee and Kentucky; and Scott 
Jones, South Texas. 

Also {lett to right, bottom row): Bill Williams, Alabama, Mississippi and West 
Florida; A. Clark Simpson, Virginia, West Virginia and Washington, D. C.; Hy 
Hudgens, North Illinois, South Wisconsin and Lake County, Indiana; Gray Simpson, 
sales monager; Dan Sharp, Indiana; M. G. Campbell, West Missouri and Kanses; 
and Al Wilmot, Ohio. 

Tom Merritt, covering North and South Carolina, and A. B. McCarter, who 
covers Pennsylvania and Maryland, were not present for the photograph. 


December 15, 1947 
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FIRST QUALITY 
IN-STOCK 


#659—Storm Work Rubbers 
| # 660—Semi-Storm 
#6 to 12. inc. Half Sizes 


Net 30 days 

FOB Pittsburgh 
Minimum Order—12 prs. any style. 
any size 


WELDON SHOE & SLIPPER CO. 


720 Fifth Ave., Pittsburgh 19, Pa. 
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SHOE TRIMMINGS 


Oe 





PIPED BOWS are 


the best sellers... 
RED, GREEN, & BLACK SUEDE 
wr" 





23,010 . . . $1 per 


#3,006 . . . 75¢ per 
pair with clips. Gold 
Kid Piped 


pair with clips. Gold 
Kid Piped 


Prompt delivery. Ask for new cata- 
logue on Piped and Perforated Bows. 


WAVERS HOE 
'TRIMMING COMPANY 
2128 Washington Avenue, St. Louis, Missouri 
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Incorporate Houston Store 


AusTIN, TEXxAS.—Secretary of State 
has announced the incorporotion in 
Texas of the Ambassador Shoe Store 
in Houston by Herbert Gordon, Ernes- 
tine Sharp and Norman Klein with 
$1,000 capital stock. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMAN WANTED 








We do not 


ana make f 
But 


one of the oldest, 


Offer you the world with a fence around it, 
iabulous earnings promises, ; 
claim that selling our line on the road is an easy job—it isn't, 


We are one of the leaders in the rubber footwear industry—and 


our line is backed by a national advertising program featuring 
a trade mark known to 
we do offer a long range opportunity for several young men 
between 25 and 35 years of age who want to start a road selling 
career with a top flight manufacturer. 
Tell ws all about yourself (in confidence) in your first letter te 

Address 189, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, WN. Y. 


millions, 








Shoes and 


territories: 

l—Arizona, New Mexico & Colorado 

2—Virginia. West Virginia & Mary- 
land 


3—North Carolina & South Carolina 


Unusual Opportunity For The Right Salesmen 


to represent an old established distributor of Women’s Fast Novelty 
Casuals—also Children’s Dress and Play Shoes—all 
from $3-$6 Retailers. Well known to the trade for the following 


All replies confidential. Address Box #216, c/o Boot and Shoe 
Recorder, 10 High Street, Boston 10, Mass. 


4—Alabama 
$—Louisiana 
6—Texas 

7—Kansas & Missouri 











SALESMAN WANTED 


We have a vacancy in an A-1| Territory 
consisting of Western Pennsylvania, West 
Virginia and Eastern Ohio for Capable 
Representative who desires permanent 
and prefitable connection. Our Line con- 
sists of High Styled Women’s Novelty 
In-Stock Footwear, sold regularly in this 
territory over twenty-five years. Address 


SHU-STILES, INC. 


1214 Washington Ave. St. Louis, Mo. 











ALESMEN WANTED TO REPRESENT A 

TOP-RANK manufacturer of nationally ad 
vertised line of women’s, growing girls’ and 
children’s welts in Ohio, Indiana, Michigan and 
Kentucky. Give all details and recommenda- 
tions in first letter. Replies will be kept con- 
fidential. Address #235, care Boot & Shoe Re- 
corder, 100 East 42nd St., New York 17, N. Y. 








S4! ESMEN WANTED: TO SELL RUBBER 

PRODUCTS (Sheets, Heels, Soles, etc.), to 
Shoe Manufacturers in Boston and part of New 
England. Salary and Commission plan, with 
expenses paid. Fine future for good man. Write 
fully to: WILLLAM F. NEWTON, Sales 
Manager, Beebe Rubber Nashua, 
New Hampshire. 


Company, 





ULL TIME OR SIDELINE SALESMEN. 

Manufacturers and distributors of nationally 
known and advertised line of high grade boots, 
moccasins and casuals has openings in the fol- 
lowing states: Iowa, Nebraska, Kansas, Missouri, 
Arkansas, Oklahoma, Louisiana, Mississippi, 
New Mexico, Arizona, Utah. Please give full 
particulars in first letter. Address #237, care 
Boot & Shoe Recorder, 100 East 42nd St., New 
York 17, N. Y. 





ANTED: ALERT SALESMAN BY A 

VERY REPUTABLE MANUFACTURER 
OF RUBBER FOOTWEAR, for New England 
territory. This is an excellent opportunity. We 
pay salary, expenses and bonus earnings. For 
an interview, tell us everything we should know 
about you. Address #228, care Boot & Shoe 
1 100 East 42nd Street, New York 17, 
s 








TRAVEL FOR NATIONALLY ADVER- 
TISED LINE OF HIGHEST QUALITY 
TEXAS MADE COWBOY BOOTS. 
TERRITORY TO INCLUDE FLORIDA, 
GEORGIA, NORTH AND SOUTH 
CAROLINA, POSSIBLY OTHERS. 
ONLY HIGH CLASS EXPERIENCED 
MAN WITH THOROUGH KNOWL- 
EDGE OF SOUTHEASTERN STATES 
NEED APPLY. COMMISSION 
BASIS. REPLY IN OWN HAND- 
WRITING. 


Address Box 232, care BOOT & SHOE RECORDER 
108 East 42nd Street, New York 17, N. Y. 











SHOE SALESMEN 
WANTED 


y 


DIA-TRED SHOE CO.., Inc. 
139 Duane Street, New York, N. Y. 


For men’s and women’s shoes, in the fol- 

lowing territories : 

1. WESTERN PENNSYLVANIA AND 
WEST VIRGINIA 

2. EASTERN PENNSYLVANIA 
WESTERN NEW YORK 

3. OHIO AND ILLINOIS 

4. MICHIGAN AND WISCONSIN 


Please give full particulars in first letter. 
All replies will be confidential. 


AND 











ESTABLISHED WHOLESALER HAS OPENINGS 
FOR EXPERIENCED MEN covering Middle 
Western States. We feature an extensive Line 
of Women's Novelties; Play Shoes and Sports, 
retailing at $4.00, $5.00 and $6.00. Commis- 
sion 5%. 


Address Box 238, care BOOT & SHOE RECORDER 





10 High Street, Boston 10, Mass. 








desired, addressed to a 


# 





CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our clossified headings. When a box number is 
of our offices, 12 words must be added for this and charged at the word rate. 
name and address is used, count each word (street number is one word) at word rate. Classified advertising is payable in ad- 
Send check or money order with your copy. No accounts are opened for classified advertising except for regular adver- 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 
= dvertisements for this page must be In our New York Office 10 days preceding publication dete = 


lf advertiser's own 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 








OUTSTANDING 
OPPORTUNITY 
FOR SHOE SALESMEN 


We have openings for high grade 
men to represent our products of 
women's indoor and outdoor cas- 
uals, California process. Our no- 
tionally advertised line is leading 
in its field, and it would be an out- 
standing opportunity for top notch 
salesmen to represent us. 

File handwritten application stat- 
ing territories covered, present line 
carried, references, age, family 
status and residence, and enclose 
recent snapshot. 

Only experienced shoe salesmen 
need apply. 


DESCO SHOE CORPORATION 


21-07 Borden Ave., Long Island City, N. Y. 











SALESMEN 


WANTED FOR 
NATIONALLY ADVERTISED 
CHILDREN’S SHOES 
OPEN TERRITORIES— 
1. New England 

Illinois 
Wisconsin 
Minnesota 


Iowa 


3. Texas 
Oklahoma 


A RARE OPPORTUNITY 
FOR THE RIGHT MAN. 
GIVE FULL DETAILS 
IN LETTER. 


Address Box 245, BOOT AND SHOE RECORDER, 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED 


Territories: 
Pacific Northwest 
lowa—W 


inter-Mountain States 
Western Manufacturer Misses’ and Children’s 
Goodyear Wekt Shoes, Carried In-Stock: Well Es- 
tablished Line. 
Address Box 240, care BOOT & SHOE RECORDER 
208 South State Street, Chicage 4, ii. 


Pennsylvania 
Kansas—Ok 











December 15, 1947 











S ALES MEN TO CARRY LINE OF GROWN 
GIRLS’ WELTS AND McKAYS. BLAIR 
New York 


& ROSS, INC., 23 Beekman Street, 


7, He Wi 





OPEN IN’ REAR. 

RANGEMENT OF SALES FORCE by 
Nationally Known Manufacturer of Popular 
Priced Young Women’s Shoes. Have no ob- 
jection to non-conflicting Line. Give complete 
background and references in first letter; indi- 
cate how quickly you would be available. Our 
employees have been advised of this ad. Address 
#244, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 


SALESMEN WANTED 


Side Line Salesman to sell Popular 
Priced Shenanigan Type Shoes. Good 
territories available. 

Address Box 247, care BOOT & SHOE aeconoen 


LL TERRITORIES 








100 East 42nd Street. New York 17, 











SIDE LINE SALESMEN WTD. 








SHOE SALESMEN 


To Carry Nationally Advertised Line of 
Smartiy Styled, Moderately Priced Plastic 
Display Fixtures: Several Choice Territories 
available. Excellent commission. State full 
particulars in first letter. 


Address Box 241, care BOOT & SHOE RECORDER 
208 South State Street, Chicage 4, tI. 











IDELINE SALESMAN WANTED TO 
CARRY HIGH GRADE Children’s Welt 
Shoes and Ankle Straps. Commission Basis: 
References. State Territory Address #234, 


care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





NATIONALLY ADVERTISED, complete 
with In-Stock Line of Infants’, Children’s, 
Misses’ Goodyear Welts available for Ohio, 
Michigan, Illinois, Kentucky, Tennessee, 
Indiana, North Carolina, South Carolina, 
Georgia and Florida. Excellent opportunity. 
Reference and details by letter. Confiden- 
tial. 

Address Box 248, care — A ones. i ro 

100 East 42nd Street, New 











E HAVE MANY TERRITORIES OPEN 

THROUGHOUT THE COUNTRY for ex- 
cellent men only—with good, large following 
among the better trade. We manufacture a 
Short Line of Better Grade Women's Kid 
D’Orsays and similar Slippers. Write full de- 
tails first letter. MELTZER FOOTWEAR, 
INC., 1905 Park Avenue, New York. 





DEAL SIDELINE—Carry 3 or 4 Styles of 
fast, low priced Shoes—7 per cent commission 
deliveries. All inquiries confidential. 
Address #242, care Boot & Shoe Ss oe 
109 East 42nd Street, New York 17, N. Y. 





LINE WANTED 














219 WEST 
ANGELES 14, CALIF. 





X-ARMY OFFICER, AGE 31, desires to 

travel Florida and adjacent States with 
Nationally Known Line of Men’s, Women's or 
Children’s Shoes. College graduate; successfully 
operated own retail Shoe Store, pre-war. Write: 
MAURICE WOOLF, 6130 Pine Tree Drive, 
Miami Beach, Florida. 














ATTENTION 


MANUFACTURERS OF 
ATHLETIC SHOES 


LOOKING FOR 
NATIONAL DISTRIBUTION 
OF YOUR PRODUCT? 


Well Established and Reputable 
Manufacturers Agent Located i 
New York City is seeking new 
Lines of Football, Basketball, Bow!l- 
ing, Baseball, Track, Ski and Skat- 
ing Shoes to introduce to Sporting 
Goods and Allied Trade Stores. 
Must be Top Quality Footwear, 
wholesaling between $5.00 and 
$6.00 in order to satisfy our Clien- 
tele who purchase an average of 
40,000 to 50,000 pairs from us 
annually. We are equipped to 
do a real merchandising and dis- 
tribution job for the right manu- 
facturer. 


Address Box 239, care weer é 4 euee fypegees 
100 East 42nd Street, 














FOR SALE 








FOR SALE OUTRIGHT, OR HALF IN- 
TEREST to Active Participant who will 
take over complete Management—Sub- 
well established, retail Ortho- 
pedic Shoe Organization, located in 
New York City. $35,000 to $70,000 in- 
volved. Principals only invited to cor- 


respond. 


stantial 


Address Box 231, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











ALL-BAND GYM SHOES, NEW STOCK, 

complete run of sizes, men's and boys’. 120 
pairs less than cost, $195.00. Moved HEID’S, 
1546 N. Illinois St., Indianapolis, Indiana. 





POSITION WANTED 





MA»: NEW YORK RESIDENT, EXPERI 
ENCED EXPORT DEVELOPMENT in 
Footwear; U. S. Passport available for travel 
anywhere, desires position with Progressive 
organization. Address #230, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
* A 

AN WITH 15 YEARS’ EXPERIENCE 

MERCHANDISING AND SELLING 
SHOES in Retail Chain Organization; experi 
enced of Stock Department, Credits, Receiving 
Department, etc., interested in associating 5im- 
self with Family Chain Store Organization, 
West Coast preferred; As Assistant to President 
or Merchandise Controller. Address #233, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. ¥ 








OUNG EXECUTIVE, COLLEGE GRAD. 

UATE, VETERAN Married Presently 
Merchandising for National Shoe Chain, seeks 
change, with opportunity for advancement. Ad- 
dress #243, care Boot & Shoe Recorder, 100 
East 42nd Street. New York 17, N. Y¥ 
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HELP WANTED 


WANTED TO PURCHASE 


WANTED TO PURCHASE 





WANTED — RETAIL SHOE SALESMAN, 
WHO IS AMBITIOUS, aggressive and 
reliable. This is a fine opportunity for the right 
man. Store features Fine Footwear and Hosiery. 
Write giving age, height, weight, employment 
record, experience, i.c., window and display also 
stock control system, and family status. Con- 
fidential. Address #236, care Boot & Shoe Re- 
wee 100 East 42nd Street, New York 17, 





MANEFR'S AGENT WTD. 





WANTED — MANUFACTURER’S AGENT 

FOR ye mtn ag distributed and i- 

vate label shoe polish lines. Write VANGARD 

CREMICAL CORP., 3903 Garfield, St. Louis, 
0. 





1215 Washington Avenue—St. Louis, Mo. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
. WRITE — WIRE OR PHONE 


RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


YOUR NAME PROTECTED . . 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men, Women and 


Children 
FOR CASH 


BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street New York 7, N. Y. 
Telephone: WOrth 2-4548 











SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 














FOR RENT 





TORE LOCATION FOR RENT in 100% 

Block in New York City. Address #246, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





BUSINESS OPPORTUNITY 





SLIPPER AND CASUAL MANUFACTUR.- 
ER WISHES TO LIQUIDATE his business 
in New York to be heading for California. Is 
invest. Write 


open for propositions there. 
full particulars. Confidential. Address #229, 
care Boot & Shoe Recorder, 100 East 42nd St., 


New York 17, N. Y. 





WANTED TO PURCHASE 








WILL PAY CASH 


For Stock, Stores, and Leases; Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box pF care aeer 6 & SHOE RECORDER 
100 East 42nd Street, New York 17, M Y. 














Quality Shoes for Men, Women 


and Children 
Scrupulous Protection fo 





$sssSS$SS8SS88 8S 
. Turn Your Surplus Stock * ° 
: $$$$ Into Cash $$$$° 


CLOSE OUTS—JOBS— 
Complete Stocks—Gov't 
Surplus Footwear—Clothing 


® WELDON SHOE & SLIPPER 00. 


720 Fifth Ave. Pittsburgh 19, Po. 
Phone: ATlantic 0705 


s$ssssSSSS S56 § 


BARIS BUYS for CASH 


New York 7, NW. Y. 





Shs; 


os Short Term Leases Assumed 
Sur Name and Brand since 1932 


ARIS SHOE CO., 





Inc. 
Tel.: WOrth 2-5180 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 

89 READE STREET 
New York City 
Phone BARCLAY 717-7887 











Wan T AN _ ESTABLISHED FAMILY 

SHOE STORE in Small or Medium sized 

town in Middle West or South West. Will 

buy outright or trade my Shoe Store in Detroit. 

AMES B. KNIGHT, 8209 Southfield Road, 
roit, Michigan, 





WE CAN USE FOR EXPORT 
ARMY COMBAT BOOTS 

A & B Widths— 

1 Dozen to 100 Dozen—@ $3.25. 

Wide Widths at $4.00. 


MULLEN’S, INC. 
621 SéTH STREET, KENOSHA, WIS. 











GET TOP VALUE 


In Selling Your 
¢ SURPLUS STOCKS or 
* COMPLETE STORE 


CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
Phone—LOmbard 3-2062 


Buy Savings Bonds 


140 

















MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 

















CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
93 READE ST. NEW YORK 13, N. Y. 
Telephone: WOrth 2-2515 

















Midland Authorizes Increase 
Of Capital Stock for Expansion 


St. Louis, Mo. — Increase of the 
authorization of the capital stock of the 
Midland Shoe Company from 50,000 
shares of common stock to 150,000 
shares was voted recently in a specially 
called stockholders’ meeting. A spokes- 
man at Midland, which operates leased 
shoe departments in department stores, 
said the increase in the capital stock 
authorization would enable the firm to 
carry out its plans for expanding. 

Additional action of the stockholders 
was to increase the authorized number 
of directors from five to seven. The 
new directors have not been named. 


Appointed Senior Sales 
Representative For Plastics 


Los ANGELES, CAL.—Robert L. Rick- 
enbacher has been appointed senior 
sales representative for Monsanto 
Chemical Company’s Plastic Division 
on the Pacific Coast, the company has 
announced. Rickenbacher replaces R. J. 
Lambert, who recently resigned from 
Monsanto. 

Rickenbacher is a native of Dayton, 
Ohio, and received a B. S. degree in 
1941 from the University of Ohio. He 
joined Monsanto in that year and was 
transferred to St. Louis in 1942. He 
has been transferred to the West Coast 
from the St. Louis office. 


Boot and Shoe Recorder 























MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


| MERCHANTS’ NEEDS 














All Shoemen should own an ALL PURPOSE SHOE STICK 
$2.95 P.P. 


SAVE SALES 
Easy to Use for all types 
of shoe stretching on men's, 
women's and children's 


ROOM 204 Gecronteed for All Time shoes. 
129 w. main st. ALL PURPOSE SHOE STICK CO. ocxrorp, minors 








FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 





Le 


Der Shee 

Decter Shrinkers when used 
with cur specially pre 
pered fiulds, give the 
preper ft te shees which 
tep, 


H 
eT 
i 
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Special combination offer $42.50 (fluids 
included in above prices). 


Send your erder or write for detail informatica. 


E. C. SMELTZER CO. 
121 B. Gist Street, Indianapelis, Ind. 


English Agency Offers 
Services to Visitors 

LONDON, ENG.—Valuable facilities 
for the overseas business man visiting 
London are offered by International 
Business Services at their recently- 
opened headquarters in Arlington 
Street, Picadilly. The subscriber can 
have mail, packages, cables, telephone 
calls and personal callers received on 
his behalf and dealt with according to 
his instructions. In his absence, mail 
is held for collection or forwarded. 

There is an information bureau ready 
to answer queries and to assist in deal- 
ing with trade problems. Advice and 
practical assistance are given in tack- 
ling questions relating to Government 
Orders and Regulations, import and ex- 
port licenses, banking and currency re- 
strictions, access to supplies of raw 
materials and finished products, mar- 
kets for manufactured goods, freight 
and insurance, publicity and advertis- 
ing. 

A reference library contains up-to- 
date trade manuals, directories, time- 
tables, maps, magazines, newspapers, 
and facilities for writing memoranda. 
Trained stenographers are available to 
take and type letters in English, 
French or Spanish, and other languages 
by arrangement. 
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NEW ADJUSTABLE 
remcins» POLLY CLIP 


| remains in 
desired (Posy | for Price Tickets 

times. i 

This is an ex- 

clusive pat- 

ented feature. 


$5 gross 





half gross 
M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 

















(tig 


*ADULT MODEL $15.00 
*JUNIOR MODEL $15.00 


Efficiency 
Of Fit 


YOURS WITH THE NEW 


Levee 
Win the Brannock Aduit and 
Junior Model Devices, the shoe fitter 
can get immediate “Heel-to-Ball”’ — 
“Heel-to-Toe”—"Width-at-Ball” direct 
measurements. This means speedy, 
eccurate fitting; more soles per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 
troublesome exchanges. 





*Available ot special cooperative price 

if ordered through certain shoe monvu- 
facturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 
OMPANY 


Syra e 4. New York 








| THE 
INVISIBLE 


SHOE 
FORM 
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tals AND Uileas 


Soya VUtA 


NEWSPAPER, ADVERTISING 





—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work for 
direct mail and newspaper ad- 
vertising. 


+ 
2. Vincent Edwards idea Clip- 
ping Service 
Actual newspaper tear sheets of 
ads of shoe stores; you select the 
exoct stores and cities you want 
to see or leave the selection to 
our advertising staff. 


e 
VINCENT EDWARDS & CO. 
World's largest advertising service 
‘eat 


organi 
342 Madison Ave., 
New York City 




















A conference room can be booked in 
advance for business meetings. Mem- 
bers of the staff speak several lan- 
guages, and will contribute in every 
way possible to the success of a visit to 
London. 


Step Up National Advertising 


St. Louis—With the inclusion of 
monthly insertions in mass circulation 
magazines such as Life, Woman’s Home 
Companion and Ladies’ Home Journal 
in addition to twice a year insertions 
in fashion field publications like 
Harper's Bazaar, Vogue, Mademoiselle 
and Junior Bazaar, the Paradise line of 
Brauer Bros. Shoe Co. here is believed 
by company executives to be one of the 
most heavily advertised style shoes in 
the nation. 

The once-a-month insertions in maga- 
zines of the mass circulation category 
provide a year-round campaign. 
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1/14, 1/15 


1/14 


WELDON SHOE 
720 Fifth Avenue 





NEW U. S. ARMY—Gov't SURPLUS 
4 Buckle Cloth Top Arctic 
Save 60¢ to 95¢ a pair 


“It’s VALUE That Counts!” 
“It’s WELDON for Value!” 


Immediate Delivery: 
In 102 pr. lots: 5/6, 23/7, 14/8, 35/9, 15/10, 3/11, 2/12, 
2/13, 2/14, 1/15 $2. 

In 51 pr. lots: 2/6, 12/7, 7/8, 18/9, 7/10, 1/11, oy ts 
In 25 pr. lots: 1/6, 6/7, 4/8, 9/9, 3/10, 1/12, 1/15. 

$3.25 
In 26 pr. lots: 1/6, 6/7, 3/8, 9/9, 4/10, 1/11, 1/13, 
petted ahi 


Made by America's Finest M fi 
Terms: Net 30 days, F O B Pittsburgh 


25 
Footwear 


turers of Rubb 





& SLIPPER CO. 


Pittsburgh 19, Pa. 








What’ 


s New 





New Computer Aids 
In Business Calculations 


Answers to problems in_ profits, 
prices, costs, discounts, percentages, 
etc., are quickly given by the new 
“Calculaide” Profit Rule introduced re- 
cently by American Hydromath Com- 
pany, New York City. The device 
eliminates tedious longhand calcula- 
tions in all fields of business where 
percentage computations are made, ac- 
cording to the company. 

Two simple scales around the edge 
of the instrument indicate cost and 
selling price. Percentage, profit, dis- 
count, etc., appear in appropriate 
windows. The device can also be used 
for multiplication, division, ratio and 
proportion in the same way as a con- 
ventional slide rule. 


Only 4 inches in diameter, this new 
rule is readable to one cent in a dol- 
lar, with precision permanently as- 
sured by the use of non-warping, non- 
shrinking plastic material. 





New Imitation Suede 
Electro-Chemical Product 


Boston, Mass.—An imitation suede 
that looks like suede, feels like it and 
is said to wear as well, is being intro- 
duced here by Guild Products, Inc., of 
194 Lincoln Street under the trade 
name of “Electron.” 


According to Joseph Settino, sales 
manager of the company, “Electron” 
suede is a product of modern electro- 
chemistry and the end product has 
flocking so dense that it baffles the ex- 
perts when it is made up into a finished 
shoe, handbag or belt. In addition to its 


142 


durability, he says, it is imprevious to 
peeling. “Electron” is now being made 
in green, gray, balenciaga, blue, kid 
black, brown, velvet black and snow 
white. 





Heel Guard Prevents 
Splashed Hose 


A new heel guard for women’s shoes 
to prevent splashing on hose in wet 
weather has been put on the market by 
the Rainchek Manufacturing Company, 
10 N. Delaware Street, Indianapolis, 
Ind. 


The device is sold with a moisture- 
proof bag for the purse and incorpo- 
rates a “non-skid” design. Said to slip 
on or off the heel of a shoe with com- 
plete ease, the guards come in several 
sizes. 





Guild Announces Warm 
Weather Opening 


NEw YorK—The 1948 Warm Weather 
Opening of The Guild of Better Shoe 
Manufacturers will be held the week of 
January 5th in the member firms’ show- 
rooms, it was announced by Irving E. 
Grossmann, president of the Guild, who 
reported that the Guild will continue 
its five-showings-yearly program which 
was instituted two years ago. 


Specific groups to be purchased at 
this opening are (1) re-orders of first 
Spring buys and a balancing of inven- 
tory for the peak Spring buying period 
and (2) Warm Weather styles for 
town, afternoon, cocktail, dinner and 
evening wear designed for the new in 
apparel. 

The member firms of the Guild par- 
ticipating during this Guild week are 


Cangemi, Inc., Thos. Cort Ltd., Fox 
Shoe Mfg. Corp., Jerro Bros., Mackey- 
Starr, Inc., John Marino, Inc., I. Miller 
& Sons, Inc., Newton Elkin Shoe Co., 
Paiter DeLiso, Inc., Reual, Inc., 
Schwartz & Benjamin, Inc., Setroy, 
Inc., Van Arden, Inc., M. Wolf Sons, 
Inc., Morris Wolock & Co., Zuckerman 
& Fox. 


Salesmen Carry Sound Film 


|. To Inform Shoe Retailers 


Los ANGELES, CAL.—A sound slide 
film in Kodachrome, showing in detail 
the styling and construction of the 
firm’s shoes, has been produced by 
Cobblers, Inc., here. The film and pro- 
jection equipment, according to Walter 
Braun, president, will be carried by 
each of the company’s road representa- 
tives and shown at the request of buy- 
ers or training departments, in indi- 
vidual shoe stores and in department 
stores. 


“We consider the retail shoe sales- 
men such an important part of our own 
selling organization,” said Mr. Braun, 
“that we feel a definite obligation to 
give him,full information about our 
merchandise. We have combined color 
drawings in Walt Disney cartoon style 
to explain the technical part of Cob- 
blers’ shoe construction with actual 
photographs taken in a modern shoe 
store...” 





Distribute Promotional 
Nursery Rhyme 


An amusing pamphlet, illustrated in 
color, was distributed by the Badger 
Glove and Slipper Company at the New 
England Shoe Market Week in Bos- 
ton last month. Describing the “Ad- 
ventures in Eggland” of “Basco, The 
Big-Eared Bunny,” a little fairy tale 
is unfolded in rhymed couplets—a book- 
let with only the most innocent promo- 
tional flavor, published for purposes of 
good will. 





Complete Enlargement of 
Eastern Plant 


Los ANGELES, CAL.—Enlargement of 
the Eastern plant of Cobblers, Inc., at 
Williamsport, Pa., has just been com- 
pleted, it was announced here recently 
by Walter Braun, president. 

The expansion program is needed to 
accommodate greatly increased output 
in this division. 





Stephen Miller 


RocHESTER, N. Y.—Stephen Miller of 
Rochester and Ontario, New York, 
founder, president and treasurer of the 
former Stephen Miller & Son shoe last 
company, died December 2 after a long 
illness. He was 77 years old. 


, Boot and Shoe Recorder 











0000004 


Lc ME Mc oc) A wil oi oe Mw Me) 


euliic olka othe othesthcsdheodhesdne*ies! 


tt tl a 


L 
L 
L 
L 
L 
L 
L 


L 











Age Bowe, EMG. ...-..-.ccoceces 128 

















Adrain, M. B., & Sons X-ray Co. 
31, 122, 127 
Air-O-Magic Shoes .... s entaeateds cia Oe 
Air-Tred Shoe Corp. . saoeean, ae 
AllPeece Corp., The es ‘eee 118 
Allied Kid Company ........-cscees 44 
All Purpose Shoe Stick Co. een 141 
Altschul, Julius, Imc. ........... 121 
American Boy Shoes ......... 23 
American Hide & Leather Co. ...... 43 Q@ 
American Oak Leather Co. ......... 14 - 
Armstrong Cork Company see 6 | @ sc iE NTF ic 
Arnoff Shoe Co. ... 128, 129, 130 | 
Baris Shoe Co., Inc. ........ ..91, 130, 140 
Beaudin, L. E., Shoe Co.......... 45 
Brannock Device Co. .... err. 
Broitman-Gaffin Shoes, Inc. ......... 140 
Brown Company . on . an 
Brownsville Importers cence ae 
Commtite, Gat, G Bae 2 oc ccccccccccsce 149 
Camitta Shoe Company .............. 140 
Cavalier Company ............. 104 
Colonial Tanning Co. cocee 2 Cee 
Compo Shoe Machinery Corp. . 16 
Craddock-Terry Shoe Corp. ...... 23 
Darlington Fabrics Corp. 35 
Dewey & Almy Chemical Co. . 
Douglas, W. L., Shoe Co. ........ 128 
Drew Irving Corporation see 7 
DuPont, E. I., DeNemours, & ©o., Inc. 75 
Eby Shoe Company a 7 
Edwards, J., & Co., Inc. —— — P . 
Suen, Sein RR. 7 i... Millions of children have worn Dr. Posner’s shoes since 
alin tates ‘ae mee, 1888. And the millions of mothers who have bought 
Firestone Rubber & Latex Froducts | these shoes — couldn't have been wrong! Because they 
Co. ...... tes sesenseceee 80 | have bought Dr. Posner’s shoes steadily and in increas- 
Gerberich-Payne Shoe Co. ........... 21 ing volume year after year. 
Gerda Footwear Co., Inc. 102, 109, 126 . ° 
Glhert Ghee Company ........... 1 When you feature the Dr. Posner line, you’re making 
Gammes, TG, GA cos nee-s.. 19 profits—and friends at the same time. National adver- 
Gee DOC, BR oc cc. sc cccescs 38 7 . . 
aan ae tising—on the greatest scale in Dr. Posner’s history — 
Green Shoe Mfg. Co. ... Back Cover 1s sending more mothers to you for these fine shoes. 
Gro-Cord Rubber Co. ............ 2 
Herbst Shoe Mfg. Co. Te 107 
SRE SS ee on ee 140 
Heywood Shoes ... bene cc. Oo 
ON ree 5 
Holiday Magazine ......... .. 40,41 | 
Holland-Racine Shoes ... .... : 2 . 
Huber Sipoer ca 2... 227, ton | OR As POSNER SHOES, INC. Executive Omen: 137 Duane Str Now York 13, 2° 
Hubschman, E., & Sons, Inc.... .. 26 ° fons AS » Pa. Now Oxford, Po. - Cau Sales Office: M : 1046 
Pacific Coast Sales Office: Haas Building, Suite 1112, Los Angeles, Calif. 
Indian Footwear ..... ‘ 120 PAE NR: eS : = — 
J. G. Furniture Co ae veeeee 105 National Shoe Company ........... 23 | Shaw, M. T., Inc ° 97 
Johnston & Murphy - 33 New York Shoe Wholesalers Assn. .. 120 Shoe Mfrs. Board of Tradé of N. Y. 
Justin, BE. J., & Gone .....0...000. OM Northwestern Leather Co. Trust 78, 79 36, 37 
I I Te gid 5 Nunn Bush Shoe Co. - .. 3rd Cover Smeltzer, ~ Gi GA ssseeceass péeostes a 
tick s : : ' Superior Shoe Company : - 123 
Kreider, A. S., Shoe Co... ...cccccccce 4 Packard, M. A., Co. Serce+eces : - Tingley-Reliance Rubber Co 
m. Patent Fabric Company ...... o« 
LaCrense Rubber Mills Co. ........ 39 Philadelphia Shoe nn Ate aa Trimfoot Company 66, 56, a, i‘ 
Ladies Home Journal ares 42 Pittsburgh Plate Glass Co 27 Trostel, Albert. & Sens Co. . 73 
Lawrence, A. C., Leather Co. ..... 110 - “ a > : 
Lederer Industries ... a Pollinger, M. D., Co. ... 141 20th Century Footwear Co 136 
Levor, G., & Co., Inc. .... gi 3 Posner, Dr. A., Shoes, Inc 143 United Last Company ; ’ y 
Lion Sandals ...... ie ence ee Primex Equipment Co. ... 125 United Shoe Machinery Corp 
Longini Shoe Mfg. Co. .. ; 99 Promenade Shoe Company . sont 125 10, 22, 32, 80, 144 
Lyons & Company ........ hes 135 Respro, Inc. ...... f 12 United States Rubber Co., Inc 
Maxine Originals -................. 115 | Roberts, Johnson & Rand ........ 13 ; , _ orn * 
Model’ Boot & Shoe Co. ............ 123 Roger Kent Plastics 109 Vincent, ESwards & Co cocscecccce WME 
nd } ; : , 7 Virginia Shoe Co. ee 
Modell, Henry, & Co., Inc. . © BED 0 BR PEE cnesscssdceccscsesce: :<. , > . . 122 
Modern Orthopedic Appliance Co 127 ey é po Volk, P. H., & Co., Inc 
Mohawk Carpet Mills ...... ian Tee REED, Peed, SAS OR «2-2-0 Wall-Streeter Shoe Co. ..... 15 
Monroe Bros. Co. ...... Ce 123 Sabin, B. ........-ceceeeceecccereeeees 140 Wavershoe Trimming Co ‘a 137 
Moore Fabric Company ...... — Scholl Mfg. Co., Inc. ........- -. 93 Weil, M. K., Shoe Co. ....... -135, 140 
Moulton-Bartley, Inc. ....... — 50 Servus Rubber Co. ..... PigJ 83 Weldon Shoe & Slipper Co. 
Mrs. Days Ideal Baby Shoe Co....... 106 Seton Leather Co. 5, ee 85 129, 130, 136, 137, 140 
SURI II, Kd: ndiitcn Ste bocwadennunidas 140 Shane Shoe Co. ai ihn tol on »« See X-Ray Shoe Fitter Co. .... -. 181 
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“THE APPEARANCE OF OUR LINE HIT A NEW HIGH 
when our factory turned to United for Finishes” 








The Sales Manager who asked for better finishes for his entire 
line may — or may not know 4ow the factory obtained results. 


In this case, his finishing room forem#n called in a United Finish- 


ing Specialist to analyze finishing practices, to suggest and demon- 
strate the way to get the best results ...and to supply the materials 
for the job. 


United Finishing Specialists can provide you with finishing for- 


mulas and methods that will restore and enhance the original char- 
acter of the leather surface. Throughout the country, these men are 
helping manufacturers improve the appearance of their shoes. 

For help in stepping up the “buy appeal” of your line call upon the 


FOR UPPER Ss 4] services of the qualified United Finishing expert in your area. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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NUNN-BUSH 


Gi CZ , 
Whe Srabford 
Style 845 
Autograph Grade 
Custom Finish 
Brown Vegetan Calf 
Leather Sole 
English Custom Heel 


For Men of Unusual Awareness 


About ten men in every hundred are more successful than others in discerning 
which are the best things in life. Nunn-Bush Shoes rank high in the recogni- 
tion of such men. It is because Nunn-Bush achieves an unusual degree of shoe- 
making perfection by striving earnestly to make the world’s most satisfying 
shoes for men. Ankle-Fashioning, which has resulted from this effort, should 
reward your customers with greater comfort and added miles of smartness. 


Nunn: Bush 


ms. 


wears 
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